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Prominent Among 
Your Staple Lines 


there should be a liberal showing of machinists’ tools 
—that’s obvious. In choosing the make of machinists’ 
tools you should carry, customer-satisfaction as well 
as immediate profit should be considered—that’s 


noiaee The Oldest Mechanic 
Who Comes Into Your Store 
Will Tell You 


that B & S Tools were standard when he was learning his trade 
and how, as requirements in mechanical measurements widened, 
this line expanded to meet them, ever keeping pace with the 
needs of machinists, toolmakers and manufacturers. Their ac- 








curacy, reliability and adaptability have earned for them the 
endorsement of the entire mechanical world. 





Our dealings with the trade have always been equitable—our 
one aim being to protect the dealer and satisfy his customers. 
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Have you notuced im your car s 
prakes any rendency to ship ‘and 
grab on @ rainy day? 

This indicates inatihty of the 
prake liming to resist moisture 
one of the most dangerous defects 
wt can possess 

For moisture not only rain, but 
water from any source, a5 well as 
onl, gasoline, etc. —causes the hn- 
ing to become swollen and 
“mushy.” which makes xt ship and 
grab Automobile accidents due 
to failure of the brakes can, mn al- 
most every case. be traced directly 
to this cause 
> The discovery of Grapnal 

This problem of morsture was 



























ratories, which resulted lh the 
discovery of @ remarkable new 
chemical substance now known 
as Grapnal 
Thermoid Brake Lining '§ 

reaceniy impregnated with CSP, 
nal by @ special process. As 4 
result, % 'S made practically im- 
pervious to moisture eve? under the 
most severe conditions A series 
ot impartial tests. conducted by 
a well known chemist, which 1 
cluded all well known brands, 
roved beyond question the re- 
markable superiority ot Thermord 
Brake Lining 

The Result 

Test No. ! 


Soaked one hour 1 poling 
water, 212° ¥F 
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THERMOID BRAND 

Brand A - - - 210°. 
Absorbed over 141°, more 
water than Thermord 

Brand B - - 
Absorbed 145°; more water 
than Thermoid 

Brand C . - 
Absorbed over 164°, more 
water than Thermord 

Brand D - - - 
Absorbed over 95°, more 
water than Thermoid 
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Test No. 2 


Soaked one hour in poling oil, 











THERMOID BRAND 
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Makers of “*Thermoid Tires’ and “«Thermord Gar 


ee —K————— 


our brakes 


against a rainy day 


Facts about 2 discovery that overcomes one of 
the most dangerous conditions of motoring 


yom ; Brand A 
a . Absorbed over 


oil than Thermord 


Brand B 21.6% 
4 Absorbed over 279°, more 
F oil than Thermoid 
Brand C 22.2% 


Absorbed over 


oil than Thermoid 


Brand D ° 
Absorbed over 


— oil than Thermoid. 


Test No. 3 


Soaked one hour in gasoline at 


70° F 
THERMOID BRAND 5.5 
- - - 12.5°% 


Brand A 
Absorbed over 


gasoline than Thermoid 


Brand B - 
Absorbed over 





y 5.7% mmnel gasoline than Thermoid 
Brand C - 6.2% 
ot in Absorbed over 194°) more 
£ coed gasobne than Thermoid 
* Brand D - : s 10.9% 
Absorbed over 
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are lined with Thermord Brake Lining The cost 


Our guarantee 
Thermord will make yood—or WE 
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Two other exclusive features 
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THERMOID! 


—the biggest 
word in the brake 
lining business 
0 


Read thi 
m i - : 
—_ a is part of a by to 
a that is Ne 
one 8 millions of mot ist 
. of ser 
———— rake Lining wh ae 
eir brakes relined. lie. 


This advertise 

° ment—whi . 
ee ee 
on Glen eek Gentle. 
a oe other 
sonal 10 tells of our aad 
SS Pe 
impervious to atom 4 practically 


tins: tial ; 
pone a lining is Grapnalized or 


No other 


. Thermoid today i “ 

in the brake =e ogg Ny 

pre tn a ge with efficient beak 

motorists in e minds of thousands of 

gy peace Payee: | state in the Uni 
ord written in the peo 


tions by the . 
America’s Seadien anand’ ot _ 
es. 


It is a 


Ask for the 





New York 


Pittsburgh 





Thermoid Rubber 
Factory and i Compang 
ce: TRENTON, N. J: 


Detroit San Francisco 


London Paris 


Indianapol's 
Philadelphia 








be 


September 27, 1917 HARDWARE AGE 














Are The Boys In Your Town 
Wearing These Medals? 





The success of our campaign on .22 rifles is far ex- 
ceeding our expectations. Every day we are sending out 
large numbers of ‘‘Marksman” diplomas to the success- 
ful boy contestants and the medals to his dealer, so that 
when the young man calls for his trophy he will purchase 
more ammunition at once in order that he may start 
practising for the ‘““Sharpshooter’’ medal. 


We are receiving many congratulatory letters from 
dealers who have put our plan into action and are now 
being fully repaid. 


We are also receiving letters from the parents of our 
young Winchester Marksmen and Sharpshooters telling 
us how much our contest has done for their boys and 
girls. 

The point that we are most interested in, however, is 
whether you are receiving the benefits of our campaign. 
We want you to make a success of our Winchester Junior 
Rifle Corps contest along with the rest of our dealer 
friends. 


The campaign will be in full force this fall. The boys 
will keep right on practising Saturday afternoons and 
after school on week days. ' 


It isn’t too late to begin now. Won't you write us 
today for a full outfit of targets, booklets, hangers, etc. ? 
Or if you have already received an outfit and need addi- 
tional supplies don’t hesitate to request them. 


We want to help you. 
Cordially, 


WINCHESTER 


Repeating Arms Company 


New Haven, Conn. 
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THE GENUINE WALWORTH STILLSON WRENCH 


THE 


UNDISPUTED WORLD'S CHAMPION 


a 














THE 


PARMELEE BRASS 
PIPE WRENCH 


PERFECT FOR 
BRASS PIPE AND 
COIL WORK 





THE WALWORTH CRAFTSMAN 


WALCO ADJUSTABLE HEX WRENCH 


FOR 


HANDLING HEXS WITHOUT DAMAGE 


/, 7 = 


WALWORTH MAKES THEM ALL 


WALWORTH MFG. CO. | 


| BOSTON 
| New York Branch: Chicago Branch: 
| 19-21 Cliff St. 218-220 No. Desplaines St. 
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“Simplest Serviceable Tool” | 
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Here, illustrated, in a way that you can 
see for yourself is the “simplest serviceable 
tool of quality in wrenches."’ An adjustable 
wrench for heavy duty. A wrench made 
with only 6 parts—made of all metal— 
every part a solid unit of strength. 


This powerful 


COES 


Steel Handle 
Wrench 


BALL RACE 








STEEL SHELL HANDLE, 
INTERNALLY SUPPORTED 





with its few parts and entire steel construction 
has repeatedly proved itself to be 30% stronger 
in actual service tests than other wrenches. 


It's the staying quality, the endurance that is 
built into the Coes wrench that counts with big 
manufacturing plants and on the big railroads. 


The Coes Steel Handle Wrench has the kind 
of materials into it and the construction back of it 
to withstand the severest wrench service known 


—both inside and outside service. 


Isn't that the kind of wrench quality you want 
to sell? 








wi RORNMROROORRR 
Coes Wrench Company 


WORCESTER, MASS. 


J. C. McCARTY & CO., AGENTS J. H. GRAHAM & CO., 
29 Murray Street, New York 113 Chambers Street, New York 
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A Very Practical Outfit 


for the car owner and garage 























Stewart Handy Worker 





It includes: 
A powerful steel-faced vise opening to 44 inches. 
A steel pipe vise up to 14-inch pipe. 
A good sturdy anvil. 
A cutting hardie. 
A corundum grinding wheel. 


A two-speed drill press. 


Weighs, boxed, 90 pounds. List, $14.00, f. o. b. 
Chicago. 


A good seller with a substantial profit to you on every 
sale. From your jobber or direct. Liberal supply of show 
cards with your shipment. 


CHICAGO FLEXIBLE SHAFT CO. 
606 N. La Salle St. - - - CHICAGO 
NEW YORK BRANCH: 16 and 18 Reade Street 
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‘* There’s a big demand for 
— _. machinists’ tools in 


] general and B& S 
Tools in particular.’’ 


} 


| 
PU 









Do You 
7 Remember 


\ Our 


' Prediction 





pe 






itt bly 
al Salk proba 
fads to ro equal nists tools 4 s 
AVENTEEN OO ten of MC ear and 


ss vn 





pat vel oon machine ya for thet <r a é 
men wil @ A \] Uv more a j the * ‘luce a 2 
ycea MEN ¢ yeat hav leat need 2 
dunns . a and when 1 | 
Tools “ ve heir chores — ia adily : 2 
ant “es inet =A \ 
- , sit) trea \ 
\ our small hat ; ws : ond ne Je many 3 
= ° sixtyon voor xcellen testi ols that have i2 } 
S Daring * i itself, an vat hit quality q = \ 
b= | whit h rt and of consste 7 \, it pays to | 
S « jealers -ystomet ecommens ~ } a 
| are satishied Coals vous ca! \ The advertisement 
3 we A = | 
Se . 3 to sel B 2 
SF pecaue HD Took. ee \ reproduced here ap- 
Ea ve & Sat ¢ the 5 . 
B Brown We Protec’ your REQUEST | peared in the Feb. 3, 
| & \ 1917 Issue cf Hard- 
z | 
3 | ware Age. 
} 
\ 


The unprecedented activity in machine shops has created a demand 
for machinists’ tools and a resultant increase in sales far exceeding 
anything we even dreamed of. Are you getting your share of this 
extra business? Have you our Catalog 27 ? 


Brown & Sharpe Mfg. Co. 


PROVIDENCE, R. 1, U.S. A. 


A stock of our tools is carried at our Chicago Office and Store, 626-630 Washington Blvd., Chicago, Ill. 
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Why You Should Buy ATKINS SAWS 


Because they draw crowds like the one shown above. 


Because Atkins advertising and personal letter service to 
carpenters attracts and holds customers who buy not only 
Saws, but Tools. Stoves and other things. 

Because the profit derived from selling them lies not only 


in money, but in the selling of Silver Steel Saw satisfac- 
tion; and chiefly ' 





Because the Quality of every Atkins Saw is in keeping 
with the high standards of your store. 


These are the reasons. All that’s necessary is for you to 
stock ATKINS SAWS and then to request our helps. 
We'll draw the crowds. 


Send for ‘“POINTERS ” 


E. C. ATKINS & CO., Inc. 


Established 1857 
The Silver Steel Saw People 





Home Office and Factory, Indianapolis, Ind. Canadian Factory, Hamilton, Ont. 
Branches carrying complete stocks in all large distributing centers, as follows: 
Atlanta Minneapolis San Francisco Vancouver, B. C. 
Chicago New Orleans Seattle Sydney, N. S. W. 

Memphis New York City Portland, Ore. Paris, France 











John Shaw & Sons Wolverhampton Ltd., Wolverhampton, England, Agents for Great Britain 
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Put It In 
Your Window 


Here is the new metal colored window and coun- 
ter sign showing the G. T. D. trade mark, designed 
to help dealers tie up to our Saturday Evening Post 
and trade paper advertising, reaching millions of 
readers. 


Machine shops, blacksmith shops, garages, repair 
shops and many other users give you a wide range 
of sales possibilities. 





The Mark of Screw Cutting Excellence. 


Dealers who are tying up to our advertising are 
making good sales and equally good profits. 


Send for one or more of these signs. Put them 
on your counter, wall or in your window—any- 
where to catch the mechanic's eye and let him 
know that you sell the best screw cutting tools 
made. 


Have you one of our catalogues ef taps. dies, screw plates, reamers, 
threading machines, etc.? If not, send for copy now and get familiar 
with the ‘‘complete’’ line of screw cutting tools and reamers. 


Greenfield Tap @ Die Corp’n 


Greenfield, Mass. 


NEW YORK, 28 Warren 8t. CHICAGO, 13 So. Clinton St. LONDON, 149 Queen Victoria St. 
Canadian Factory, Wells Brothers Co. of Canada, Ltd., Galt, Ontario 
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Sell The Hardware at the 
Blue Print Stage 


This is the time to sell the com- 
plete line of hardware for new 
buildings. Get in touch with the 
architects, builders or owners and 
show them that “Sargent” is to 
hardware what Sterling is to 
silver. 


Sargent locks, latches, escutch- 
eons, window catches and other 
furnishings add finishing touches 
to the perfect house. Sargent 
quality, durability and design sat- 
isfy the most exacting demands. 


SARGENT & COMPANY 


Manufacturers 
New Haven, Conn. New York 
Boston Chicago 


SARGENT 


REG. U.S. PAT. OFF. 
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The Files They 
Know About 


MEMBER, there is this advan- 
[Py in selling files that have made 
a reputation in actual service: your 
selling effort and expense is reduced to a 


more profitable basis. Sales are made 
easier and more satisfactory all around. 


NICHOLSON FILES sell on their repu- 
tation. They are known, trusted, tested, 
approved. For over fifty years they have 
stood the demands of service. Their sharp, 
keen-cutting teeth produce a better grade 
of finished work than any other file,—and - 
we can prove it. 


Read “File Filosophy,” a fifty years’ edu- 
cation on files in an hour. Your written 
wish brings it. 


NICHOLSON FILE CO. 


PROVIDENCE, R.L, U.S. A. 


NICHOLSON 
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TRIMO 
TOOLS 


SUPERIOR 
QUALITY 


ae Of 0 


Their 
Strength, Durability 
and E.conomy 
Have Made Them 


World-Renowned 


mae we 


Made By 


Trimont Mfg. Company 


55-71 Amory Street 
ROXBURY (BOSTON), MASS. 





Trimo 
Pipe 
Wrench 








Trimo 
Pipe 
Cutter 


Send for Catalog No. 133 
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How about the 


“Handy man about the house” ? 


Almost every home can use and really needs tools of some 
kind, and this is a field which many dealers neglect to cultivate. 
But in many of these homes are potential amateur mechanics 
who would, if assisted and encouraged, develop into regular 
purchasers of not only a variety of tools, but also other hard- 
ware. Almost every man has some mechanical ability, and we 
all like to see the results of our own skill. All that lots of 
them need is a start. Cultivate this field. 


Encourage the “home-mechanic” in your newspaper adver- 
tising and window displays. Show good samples of home 
made cabinet work. Suggest it in various ways that your local 
conditions offer and you will have opened up a field of large 


possibilities. 


Sell them only high grade tools. Enquire what kind of 
work they intend doing and give them the particular style suit- 
able for that work. Many a customer has been lost because 
a clerk was not sufficiently interested in the customer's needs. 
For instance, no better saw is made than the DISSTON, but a 
6 point hand saw is not suitable for cabinet work in hard wood. 
The amateur is consequently discouraged at the outset. See that 
he has the right quality and type of tools at the start and his 
enthusiasm will bring him back to add to his kit and equip- 


ment as his skill and requirements expand. 


A fine foundation is a set of 


DISSTON SAWS 


Other Disston tools are of the same high standard 


Henry Disston & Sons, Inc. 
Philadelphia, U. S. A. 
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Wickwire Cortlan d 
Brothers Noy ake 


Inc. 


There’s more than one reason for the popularity and selling strength of Wickwire product, but all 
of them can be traced back to the idea of giving the best value and highest quality possible. 

We mine our own ores, operate our own blast furnaces, open hearth mills, rod and wire mills, etc. 
In short, we control every step in the manufacture, and therefore can regulate the quality from the 
beginning to the end. Nothing but the best is allowed to pass. Ask your jobber for prices. 
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and the 


Short of It 


is that we make good rivets 
in many different sizes, 
shapes and finishes. Lon, 
slim rivets and chunky 
little rivets—they are all 
part of the biz, Grand Cross- 


ing, rivet family. 


Grand Crossin3, rivets 
keep their heads. They 


are made from rivet steel 


that is tougher than ordi- ' 


nary—steel that has high 
shearing resistance and 
high tensile strength. 


This g00d steel is made 
into rivets by rivet-makers 
who know the “how” of it 
—men who have been 


makin}, rivets in the Grand 


Crossin?, plant for a Rener- 
ation. 


That’s why Grand Cross- 
ing, rivets come to you with 
smooth, well-formed heads 

‘no rough, ragged edges, 


no imperfect heads. 


Made in various shapes 
and finishes, and in sizes 
up to one-half inch, for 


different requirements. 
Black, tinned and plated 
rivets, wheel rivets, barrel 
rivets, cooper rivets, hame 
rivets, trunk rivets, belt 
rivetsand many otherkinds. 
But wherever used, they 
are a big, factor of’ safety, 
worth many times their 
cost. 


INTERSTATE IRON & STEEL COMPANY 


(Successor to GRAND CROSSING TACK CO.) 


Grand Crossing Works Grand Crossing, Illinois 
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This Fence Will Not Sag 


There are many calls for a poultry and 
rabbit fence that will not sag. This grad- 
uated mesh Excelsior Fence is constructed 
so that sagging or buckling are next to im- 
possible. 


With the use of an ordinary woven fence 
stretcher all the horizontal wires in this fence 
can be drawn tight, and if the posts are well 
lined up the fence won't weaken or go wrong 
in any way. 


Customers won't have to board this fence 
at the bottom to keep small chicks in or put 
a rail at the top, the graduated meshes, which 
are 1'4 inches high at the bottom and 4 
inches high at the top, serve their purpose 
well. 


This fence is a quick seller because it does 

not require nearly as many posts as others. 

Particular attention is called to the continu- 

ously woven web, which has no cut ends of 

veneer a oe rg wire to rust. The tie or lock (see cut) will 
Weaving. not slip. 


Being woven of hard, stiff steel wire this fence will stand a great 
strain without breaking and, being heavily galvanized, will not rust. 
Made in two grades, Light and Heavy. 


Ask your Jobber to supply you. 


We will mail descriptive matter upon request. 


Wright Wire Company 
Worcester Massachusetts 
Boston New York Philadelphia Chicago San Francisco 
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“ WAITLOCK or Equal, 
Best Quality” 





Quotations were recently 
requested by a branch of the 
Government for more than 


half a million pounds of Manila 
Rope, “No. | Whitlock or equal, 


Best Quality.” 


This is eloquent testimony as to the 
satisfaction given by 


ane ROPE that Endu,, 
's 


ALL -~ MAN 
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DEPARTMENT C 


WHITLOCK CORDAGE COMPANY 


46 South Street, New York 
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No. 1924% 
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ICE SKATES 


The past two seasons brought a large increase in the demand for ice 
skates of high grade at popular prices. This demand has been fully 
met with our line of flanged runner skates, numbers 1924}, 9244 
for men; 59244, 9244L for women and screw-on hockey skates 9 
and OX3, suitable for both men and women. 


ROLLER SKATES 


Numbers 5 and 6 have always been big sellers. The demand for 
them is continuous and heavy. Since perfecting the self-contained 
roll and equipping these models with them the demand has greatly 
increased. 


HOLIDAY SALES 


At Christmas time ice and roller skates are especially popular. 
Transportation conditions are serious. Insure yourself on these two 
lines by sending us your orders at once. 


Union Hardware Company 
New York Office: 99 Chambers St. Torrington, Conn. 
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LAWN MOWERS 


FOR 1918 


We are booking orders for next season's wants 
for our high grade line of Lawn Mowers 
known as 


“Mowers that Wear” 


Equipped with self-sharpening devices, 
Crucible Tool Steel Blades that are tempered 
in oil, and many other features distinctly their 
own. 


An attractive and profitable line which you 
surely ought to see before you purchase your 


supply. 


Our salesmen are prepared to show you. 


THE GEO. WORTHINGTON CO. 


Lawn Mower Distributors of the Central States 


Established 1829 CLEVELAND 
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Prepare now for a big fall business 


The merchant who supplies the needs of the community and who gives quick 
service at a fair profit is ‘doing his bit.” 






He is serving the public interest and is entitled to the patriotic support of those 
who do the buying. 


An electric National Cash Register and the new N. C. R. Credit File give 
the retail merchant a complete storekeeping system to meet war-time conditions. 
This system — 







(4) gives the merchant an accurate record of 
every transaction, cash or charge. 


(1) enables the merchant to give quick service. 





(2) protects him against the mistakes of inex- 
perienced clerks taking the place of those : 
who have gone to the front. (5) protects his customers. 


(3) forces his new clerks to be accurate, and (6) gives a receipt or sales-slip which says 
enables them to start right. “Thank you” to every customer. 










| . see at 
| 2 eo yy RN 
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Adaptable to all kinds of retail stores and to the service of the people of all nations 













Dept. 141 National Cash Register Co., Dayton, Ohio 
















. x Please send me full particulars of the up-to-date 
wet Pin. rage old, National Cash Register and the new N. C. R. Credit File. 
rebuilt and taken in ex- Name 
change for new registers. Ain 










Merchants: install this up-to-date N. C. R. System at once and share in the present prosperity 
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An Enviable 


Position 


The enviable position gained 
by Voss Bros. Mfg. Co. dur- 
ing the past 20 years as the 
foremost manufacturer of 
Washing Machines, is due to 
the Quality, Efficiency and 
Popularity of “Voss” Wash- 
ers. The Vacuum Washer 
shown below is one of their 
latest proven successes and is 
gaining in popularity each 
day. 


Write and ask for our catalog 
No. 12. DO IT NOW as the 
supply is limited. 


Voss Bros. Mfg. Co. 
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4200 Items 
AllFast Sellers 


No hardware dealer 
} . in America can afford 
MOET ER Nara Hare to be without our 250- 
page catalog showing 
over 4200 items of wire 
goods. 











From this catalog 

you can pick out suit- 

able articles for use in every room in 

the house, and for the garden, the 
office and for many other places. 


PARKER 
Wire Goods 


Represent not only quality but salability—each is 
made to fill a need. Only when the dealer knows the line 
and calls it to the attention of his customers is it possible to 
attain maximum sales. 


Better send for your copy today. 
Parker Wire Goods Co., WORCESTER, MASS. 
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This is a picture of the equipment of a firm of “Caloric Specialists.” 
of one concern that found it advisable to concentrate all of its selling efforts on one article. 
a field that lies ready for the dealer who recognizes his big opportunity. 





Sold 


154 
in 1917 


if 1 | 
















Specialists In Caloric Selling 


It tells a story of the success 
It shows 


When Schaeffer & Mowen, of Westminster, Md., saw this opportunity, they passed up their other 
interests and determined to make themselves Caloric Specialists. That was about two years ago. 
They faced heavy competition, for four, long established houses were out for the furnace business, 





of the Caloric. 
is “the goods,” 





au. 


‘ 


too, some of them with other pipeless furnaces. 





They say mere comparison shows that the Caloric 
and each of the other kinds now 


sold will sell 
Calorics in future years. “We 
have great expectations and 


confidence as to a wonderful 
future for the Caloric and as 
to our business in connection 
with it.” 

Given such a superior article 
as the Caloric, any dealer with 
selling ability can make a suc- 
cess. Not only does the article 
itself make friends, but the 
manufacturers of the Caloric 
have put behind it a wonderful 
farm paper campaign, now 
running, that is bringing busi 
dav to Caloric 


ness every 


dealers. 


600 Gest Street 


But singleness of purpose enabled Schaeffer & Mowen 


to concentrate their energies. In 1916 they installed 45 Calorics.. In 1917 they put in 154; in 1918 
they will far exceed this record. 
Guaranteed }-PIPELESS / The Original 
Satisfaction TRADE Patented 
Guaranteed MARK Pipeless 
ie FURNACE \ Si 
The members of the firm ascribe this success first to the leadership Caloric dealers have the 


great advantages of Monitor 
service—prompt shipments, an 
unusually large and effective 
line of dealers’ helps and per- 
sonal attention to their prob- 
lems. 

We 


columns 


have shown in these 
a number of strik- 
ingly successful dealers. The 
opportunity to do as_ well 
exists all over the country. 
Valuable territory is still open 
for the men who want to 
duplicate the successes of 
Caloric dealers. 

Write us for our proposi- 
tion. Specialize in the Caloric 
and a golden stream of profits 
will start your way, for the 
Caloric always makes good. 


The Monitor Stove and 
Range Company 


98 Years of Service 


Cincinnati, Ohio 
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any dealer 


FREE ON REQUEST 


Thousands of American Portables and lanterns will be sold 
during the next few months. Get your share of this profitable 
business. Write for your catalog No. 22 now. A postal will do. 


695 CLARK STREET 





OUR NEW CATALOG 


is a complete and valuable reference book on gasoline 
gas lighting and heating appliances. 
largest and most complete line of Portable Lamps, 
Lanterns, Hollow Wire Lighting systems as well as 
other specialties ever placed on the market. 


It illustrates the 


The catalog is just off the press and will be sent to 


AMERICAN GAS MACHINE CO. 


ALBERT LEA, MINN. 
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Why YOU Should Sell 
The PITTSBURGH Door Hanger 









Sliding doors which balk, stick and jump 
the track—barn doors which blow down in 
heavy storms—hangers and track which 
quickly rust and break—which freeze up in 
winter and refuse to budge—these have been 
sources of nuisance for years. 


With the PITTSBURGH Door Hangers 
and Track none of these things can happen. 
They put an end to sliding door troubles. 
And the easy-running hanger is the easy- 
selling hanger. 




























Even in Wintcr 

Even im winter, whea ice and snow 
cover the track of the average door, your 
Mua 


Bringing the Farmers 
into Your Store gen 





















Door Hanger 
o2 * . : McKinney -Pittsburgh tracks . 
Our advertising in the leading farm papers is eteitaan dines aie, Wiebe 
teaching thousands of farmers every week the ad- cannot reach the track or rollers. More- 
E P ones - over, your door can never catch on the 
vantages of having their sliding doors hung with Goer. There is vertical adjustment which 
t t v 
the PITTSBURGH Door Hanger and Track. In seit the wall and wick, becoue thee 8 
order that McKinney dealers may make the most prac tay as ge 
of this advertising we have prepared a number of eeu maha pap tate 
ne : ause the two pairs of roller- bearing 
sales helps consisting of store signs, counter cards, Hy npn dag : a * =~ 4 
, a 0 deep grooves on 
attractive folders and a series of electrotyped adver- track. - All metal io heavily galvenioed 
. ° McKinney - Pittsburgh Door H 
tisements for use in local newspapers. PT ee tne pt ete 
ae - quickly and easily installed, 
: . and are sold under a guarantee which fully 
Now, when farmers and dairymen are getting icin, Caseieenaion 
ready for the storms of winter, is just the time to them, send us his name. Also give the width o 
; 2b phn mp 
call their attention to this strong, dependable door whether double o 
. . * -¢ . angic; aad we SaaS = 
equipment. Write for folder giving full explanation You what it will cot to Pt) 
of our dealer proposition. There’s business to be contgtn. > 
Tees ’ . /McKinne Mf, Co. 
had—let’s get together and get it. arr nar a, A ey 





gy St., Pittsburgh, Pa. 










McKINNEY MFG. CO. 


Newspaper Advertisement No. 2. 





Makers of Hardware Dealer's name appears instead of 
ours, and the last paragraph is 
PIT TSBURGH changed to meet local conditions. 
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MR. JOBBER—Are Worn in in iE aa with 
“HEADQUARTERS on FLOUR SIFTERS”? 


HADN’T YOU BETTER BE 
ON THIS STAPLE SELLING HOUSEHOLD ARTICLE? 





the Motto 











Eagle Brand 


(Side Crank) —— 
Diamond E Brand 


(Crank in Handle) 





Fairy One Cup Style 


The “EAGLE MAKE?” Sifter is now in more homes than any other make 
on the market. 

It has an AGITATOR that works smoother than any other make. This 
Agitator is made of substantial heavy tinned metal and is OVAL SHAPED, 
with rolled edges. This oval design Agitator positively breaks up all lumpy 
meal and sifts it through the wire sieve more thoroughly and quickly than any 
other make can possibly do. 

The bodies are made of heavy retinned metal. 


WRITE FOR FREE SAMPLE, CATALOG, CIRCULARS AND PRICES—“‘WE WILL HELP YOU SELL” 


ABLE GLASS “MANUFACTURING CO. wetrsourc.wvs. 


ESTABLISHED 1894—INCORPORATED 1897 
= ———— Se SS = =e ae 
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INOLEUM is the ideal floor covering[{for the farm 
home. Sanitary, easily cleaned, bright and attrac- 
tive, it is €specially suitable for the farm kitchen and 
dining-room where muddy boots will track up the 
floor. By laying linoleum over old floors in sitting 
room, parlor, bedrooms and bath, the farmer’s wife 
may obtain sanitary, artistic floors on which to put 
rugs, at relatively low cost. For new floors, linoleum 
is cheaper than hardwood. 


Many hardware merchants make a specialty of sell- 
ing linoleum to the farm trade. \They.are finding that 


Armstrong’s (A) Linoleum 


can be readily sold to their farm customers to whom 
they are now selling implements, tools, building hard- 
ware, automobile accessories, etc. Either in the store, 
or on a trip to the country, these merchants find it 
very easy to suggest to the farmer’s wife how suitable 
linoleum isfor herhome. They find it just as simple 
to sell her linoleum, as kitchen ranges, cooking uten- 
sils, cream separators, milk room supplies and other 
articles she buys at the hardware store. 


























You can readily sell Armstrong’s Lino- 
leum to your farm trade and make it 
one of the profit-bringers in your store. 








Write today for prices and samples; also full 
information about the Armstrong selling helps. 









Armstrong Cork Compan ny 


Linoleum ~ Dept. Lancaster, Pa. c 
George B. Swayne — Se//ing Agent. 
212 Fifth Ave. NewYork, Heyworth Bldg. Chicago 
(DEES as Se CEE a ae ee 6 
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GreatGuns'! 
What a Mess 


Just what every car owner is trying to get away from. 
Just as sure as he needs an oil can for his oil he must 
have a grease gun for his grease. 





Here they are. 


The Rose 
Grease Guns 


Rose Shop Gun 24% x 1%, List $3.50 each 
Rose Auto Gun 12% x 1%, List $1.80 each 


ROSE GREASE GUNS ARE THE BEST GREASE GUNS 
Because—they are Self-Loading, Clean, Quick and Service 
able. Made from heavy steel, are indestructable and fill by 
suction like a syringe. 
FOR SALE BY MOST JOBBERS 


If your jobber don’t handle them send us his name and we 
will send you samples of the Rose Grease Guns post paid at 
the regular dealers’ prices. 


J. H. Haney & Co., Hastings, Neb. 


MANUFACTURERS 
GREASE GUNS AND FAN BELTS 


The O14 Dirty Way 


The New Olean Way—The Rese Way 


ROSE PUMPS 















































This Little Book Will Help 
You Make Them Pay 


Many a merchant has been forced to borrow money and 
even go out of Business because he could not get his cus- 
tomers to pay their bills. There are hundreds of ways to 
make them come across and Mr. Frank Farrington tells 
about a number of them in his new book entitled 

“Store Management Complete.” 


Every reader of hardware and retail literature knows Frank Far- 
rington’s style. It runs along in an easy flow, with common sense 
facts and conclusions presented from a standpoint of practical 
knowledge, and always with that touch of human nature which 
marks the writer of extensive experience. And with all, the book 
is analytical. For example in the first chapter, “The Man Him- 
self,” you learn what a merchant is; the most desirable personality ; 
mental and physical qualifications; how to be a merchant; over- 
work and its disadvantages; possibilities of development; proper 
examples; the right line of growth; success-making qualities. 


The other chapters cover in equally as thorough manner—Where to Start, Store Management, The Buy- 
ing End, The Store Policy, Clerk Management, Leaks, The Store’s Neighbors, Working Hours, Ex- 
penses, The Credit Business, What to Sell, Premium Giving. 252 pages, illustrated. Cloth bound, $1.00 


U. P.C. BOOK COMPANY, Inc. 


Successor to Hardware Age Book Dept. 
241-249 WEST THIRTY-NINTH STREET, NEW YORK 
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* Guaranteed Goods 
Sell the Swiftest 


Build up your wringer 
business by carrying 
a line of 


“Anchor Brand” Guaranteed 
Clothes Wringers 


Lovell Mfg. Co. 
Erie, Pa. 
Largest Manufacturers of 
Clothes Wringers jn 
the World 


LX KC CCAR oa 








GET OUR 240 PAGE CATALOG OF 


BATH ROOM FIXTURES 


OUR LINE includes every known fixture for furnishirig the bath room 
—the largest line made by any one manufacturer. 


WE USE only the best quality of ma- 
terial. Every article is made of brass 
and is highly polished before being 
nickel plated. 


WE SELL to dealers only. From the 
large variety in our line, every dealer’s 
want can be satisfied, and from our large 
stock carried at all times, prompt ship- 
ments are assured. 


OUR PRICES are moderate, making the 
line a popular seller to the consumer and 
attractive to dealers. 














Ask for Catalog F 


AMERICAN RING CO. 


Established 1810 Incorporated 1882 
Waterbury, Conn. 


Sales Offices: 
2 Hudson St., New York 170 Summer St., Bestes 
116 New Montgomery St., San Fraacisess 
1611 Heyworth Bidg., Chicago 
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‘WMiTrcoR” GALVANIZED SHEETS 


A LARGE ASSORTMENT OF SIZES CARRIED 





SEND US ss 73 3 ~Y Complete 
OUR ORDERS bas i ue #222 % ine ‘3 Stocks 


wn 3 eee OF ag BAA Oe Le ew §=Prompt 
ee Shipments 


“*Milcor’’ Quality Galvanized. Sheets 
Wood’s Refined Stove Pipe Iron 
‘*Milcor’’ Stove Pipe Blue Annealed Sheets 
‘*Milcor’’ P. C. R. Black Sheets 


Warranted Terne Plate 


Large, complete stocks of 40, 
30, 25, 20, 15 and 8 pound 
coated plates, both IC and IX, 
enable us to make immediate 
shipments. 


‘*Milcor’’ Quality and Service—Right Prices 


MILWAUKEE CORRUGATING COMPANY, Milwaukee, Wis. 


BRANCH AT KANSAS CITY, MO. 


WARE THAT WEARS 























NESTABLE | el eee NESTABLE 
GARBAGE \aaae GARBAGE 
CANS HIE CANS 


Light, though strong t i ; Are made in four 


sizes, each slightly 


enough to put up 
over 4, 6, 8 and 10 


with unusual abuse, 

these cans are just gallons. Both cans and 
. deep covers nest per- 

the sort of kitchen meee 

friends Mrs. Aver. Whitaker-Glessner Company fectly for shipping and 

rlends NTS. /aveTase =~ WHEELING CORRUGATING DEPT. displaying in small 


House-Wife is look- Wheeling, W. Va. space. Look for the 


: ‘ Branch Offices and Stores ‘. 
: ay for. New York St.Louis Philadelphia KansasCity  CORCO Label. 














Chicago Richmond Chattanooga 
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SPEED 





“TRACE MARS 


The Bishop’s “Greyhound” 





A Winged Dog for Work 


Twenty-five years of 
building saws have made 





“TRACE MARE 





the Bishop's 
“Greyhound ” 
a dominating 
model of high- 
est grade steel, 
speedy and 


easy- cutting qualities and a per- 
fect hang and balance. It has 


thousands of friends. 


Hardware dealers ought all to know our 


selling terms. 


GEO. H. BISHOP & CO. 


LAWRENCEBURG, IND. 










































The Progressive Manufacturing Co. 
sti Conn., U.S. A. 
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Place It Where It Can Be Seen 


Place this cabinet with its array of 
Forstner Auger Bits where your carpen- 
ter and woodworkifig customers can see 
, then sit back, or rather, stand alive 
and watch them stop and bite. 

Forstner Bits bore their way through 
hard, knotty, cross-grained wood, leaving 
a smooth hole and polished surface. They 
are the only bits not dependent on a 
center level to guide them. They cut 
from the outer rim, the entire surface is 
at work all the time; no jagged ends. 
You can use them as gouges or chisels; 
you can do scalloping, fancy scroll twist 
columns, newels, rib- 
bon moulding, etc. 

Let us send you de- 
tails on this free display 
cabinet. 
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tanle 
Tools 





have not yet 
been sur- 
passed in their 
uniformly 





%00d qualities 


STANLEY 


CONCEALED RATCHET 


BIT BRACES 


The novel features of design, together with the 
high quality and workmanship and material, place 
these tools in a class by themselves as to strength, 
durability and convenience of operation, 


INLAND Bl) | erence Se Sul%at"yoordng the wor baad 
i erfectly. 
STEEL COMPANY i : The Jaws in all styles are drop-forgings, ma- 


First National Bank Bldg. Chicago | chined and hardened. 


Works: Indiana Harbor, Ind., and Chicago Heights, Ill. All numbers are highly nickel plated, and have 
cocobolo heads and handles and ball bearing heads. 


Branch Offices: St. Louis, St. Paul 
:: Milwaukee, Denver, Dallas :: i It would pay you to investigate this excep- 
| tional line of Bit Braces. 


STANLEY Rute & Lever Co. 
New Britain, Conn. U.S.A. 
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Safeguarding 
The Home 


Men who defend our homes perform a 
worthy duty. 


But how about the women home de- 
fenders—those “Home Guards” of the 
kitchen who cook and serve the food and 
feed the nation? 


Dealer !—What kind of cooking uten- 
sils do you sell? The kind trade-marked 


“REAL SOLID” 
ALUMINUM WARE 


are “doing their bit” to safeguard the 
homes. Pure food is the cry. 


Think of the risk when food is cooked 
in tin and copper vessels. 


Think of the danger in selling and 
using enameled ware and having the 
small chips of glass or scaled particles 
(often containing poisonous substances) 
becoming mixed with the food. 


Think of the safety when you sell and 
when customers use “Real Solid” Alumi- 
num Ware—the kind that is 99% pure 
aluminum. No solder to melt, nothing to 
chip off, no highly colored poisonous 
coatings. 

Do your bit—safeguard the home by 
selling ‘Real Solid,” the Aluminum 
Ware that has proved safe under every 
condition of service. 


The Buckeye Aluminum Co. 


Wooster, Ohio 
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Know All Dealers 
By These Presents 


That the people who have used ANKYRA 
ANKOR BOLTS find that the claims made 
for them by their makers are true, just and not 
exaggerated, to wit: 


ANKYRAS hold in any wall, whether hollow 
tile, lath and plaster, metal lath, metal or solid 
masonry. 

Fixtures fastened with ANKYRAS never 


come loose as they do when fastened by screws 
in lead slugs or wooden plugs in the wall. 


Yet the fixtures may be removed and replaced 
as often as desired without affecting the hold 
of the ANKYRAS. 


The wood screws used with ANKYRAS may 
be selected to match the rest of the hardware. 
Full information about ANKYRA ANKOR 
BOLTS, dealer helps, liberal discounts, etc., is 
sent on request and without obligation to the 
dealer. 


WHEREFORE, I have hereunto subscribed 
my hand and seal immediately to secure this 
information. 


| ANKYRA MANUFACTURING CO. 


150 mealiiag. Street 





PHILADELPHIA 
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There is a chance to get 
your city’s business 
by handling 


AsphaltScrapers 


and 


Push Brooms 


Large size espe- Small size adapted 
cially designed for for many home 
use by municipal- — uses such as clean- 
ities for cleaning ing yards, bunch- 
asphalt streets, ing leaves and 
bridges, sidewalks, dirt, shoveling 
etc. | snow, etc. 











The “OSBORN” Scrapers are made of No. 
16 Cold Drawn Bessemer Steel. Will not 
curl. Have 5 Ft. Hardwood Handles curved 
at just the proper angle to conveniently use. 


No. 500 


The “OSBORN” Municipal Push Brooms for 
gutter and street use. Made of Bamboo, Rat- 
tan, Bass, and Wire Mixtures. The Municipal 
Gutter Broom, with flare end for sweeping 
close to the curb, is well made and dependable. 
Highly recommended for heavy sweeping and 
winter work. Used by a large number of 


municipalities. 


THE OSBORN MANUFACTURING Co. 


CLEVELAND, 5401 Hamilton Ave. 
NEW YORK CHICAGO 
395 Broadway 155 North Clark St, 
DETROIT MILWAUKEE SAN FRANCISCO 
94McDougall St. 255So. Water St. 61 First St. 








The Hardware Age 


Brass Bound 


Price 
Cards 


Save Time, 
Energy 
and Money 


HERE are nine 

styles, all with 
heavy cardboard 
body, linen bond 
facing and brass 
edging for protec- 
tion. 


6 Columns with Headings....... Each $0.20 
6 Columns with Headings 25 
6 Columns with Headings -20 
6 Columns with Headings....... Each 

6 Columns with Headings 


ng 100 4”x 8” 
101 4”x16” 
“ 102 £4”x13” 
“te TF 
~~ ae Fee 
“ 105 11”x 8” 24 Columns without Any Printing. Each 
“ 106 8”x12” 12 Columns with Headings....... Each 
ie er 6 Columns with Headings 
** 108 10x12” 22 Columns without Any Printing. Each 
The Hardware Age Price Card Pasters 


10 per cent. discount 
on orders for 2 doz. 
cards—send for 
descriptive circular 
and sample card. 


U. P.C. Book Co. inc 


Successor to 


Hardware Age Book Dept. 


241-249 West Thirty-ninth Street 
New York 
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C Jhe PYREX Pie Plate 


is the ideal dish to sell the housewife to convince 
her of the labor, time and food-saving advantages 
of a Pyrexed Kitchen. 


Every woman will eventually buy Pyrex—her 
inborn desire for a baking ware that is durable 
and always new, makes her want Pyrex. 


Transparent 


OVEN-WARE 


TRADE oa REG Has the name on every piece 
Should be well displayed, for it combines a baking and table-serving ware. 


For Holiday Gifts 


Pyrex Gift Sets—attractively 
boxed—render it easy to sell a 
number of pieces to one customer. 
Made in Plain and Engraved ware. 


A Complete stock, well displayed, will add to your Holiday profits. 


PYREX SALES DIVISION 


108 Tioga AVee CORNING GLASS WORKS Corning, N.Y.,U.S.A. 
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Getting 


the 


Reading HARDWARE 
AGE starts you thinking. 


N ecw It gives your thoughts a 


helpful start in the direction of 
profitable plans. 


Angle It suggests to you how other 


men have tackled and mas- 
tered a problem in selling tools 
or paints or sporting goods, etc. 


So whether you follow the 
exact method described in 
HARDWARE AGE or work 
out a new plan of your own 
you at least have had your 
thoughts set to work in the 
right direction—you have ob- 
tained a’new angle on your 
work, and getting a new angle 
is a first essential to “starting 
something.” 


Hardware Age 


239 West 39th St., New York City 



































September 27, 1917 HARDWARE AGE 


HONEST VALUE 


There is no brand of rope on the market 
today that has more honest value than 


COLUMBIAN 


MANILA ROPE 


Put out by the manufacturer with the sven nn nA 
honest purpose of giving the purchasing eee | 
public the most rope-value for its money. 2 

This rope offers buyers of cordage as Columbian Rope Company 
much rope-value for their money as any Auburn “The Cordage City’ New York 
rope they can buy. BRANCHES:New York, Chicago, Boston 
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Backing Us Up 


ARDWARE AGE 1s 

keenly interested in 
grouping hardware prod- 
ucts into related classes 
and discovering construc- 
tive selling methods for 
each class. 


Manufacturers, by means of display 
materials, newspaper electros, book 
lets, local signs, etc., can help dealers 
in getting business. 


To tell you about these services as well as 
to describe their goods, manufacturers adver- 
tise in HARDWARE AGE. 


If you will mention HARDWARE AGE 
in writing to manufacturers or in talking with 
their salesmen, it will demonstrate that you 
are alert to cash in on the information con- 
tained in your paper. 


Hardware Age 


239 West 39th St., New York City 
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is where your name belongs. 


We want to place before every hardware 
dealer our new “Quick Turnover’ plan for sell- 
ing— 


ne nee 


producer as any dependable class of hardware. Our new and 
extensive advertising campaign, of which the road and fence 
signs shown above are a part, is specially designed to send a 


lot of new people to our dealers’ stores. 


If we have no agency in your town write quickly and get our 
new booklet— 


“THE HARRISON PLAN’— 


which tells why you should carry paint and why that paint should 
be— 


TOWN & COUNTRY 
WATCH THIS PAGE! 


HARRISONS, 
Philadelphia, Pa. 


Chicago Minneapolis 
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Clinton Resists Rust 


The unusual ability of Clinton Poultry Netting to 
resist rust is due to the painstaking care with which 
we galvanize all our stock after weaving. Clinton’s 
power to resist rust—plus correct design and accurate 
mesh—make it answer every requirement for lawn 
and division fences, poultry yards, kennels, animal 
cages, and many other uses. Won’t sag or stretch. 


Its heavy coating of pure zinc is applied by the 
Clinton patented galvanizing method, conceded to 
be the best ever developed. Clinton practice has 
always furnished full-gauge wire absolutely as speci- 
fied before galvanizing. The strong hexagonal mesh 
is geometrically correct, absolutely as specified. Many 


more meshes per roll than most nettings. Greatest - 


fencing efficiency per dollar spent. 


You can recommend Clinton with the full assur- 
ance that every specification is faithfully carried out 
in every foot of the product. Dealer prestige is safe 
in the hands of Clinton. 


Send today for samples and price-lists 


Clinton Wire Products 


Clinton Wire Cloth Co., Boston 
New York Chicago 
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Clinton Defends the Home 


The man who takes pride in his home specifies 
Pompeiian Bronze Screen Cloth. It defends a home 
permanently. 

Can’t rust out or weaken. A tough, rugged, 
springy fabric. Absolute proof against insects of all 
kinds in any climate on earth. Never needs paint- 
ing. Won’t sag or belly. With proper care, it never 


,needs renewing. Woven of perfect, standardized 
\ wire, drawn from billets of solid bronze. This is the 


highest attainment in screening. Absolutely non- 
corrodible. 

Pilgrim and Puritan brand Clinton Screen Cloths 
also lead their fields. Filgrim is a luminous, long- 
lived product, high in demand by exacting house- 
holds. Puritan is woven of heavy-gauge steel wire, 
carefully covered with a dull-gray metallic preservative. 

The Clinton Wire Cloth Company makes every- 
thing woven from wire—also electrically welded wire 
for reinforcement of concrete pavements, highways, 
and structures; electrically welded sheathing; wire 
laths; and all classes of poultry netting and perforated 
metal products. 


Send today for samples and price-lists 


Clinton Wire Products 
Clinton Wire Cloth Co., Boston 
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Here shown are but a few of the man 
ferent kinds of chain we make. All our 
are made of A-1 stock by Automatic Machin- 
ery and are therefore uniform and of the best 
quality. The capacity of our chain plant is 
30 Miles of Chain per Day. Send for Catalog 
and Trade Prices. § 


The Smith & Egge Mfg. Co. 


BRIDGEPORT, CONN. 


Headquarters for CHAIN 


dif- 
ains 






U.S. A. 























































‘‘Most Brilliant Light in the World’’ 


This newest Coleman Lamp is the best seller yet. So 
simple, so economical and so safe that your customers 
buy quickly, and every sale means a liberal profit to you. 


USE A COMMON MATCH TO LIGHT 


No torch needed. Lights with ordinary matches like any 
plain kerosene lamp. ‘the most wonderful lamp any 
dealer can handle. 


COLEMAN QUICK-LITE 


The Coleman Quick-Lite is sold exclusively through dealers. No 
mail order competition—we do not sell catalog houses. Our adver- 
tising brings business right to your store. With a few sample 
lamps on display—the ‘‘Quick-Lite’’ practically sells itself. Very 
ornamental and comes in variety of styles. 
Write at once for Catalog 32 and agency 
proposition, with special plans for Coleman 
“‘Quick-Lite Week.’’ 


Quick-Lite Lanterns 


The greatest lantern ever offered—wind-proof, 
rain-proof, bug-proof. Lights with a match 
just like the Quick-Lite Lamp. Nothing else 
like it. Get busy now and harvest the profits 
Set are yours by right. Address nearest 



















The Coleman Lamp Co. 
Wichita, Kansas 


St. Paul, Minn. Toledo, Ohio. 
Dallas, Tex. Chicago, Ill. 
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TWO NEW MODELS 


Built in 


Reversible 








Simple, 











One Minute Washers 


' Equipped with 


Both 


Power and Electric 


i Swinging 
Wringer 


— be Safe and 


Strong 


BIG PROFITS 


FOR YOU 


MR. DEALER 


No. 41 Electric Power 
(As Illustrated) 
No. 40 Belt Power 





Ask for Bulletin No. 41 


ONE MINUTE MEG. Co., 





NEWTON 
IOWA 


















prevent errors and save time. 


Other exclusive features, 
the dealer handling K & E Tapes. 


CHICAGO ST. LOUIS 
$16-20 S. Dearbern St. 817 Lecust St. 


The foot numbers are in the most con- 
venient position, for both horizontal and vertical measuring. 


such as KECO finish (to gu aga 
rusting), Patent Adjustable Centers, etc., insure satisfied customers for 


Ask for our Trade Price-List of Measuring Tapes No. H 1398. 


KEUFFEL & ESSER CO. 


NEW YORK, 127 Fulton Street General Office and Factories, HOBOKEN, N. J. 


SAN FRANCISCO 
48-50 Second St. 


Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes 


ard inst 


MONTREAL 
5 Notre Dame St. W. 
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Count The Miles On A 
<Qrein-Brown SrpeEDOMETER 


Each mile will be accurate. 
That is one of the chief reasons 
for the Corbin-Brown’s existence 
—IT IS ACCURATE. Made 
upon a principle that is utterly 
immune to extraneous influences 
this instrument remains accurate 
at all degrees of temperature and 


under all conditions. 


Its hand is steady. Its dial is clear; 


its numerals sharply defined. 


Furthermore, the Maximum Speed 
Hand device which registers the highest 
rate of speed attained and remains at 
that point until reset enables the driver 
to keep his eyes at all times on the road 
without constantly shifting them back 


to the speedometer. 


Dealers can do no better 
than to carry the Corbin- 
Brown. Automobilists can 
do no better than to equip it. 


Write for catalog. 


The Corbin Screw Corporation 
THE AMERICAN HARDWARE CORPORATION, Successor 
NEW BRITAIN, CONN. 


BRANCHES: New York Chicago Philadelphia 
Makers of Corbin Duplex Coaster Brakes for Bicycles 






























Just Issued— 


The 34th Edition 


of the 
Billings & Spencer 
Catalog 













END for this catalog at 

once. Refer to it when 
purchasing tools. Triangle 
trade-marked tools have a 
world wide reputation. Indi- 
vidual tool purchasers, as well 
as large industrial concerns, 
are familiar with them. Their 
reputation extends back over 
a period of more than half 
a century. Practically every 
tool requirement can be met 
with triangle trademarked 
tools. This catalog will help 
you to find exactly what you 
are looking for. 
















Send for it today. 
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We Make Scythes for the Whole World 


No. 11 


French Pattern 


No. 1 
American Pattern 


No. 1 


2 
English Pattern, Rivet Back 


Bartlett All Steel Scythe Company 
SALEM, N. Y., U.S. A. 

















Yankee Fly Away 
Coaster 


Designed for children from three to five years old. 
Built low—only six inches above the ground. It is 
safe—yet practical. 

It combines exceptional strength with 
lightness, will withstand rough usage 
and yet may be easily drawn by a 
small child without tiring. 

Made of seasoned wood and steel, 
pressed steel wheels, rubber-tired, 
tires applied process which re- 
vents coming off, creeping or slipping. 
Bronze bearings in wheels make for 
easy riding. 

Size, 30” long, 14” wide, 6” high, weight, 10 
pounds; will easily carry 300 pounds capacity, at 
tractively painted and varnished; packed in car- 
tons ‘knocked down’’; can be quickly assembled by 
anyone in a few minutes’ time—only a few bolts and 
nuts and all parts fit perfectly. Furnished with or 
without folding steel seat. 

Price, retail, without seat, $3.50; seat, 
50c. extra. 

NOTE—We will pack Fly Away Coaster 
with seat or with seat and sled run- 
ners, as designated. 








Yankee Fly Away 


Coaster 
Yankee Flyer 


This line of Vehicles embodies a type of construction never 
before applied to wagons for children, and radical departure 
has been made from the old-fashioned type-of toy vehicles, 
so that YANKEE WAGONS make an instant appeal to that 


desire for “Something New.” 


A combination of remarkable strength, durability, light- 
ness, safety and long life never before considered possible, 
has been achieved in the production of this line. Yankee 
Wagons are stronger than, and easily outlast, any other type 
of wagon offered for children. Built of sheet steel and seasoned 
woods. Every part made and finished in our factory. Packed 
separately in cartons “Knocked Down” ready to hand out to 
the customer. A large supply occupies less storage space than 
a few of the ordinary wagons, and this method of packing and 
shipping insures against damage or breakage. Each Yankee 
Wagon (Fly Away Coaster or Yankee Flyer) carries the guar- 
antee of this old-established house. Money back if not satis- 
factory. 

Send for prices, full particulars and literature de- 
scribing the Yankee Line and our publicity campaign 


Yankee Wagons Made and Guaranteed by 


JUVENILE WAGON COMPANY 


Operated by 
Buffington Wheel Company 
. Burlington, lowa 


We have cuts and catalog material all ready. When you 
answer this advertisement kindly advise size of 
your catalog page 
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WOOD SCREWS 


AMERICAN 


ScrEw 
CompPaNy 


MACHINE SCREWS 








TIRE BOLTS 


WESTERN DEPOT: 


69 East Lake Street, Chicago, Illinois 


STOVE BOLTS 


PROVIDENCE, RHODE ISLAND 














LITTLE GIA 





CYTHES 
































North Wayne Tool Co. 


Hallowell, 


Maine 


UOTATIONS FREE 












Brooks 


Little Giant Scythes are 


HE Genuine C,. C. 


made of the best crucible 
steel, the same grade used years 
ago, which, combined with better 
facilities for manufacturing, makes 
them even better than the old-time 
scythes. The rib or half pipe that 
runs from end to end increases its 
strength to half the*amount-of the 
back without adding any 
which that 
mowing 


weight, 
overcomes trembling 
felt in 
grass with cheap and plain scythes. 


which is heavy 
Yet some there be 

Too blind to see 

Who ought to try 

Before they buy 

a 
n 
d 
Learn that 
One man can mow, 

It takes two to grind, 
We make the mow kind. 





Sales Office: 
1408-1409 Ford Bldg. 
Detroit, Mich. 
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VISIT OUR BOOTH 


NEW YORK ELECTRICAL SHOW 
October 10th-20th 
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A very handy 
tool. Takes 
amall wires 
up to No. 4 
wire, either 
single or . 
stranded. 
Does the 
work quickly 
and neatly. 


_ Splits the outer insulation on a duplex wire by one pull, leav 
ing the braid adhering to the inner wires as shown in cut No. |. 


Cut No. 2 shows the act of removing the insulation from the 
wire by using the scraper. 


Write for our general catalog. 
Mailed on request. 


MATHIAS KLEIN & SONS 


Tool Manufacturers 


Canal Station 21 











The 
P.V.G. 
Wire 


oe Skinner 


CHICAGO 











THE WiRE Goons 
Worcester. Massachusetts USA 
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i es |) ee For more than 25 years we have been 
ser Ty pe 22: +) ee 
ee ve ; ; i vy 


Chicago, Ill. 


— : Fixtures That Sell Goods 


SP 


equipping leading Hardware stores with 
Display Fixtures that increased their 
sales from 25 to 50%. 


Different grades and finishes of War- 
ren Fixtures are always on display in 
our Sample Room, 504 Masonic Temple, 
Visitors always welcome. 


Send for catalogs and full particulars. 


J. D. Warren Mfg. Co. 


Masonic Temple 


Chicago, Ill. 
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THE STANLEY WORKS Mt BRITAN, CONN: 











Special 


We make special Steel Gem Casters for hard- 
wood floors, with feltoid, leather, vulcanized fibre 


wheels, etc. 


They are all built of steel. In strength quality 
and workmanship equal to highest Schenck stand- 


ards. 
Smallest caster carries 1,000 pounds on smooth 
floor, which it will not scratch. 


Write for our colored catalog. 


M. B. SCHENCK CO., Meriden, Conn. 








FANSTEEL 
ELECTRIC IRON 


Real sales and advertising helps for the dealer 
to use—where they do him good. That's our 
policy—backed by the best iron made and 
prompt deliveries. 

Ask to see our new five-color framed window 
poster. Miniature sent on request and full 
size 27 x 40 inch framed in black oak furnished 
free if you handle the Fansteel Iron. Price $5 
less usual discounts. . 


Send trial order now—or write for miniature 
poster. 


Pfanstiehl Company, Inc. 
No. Chicago, III. 











The Neverip Stitcher 


The greatest invention with which the un- 
skilled man can repair leather goods or any 
heavy material. 


A Miniature Sewing Machine 


Packed %% dozen in attractive counter dis- 
play box. 


Show cards and circulars in 4 languages. 
Foreign and domestic trade solicited. 


WRITE FOR PRICES 


Stewart-Skinner Co. 


420 Herman St., Worcester, Mass., U.S.A. 


A TIME AND MONEY SAVER 


Set of needles 
carried in handle 
under metal cap. 
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300 Different Makes 
of Safety Razor Blades 


on the market. Think of it. Consider the great 

number of men who shave with modern safety 

razors. It is estimated that more than Fifty Mil- 

lion new safety razor blades are sold every year. 
Think of all the blades 

that get dull and require 

sharpening. Right here 

is where a 


HATFIELD 


Complete 
Sharpening 
Machine 


will bring you your 
share of this business. 

It will put a splendid 
shaving edge on any 
make of safety razor 
blades, including the 
Durham Duplex. It sharpens 12 blades at one time 
in 5 minutes, Also sharpens the general run of 
household knives and cutlery, jack-razors, etc. Sold 
on easy terms, 

We have a plan that gets the business. Write 
for it. 


Hyfield Mfg. Company 


21 Walker Street, New York City 
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We have the biggest 
cipper proposition, of- 
fered to the trade. It’s 
a proposition that pays 
and pays big—because it 
satis 


Our proposition is 
that you stock Priest’s 
Clippers! Write. 
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American Shearer Mfg. 
Company 
350 Main St., Nashua, N. H. 


Wiebusch & Hilger, N. Y. 
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CUT DOWN YOUR RENT 
EXPENSE BY CLIMBING UP 


ThePAYERS 


CUSHION TIRE 
STORE LADDER 


In these days 
of increasing rent 

the merchant 

forced to use 

every mechanical 
device that is practical 
and reliable to reduce his 

selling costs. 

THE MYERS STORE 
LADDER will increase 
shelf capacity because the 
entire wall space from the 
floor to the ceiling can be 


utilized and reached easily 
and readily. 


t is safe, strong and 
attractively finished. 


Prices and discounts to 
dealers on request. 


F.E.MYERSs BRO, 


Ashland Pump &Hay Tool Works 
ASHLAND, OHIO 
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Three Blades 
for a Dime 


The Boston Razor, itself 
retailing at ten cents, with 
three blades for a dime, meets 
the demands of a certain class 
of customer ‘whose wants you 
cannot ignore. 


It gives the man who cannot 
afford a higher priced outfit a 
satisfactory shaving service at 
a very small cost. . 


Boston Razor Blades are 
carefully made from a special 
steel; every one tempered and 
hair tested. 


Three blades for a dime is 
the popular price. Be you 
wholesaler or retailer, ask for 
our proposition. 


Factory Sales Co. 


120 Broadway, New York City 
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“BUCKEYE” 
GARAGE HEATERS 
WILL ADD TO YOUR PROFITS 


More Garage Heaters Are Sold Every 
Year—Get Your Share of This Business 


NOW IS THE TIME 
List $17.00, $25.00, $30.00 For Natural or Artificial Gas 
BUCKEYE FURNACE CO., Cleveland, O. 











Rubber Chair Tips 


of six different styles and sixteen dif- 
ferent sizes in a neat showcase display 
box. They prevent injury to the floors 
and muffle noise without leaving a 
mark. 


Our Catalogue shows our complete 
line of rubber specialties with prices. . 
Send for it. 


Elastic Tip Co. 


370 Atlantic Ave. Boston 


















































War conditions have brought about a great shortage of 
paper-making materials. Paper makers, deprived of their 
usual source of raw material, are paying high prices for 
every pound of waste paper they can get. Prospects are 
that even higher prices will be offered. very body—business 
men and ouseholders—should take advantage of this 

rtunity to convert all waste paper into profit. 
save and handle waste paper safely and advantageously 
you need the 


eee, PAPER 
FIREPROOF BALER 


Helps convert waste into cash—protects against fire risk. 
Does away with the most potent source of fire—trash piled 
in the corner. 

The Schick is strong, simple, easy to operate and most 
compact baler on the market. Boy can operate. ‘Takes up 
less room than a pile of waste on floor. Helps keep your 
Sanaa clean, too. Really costs you nothing be- 
cause it 

Pays for itself and earns money for you. 
of our customers say that the Schick Baler 3 
for itself the first year; some say it will do it in 
a few months. Depends upon the amount of 
waste you have. Made in five sizes. 


Write Jo-éay for This 
Free Book 


‘“*How to Make Money in Waste 
Paper’’ will reveal startling facts 
to you. Shows enormous loss in 
waste paper destroyed. Tells how 

this waste can 
turned into cash. 
Send for your 
copy now. 


Jobbers and 
Paleemen Wanted 


Davenport 
Mfg. Co. 
Dept. H, Dav- 
enport, Iowa 
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from Beacon 


THE POCKET EDITION 
SEARCHLIGHT 


An entirely new idea in 
flashlight design that is 
especially welcome at 
this time when dealers 
everywhere are desirous 
of stocking the articles 
that attract and appeal 
x to vacationists. 


Stock early. Order by number 
5868, from your jobber or write us 
direct for folder 5016. 


BEACON ELECTRIC WORKS 
of NATIONAL CARBON CO., Inc. 


NEW YORK CHICAGO 
132 King Street 11 South Desplaines St. 
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” What Blade 
Does He Use? 


A mechanic enters your store. 
*“*T want a gross of 12 inch hack saws,” says he. 


You have 12 inch blades for two dozen purposes, what 
are you going to give him? And when you do find out 
what material he is going to cut, is it easy to choose 
the blade that will cut best? It is, if youchoose from 


— Starvett 
Hack Saws 


They are standardized. From the information on 
page 208 of the Starrett Catalog you can quickly sup- 
ply the blades that cut best. 





Whether the mechanic across the counter wants to 
cut sheet metal or cast iron, brass or tool steel you 
can give him the finely tempered tungsten steel blade 
with the right sized teeth carefully milled, set and 
spaced to cut most in the shortest time. 

A post card brings a catalog describing the saws that 
cut faster and last longer. Ask for Catalog No. 21A. 


The L. S. Starrett Co. 


The World’s Greatest Toolmakers 
ATHOL, MASS. 


NEW YORK LONDON CHICAGO 


42-737 
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Satisfy Your Customers— 


Show them something new in Garage 
Door Sets. New goods that are practical 
are always in demand. The new National 
Garage Door Sets are practical, because 
made with a thorough understanding of the 
requirements of present day garage owners 


and made right. 


With these new door sets there isn’t a 
particle of binding or friction. They slide, 
swing and fold garage doors in the easiest 
possible manner. A light push and the 
doors swing open—a light pull and they 
close up tight. So tight that neither rain, 
snow or ice can get in or interfere in any 


way with opening and closing them. 


A noteworthy feature is that doors 
equipped with this set swing into the jamb, 
the same as in high class house construc- 
tion. Another good point is that one door 
is so hung that it will open without disturb- 


ing the other two doors. 


As the doors are hung on the inside with 
this set they fold and slide against the inner 
wall, thus requiring but a minimum of 
space. These sets come completely packed 
with latch bolts, screws and everything 
necessary for quick application. They are 


the best low priced sets ever made. 


Send for Spec- 
ial Folder and 


Prices 


National 
M’f’g Company 


Sterling, Ill. 
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Suggestions 


from the 


American Hardware 
Manufacturers 
Association 


1—Purchase materials from the nearest available 
locality. 


2—Advise the shipper that full, safe carrying capa- 
city of car must be utilized. 


3—Unload car upon receipt. In order that this 
may be done arrange for receipt of cars equal to your 
daily capacity to unload. 


4—Work your unloading force overtime if neces- 
sary, to release car so that car may be switched dur- 
ing the night. 


5—Do not order cars until you are in a position to 
load them promptly. Order only enough for your 
actual day's requirements. 


6—So pack your goods in the car as to permit 
quick unloading. 


7—Do not ship by freight cars when a dray or 
motor truck may be conveniently used. 


8—Keep in close touch with the agent or yard 
master so that he may arrange to move your freight 
as soon as car is loaded. 


9—Avoid if possible shipping by a circuitous route 
in order to avoid the effect of an embargo. 


10—Load heavy commodities in all cars up to 10 
per cent in excess of the marked carrying capacity 
of each car. Where special instructions have been 
issued 5y the railroad permitting a larger excess, 
.oad up to this excess. Light weight or bulky 
freight should be loaded to full cubical capacity of 
each car. 


11—Remember that, calculated on the total cars 
on all railroads, for every ton increase in the average 
load per car an additional 109,09) cars are made 
available. This is approximately the present short- 
age. Whether this shortage will be increased or de- 
creased rests with you 
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All Aboard for the 
Hardware Special 


An Invitation 


HE twenty-third annual Convention of the 

Naticnal Hardware Associaticn and The Ameri- 

can Hardware Manufacturers’ Asscciaticn will be 

held at Atlantic City, Tuesday, Wednesday, Thurs- 
day and Friday, Octcker 16, 17, 18 and 19, 1917. 

Fer the ccnvenience of delegates, visitors and 
friends attending this ccnventicn, arrangerrents have 
been made to cperate frcm Chicago, as in former 
years, a train known as the “Hardware Special.” 

The line cf travel to Atlantic City will be over the 
New Yerk Central Railrcad, Chicago to Altery, 
Hudscn River Day Lire Steamer, Alkany to New 
Ycrk, and Pennsylvania Railrcad, New Yerk to 
Atlantic City. 

The trip dewn the Eudecn River on Mercay, 
Octcker 15th, will afferd cur merters an excellent 
opportunity to get acquainted while viewirg tke 
-eautiful and historical scenery en route, passirg in 
view of the Catskill Mountains, The Palisades, 
West Point Military Academy, Sing Sing Pri:cn 
and other notable and histcrical points. 

We extend to all a most cordial invitation to enjey 
the trip to the Atlantic Seaboard on the “Hardware 
Special.”” Good fellowship and congeniality will 
prevail. 

THE SCHEDULE 
Big mined All the Way 
-_ i bh 11.00 am (C.T.) Oct. 
Vv. 


. Albany. 
. New York, Desbrosses St 
. New York, Desbrosses St. . . . 
Ar. Atlantic City 9.30 pm (E.T.) ) Oct. 15 
A special invitation is ‘extended to members from 
New York and the New England States to join us at 
Albany or New York City for the balance of the trip. 
T. J. Usher, 
E. R. Swift, 
R. B. Jones, 
F. E. Sorensen, 
Committee. 
nt have not yet mede your reservation get in touch im me- 
dist, with F. E. Scrersen, City Per. Agt. New York Central 


silrosd, 1CO South Clerk Street, Chicago. No reservation 
will ke required east of Albany 


| i} 
has 
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Timely Autumn Windows 


The County Fair offers a real opportunity for the hardware dealer to meet prospects from near and far. 
About 25,000 persons called at this booth of the Erie Hardware Company during Fair Week. Note the guns 
and other sporting goods in the rear, gas stove, washing machine and house furnishing goods featured 


Here is a picturesque sporting goods trim that pulled sportsmen into Sherk’s Hardware Store, Chambersburg, 
Pa. Note the use of manufacturers’ display helps. The trim was designed by Harry H. Sherk 





Manufacturers’ display helps played an important part in this automobile accessory 
trim of Alex, Grant’s Sons in Syracuse. The automobile lenses are group2d on 
special wire racks 








Some 


HE sign on our store says “Mason & Holmes, 
Hardware and Paints.” It was put up several 
years ago when paints were the tail of our 

business. A small stock of prepared paints, special- 

ties, and lead and oil was hidden in the back room. 

But one bright day a youngster came to work for 

us who believed in the profit possibilities of paint. 

We moved the department right up in the bald- 

headed row of the store. We displayed paint and 

talked paint to everyone. In six months our paint 
sales became the tail that wagged the dog. They 
tided over many a dull month, and they made many 

a big month a record-breaker. A large part of the 
success of our paint department is due to our week- 
ly conferenees on paint, which are really making 

every man in the store a “paint man.” 

For the benefit of other hardware dealers we had 
our stenographer take notes at one of these con- 
ferences. Mr. Mason, in explaining her presence, 
said, ““Now boys, just forget that Miss Cochrane is 
present. Don’t try to manicure your English or we 
will not get the good out of these meetings that we 
have been getting.” 

We submit a copy of Miss Cochrane’s notes with 
the hope that other retail hardware salesmen will 
get some of the benefits that we got from the Fri- 


By THE PAINT MAN 











Why Push Paint Now 


Because fall is the best time to Paint Up. 
1—Buildings are dried out by the sum- 
mer sun providing a perfect surface for 
repainting. 

2—Fall brings excellent drying weather 
—not too hot, not too cold, not too damp. 
3—Bugs and insects are less numerous 
to mar the freshly painted surface. 
4—Painters work cheaper and better in 
the fall because they are not so rushed 
with work. 

5—Farmers’ harvest money is going into 
the banks. It is ready to pay for prop- 
erty improvement. 




















Fall Profit Kinks 


in Selling Paint 


Stenographic report of a meeting of retail salesmen— 
Sales that were almost made—Speeding up the turnover 
of interior finishes. 





day afternoon conference on paint. There is no 
attempt to group discussions under subject head- 
ings as the conferences were entirely informal, each 
man speaking of what was uppermost in his mind. 


Study Paint Selling as You Sell 


ROGERS.—“‘There was a man in here to-day ex- 
plaining one of those correspondence courses in 
salesmanship. Do you think it might be a good 
plan for us fellows to go into something of the 
sort?” 

Mr. MASON.—‘“Well, Frank, I'll not say that it 
might not be a good thing but if I’ve sized up this 
correspondence study business correctly there is 
only about one man in a hundred who devotes 
enough time and thought in his study to make it 
show in his pay envelope. If you are one of the 
hundred it would pay, but one taking such a course 
should remember that it isn’t simply a question 
of committing something to memory. You must 
do a lot of thinking while you are memorizing and 
more thinking while you are selling goods. Lack 
of concentration and thoughtlessness keep many 
salesmen in the mediocre class. I noticed that you 
lost a sale of a can of varnish stain to-day through 
thoughtlessness. A woman asked you if you car- 















and not as merchandise. 








“The trouble with a lot of retailers is they look on paint as material 
All along the line, from varnish stain 
to lead and oil, paint is merchandise, to be bought and sold over and 


over—the faster the better.”°—The Paint Man. 
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ried ‘Blank’s’ varnish stain. You said we didn’t. 
You didn’t even suggest that we had any other 
varnish stain.” 

RoGEeRsS—“Now, see here, Mr. Mason, I heard 
you complaining about Sanders, the druggist, the 
other day. You said that every time you went in 
there to get some medicine he tried to sell you 
something he made himself instead of the stuff 
you had asked for. You don’t want us to do the 
thing you criticized him for, do you?” 


Substitution 


Mr. MASON—“That’s a very pertinent question, 
Frank. I’m glad you brought it up. I have wanted 
for some time to say. something to you boys about 
the matter of substitution. You all know how 
often it is that we get calls for certain items 
which we do not carry in stock. You have each 
spoken of the matter and I know you often won- 
der why I don’t stock some of these things, and 
now I'll tell you why I don’t, and incidentally 
answer Frank’s question. 

“In the first place no man running a hardware 
store can handle all the good paint products. The 
line has got to be drawn somewhere, and in my 
opinion the line should be drawn when a dealer 
has in stock a first-class, dependable paint or spe- 
cialty for every requirement. So far as is possible 
that line should be drawn from one good manu- 
facturer. I have often heard it said that no one 
manufacturer. can equal all others in all that goes 
to make up a line of paint. There will be a supe- 
riority in some items to which a competitor cannot 
attain. In certain instances this may be true, but 
I am satisfied that a good manufacturer can come 
pretty near equaling almost any product that an- 
other manufacturer can turn out. The raw mate- 
rials entering into the manufacture of paint 
products are available to almost anyone who can 
pay for them, and a well-equipped manufacturer 
is going to see that the best possible use is made 
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of the materials he buys. Paint products improve 
gradually and discoveries of a revolutionary nature 
are exceedingly rare. 

“You have all seen that lot of material in the 
basement back of the coal bin. Well, I’m going to 
give you a little inside information as to how it 
came to be there. It was the means of teaching 
me a valuable lesson, and it cost me enough to pay 
for a correspondence course for each one of you. 
Yes, what I paid for that experience would come 
pretty near putting a poor boy through college. 

“A friend of mine, a textile manufacturer, put 
me on to the ‘bonanza.’ It didn’t occur to me at 
the time that a textile manufacturer might not be 
an expert on paints. He had used the material, 
imported it, and had found it to possess the most 
wonderful qualities. It was paint, but so much 
more than mere paint—well, I felt like a kid being 
chased upstairs in the dark until I had bought a 
lot of it. 

“T told a few of my personal friends about what 
I had got hold of, and it was pleasant to receive 
their congratulations, for, of course, they took 
what I had to say about the material at par, know- 
ing that I had been in the business a good many 
years. 


He Won the Dinner 


“About this time I got a telegram saying that 
Mr. E. (the general manager of the company 
whose paints we handled) was going to be in 
Boston on a certain night and inviting me down to 
spend the evening with him. I concluded that I 
would let Mr. E. in on my secret. He had always 
been a very close friend, and I thought he would 
be interested to hear of my good fortune. So I 
met him in Boston and I opened up on the subject. 

“T’ll have to give Mr. E. credit for listening to 
me seriously until I had finished my story. When 
I had finished I had a sort of feeling that I had 
not convinced him that I had the greatest paint in 


Try this on a show card in your next paint window 








Insure To-day 


fire. 








Prof. King, of the Kansas State College, says 
that the annual property loss through lack 
of painting is greater than the loss through 
You insure against fire, accident and 
death. Why not insure against the weather 


and defy decay ? 


With Good Paint 
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the world for the purpose for which it was made. 
He smoked in silence for a while, and then asked 
me if I had ever tried the material they manufac- 
tured for use under similar conditions. I couldn’t 
help feeling that it was a rather presumptuous 
question to ask me under the circumstances, but I 
had to confess that I never had. ‘Well,’ he said, ‘of 
course I have never seen the material you speak 
of, and can’t very well express an opinion as to 
its merits on the information I have at present, 
but I am more or less familiar with the tests our 
chemist made and the formulas he tried before we 
finally put our material on the market. Just as a 
sporting proposition I’d like to wager a good 
dinner that your imported material will not last 
as long or wear as well as ours, you to make the 
tests under any conditions you please.’ 

“We made the bet. I made the tests. He won 
the dinner. 

“But let us get back to that particular varnish 
stain for which Frank had a call. It has been 
effectively advertised and many people believe it 
really is the best stain made. Now suppose a cus- 
tomer were to ask for this stain, and one of you 
boys who knows it is not better than the one we 
handle got the inquiry, what would you do?” 

RoGERS—“Why, tell him that it wasn’t any bet- 
ter than ours; but do you think he would believe 
it?” 

Selling the Varnish Stain 


Mr. MASON—“That depends much upon the way 
you told it to your customer. Whether or not 
your manner indicated that you knew what you 
were talking about. I have often thought that the 
salesman who was too positive was quite as apt to 
create a feeling of distrust in the mind of his cus- 
tomer as the one who seemed uncertain abqut his 
wares. If Mr. Smith or Mr. Jones were to come 
in here and ask me if you had that stain I would 





Don’t overlook brush profit—Every time you sell a can of paint 
or varnish you are talking to a red-hot brush prospect 


say, ‘No, Mr. Smith, that is one that we do not 
handle; not because we think it is not a good stain, 
but we can’t possibly carry all the good ones, and 
so have chosen one that we know has no superior; 
it is the Grand Stain made by the Blank Paint 
Company. The colors are strong and carefully 
blended to match the natural woods, and the varnish 
used is durable and elastic.’ 

“If that didn’t convince Mr. Smith, I would, if 
possible, tell him where he could get the stain he 
wanted. That may be substitution, boys, but under 
conditions surrounding the paint business it seems 
to me to be fair to everybody.” 

Why Sibly Lost the Enamel Sale 

SIBLY—“‘Mr. Mason, I noticed you watched me 
yesterday while I was waiting on that woman who 
wanted some white enamel. You smiled at me 
when she went out without buying it. Didn’t I 
handle the transaction as I should have done?” 

Mr. MASON—‘“I wondered if you would mention 
that, Sibly. Well, no, you didn’t do all that you 
might have done, in my opinion. In the first place 
that woman didn’t know what she wanted. She 
thought she might like light cream, then con- 
cluded she would rather have a white. You sug- 
gested a white enamel and she at once said she 
would like that. You then asked her how much 
she wanted. She hesitated for a moment, then 
asked you what size cans it came in, and you re- 
plied any size from a quarter of a pint to a gallon. 
She pondered for a while and then said she would 
go home and talk it over with her husband and find 
out just what she did want. 

“That woman wanted some paint, Sibly, but she 
wanted something more than paint. She wanted 
what we are supposed to sell with paint—service. 
Up to the time she decided she wanted white enamel 
you gave her good service, but when you told her 
she could get enamel in any size can from a quarter 
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pint to a gallon you fell down on your job. It is 
more than likely that neither a quarter pint nor a 
gallon can was the quantity she would want, and 
instead of assisting her you, by that answer, put 
forward another problem for her to solve, and she 
concluded it was too much for her and so went 
home, or, perhaps, to some other store. 


The Right Way 

“You should, instead of asking her how much 
she wanted, have said, ‘Madam, are you going to 
paint a room?’ Assuming that she might have 
said she was, you should have asked for the number 
of doors and windows in the room. We’ll suppose 
she said there were two doors and two windows, 
which would, roughly speaking, have meant about 
two hundred square feet with the baseboard, and 
would require about three pints of enamel. You 
know we figure that our enamel will cover about 
six hundred square feet to the gallon, one coat. 
You should have then taken from the shelf a quart 
and a pint can of the enamel. 

“Next you should have said, ‘An enamel is made 
with a varnish, and is not so opaque, hasn’t the 
hiding qualities of a flat paint. We recommend 
a coat of flat paint under the enamel unless the 
surface to be covered is already flat and in a good 
condition.’ She may or may not have thought the 
flat coat necessary, but in any event I feel certain 
that by such a procedure you would have sold the 
enamel and her trip to the store would not have 
been time wasted. She came to the store to get 
some paint. We had exactly what she wanted, but 
she went home without it. 


Know Spreading Capacity 


“Right here, boys, I want to impress upon you 
the importance of knowing and knowing quickly 
the spreading and covering capacity of different 
kinds of paint. Usually you can get it by reading 
the instructions printed on the can. It would be 
a good thing for you to make it a point this week 
to read carefully the printed instructions on the 
labels and manufacturers’ literature. Perhaps 
some of you have never done this. I know I have 
heard you ask each other for information a num- 
ber of times which you could have found for your- 
selves or might have known if you had read either 
the labels or the instructions on the color cards.” 

SIMMONS—Mr. Mason, yesterday I heard you 
ask a woman how much carpet it took to cover a 
room. She was buying floor paint. Was that for 
the purpose of getting at the size of the floor?” 
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Mr. MAson—“Yes, I have often found that a 
woman who hadn’t the slightest idea as to the size 
of a room can tell at once how much carpet it takes 
to cover the floor. Carpet is usually a yard in 
width, and if you know the number of yards re- 
quired you can multiply them by nine and thus 
get the square feet in the room. Sometimes a 
woman may not know the number of yards, but 
can tell the widths of carpet, and then by finding 
out the shape of the room the area may be judged 
with reasonable accuracy. For instance, if there 
are four widths of carpet in a room and the room 
is square there is an area of one hundred and forty- 
four square feet.” 


Selling Floor Finishes 


JENNINGS—‘“Speaking of floors. A man asked 
me to-day what I would recommend that he put on 
a dining room floor that was finished in hard pine. 
The floor got considerable hard wear, and he wanted 
something that would stand up under it. He 
thought he wanted a good grade of shellac. I gave 
him orange shellac and told him to put on two 
coats. Was that right?” 

Mr. MASON—‘Well, I notice that some painters 
finish floors in that way. Shellac dries quickly 
and is about the only thing that can be used if 
more than one coat is to be applied in a day. But 
if a surface is to be built up with shellac it should 
by all means have a finish coat of good durable 
floor varnish unless it is to be kept waxed and pol- 
ished. The trouble with this waxing business is 
that the floors aren’t kept waxed. A waxed polish 
is a pretty thin soft coat, and if a floor has much 
wear the wax is soon worn off and then the shellac 
coatings are quickly worn. Under such conditions 
shellac doesn’t amount to much. It is apt to chip 
and then one has a bad floor surface to contend 
with. 

He Sold a Lot of Floor Wax 


“On the other hand, if a floor is kept well waxed 
it always looks well and is easily kept clean. I 
knew a clerk once who, when he was waiting on 
a customer or wrapping a bundle, always made it 
a point to learn whether or not the customer had 
hardwood floors in her house. If he found she 
had he would inquire, ‘You keep them well waxed?’ 
He would then explain the necessity for doing so, 
and as a consequence he disposed of a surprising 
quantity of floor wax, renovators and even weighted 
brushes.” 

SisLy—“It is 3 o’clock—time to adjourn.” 

Mr. MASoN—“The conference stands adjourned.” 








paint. 


paint profits.”—The Paint Man. 











Sell Paint to Farmers—NO W 


«Right now the farmer is the best and biggest paint prospect. 


‘(His harvest represents cash—and a lot of it. 


provements he thought he never could afford. 


‘His implements and vehicles need the protection of good wagon 
His barns and outbuildings need barn paint. 
his home more cheerful and healthful. 


bills all along the line for the farmer. 


He is putting in im- 


Paint will make 
Paint will cut down repair 


Tell him so and boost your 


























An Open Letter to President Samuel Rea of the Pennsylvania 
Railroad Company—Further Comments 
from Our Readers 


In Conclusion 








charged for the food they prepare and serve. 


that would shake this nation to the core. 
Anyway, we are glad of Sam’s approval. 





‘Ah Made dat Sandwich” 


66 H WANTS all de Hardware Ages since dat story.” 

He stood in front of the receiving desk the other day chuckling with suppressed 
merriment. We didn’t get his name, but Sam seems to fit him. He was nearly six feet 
tall and of ample proportions. He Jooked as if he had been well fed on the “black meat” 
which Superintendent of Dining Car Service Baker says goes to the car crews. “Ah’m 
from de Pennsy,” he said, and as the young lady from the desk caught the drift and 
replied, “Oh! Yes, I know, you want the sandwich story,” she laughed outright. “Yas’m, 
yas’m. Ah made dat sandwich, but Ah cain’t understan’ why Mr. Soule done knock de 
Pennsy.” He continued to chuckle, ducked his head, chuckled some more and then, look- 
ing up with a twinkle in his eyes, continued, “Dat was SOME story.” 

He got three copies, opened them to what he wanted, laughed again, and tucking 
them under his arm drifted out, shaking his head by will power and his plump sides by 
the involuntary spontaneous power of a joy all his own. “Dat story is suah immense. 
Wondah what Conductor Lowenstein think now.” 

Sam is a chef with a keen sense of humor. He and the dining car waiters credit 
themselves with better brains than those who pay without protest some of the prices 


If the trainmen, the engineers and conductors and firemen and brakemen were asked 
to pay what the traveling public pays for meals in diners there would be a railroad strike 


—THE EDITOR. 














EDITOR’S OFFICE, HARDWARE AGE, 
NEW YORK, Sept. 21, 1917. 
Mr. Samuel Rea, 
President, Pennsylvania Railroad Co., 
Philadelphia, Pa. 
Dear Sir:— 

DO not feel that I can close the series of articles 
which have been appearing in HARDWARE AGE 
during the past month without calling your 

attention to a condition of the public mind, which 
should, in my humble opinion, be changed by 
action under your orders. 

Several weeks ago HARDWARE AGE published an 
article on dining car and taxicab charges on the 
trains and in the stations of the Pennsylvania 
Railroad. This article instantly struck a respon- 
sive chord with our readers. The result has been 
hundreds of letters from the most prominent hard- 
ware people in the country, and their replies have 
kept this campaign alive much longer than I had 
anticipated. I have published a great number of 
these letters, and am enclosing them, together with 
all the material we have written on the subject. 

I believe you will see readily that this subject 
has been continued from week to week in our read- 
ing pages because big business people in the hard- 
ware field evidenced a feeling keenly akin to our 
own. We have published these letters and our 
thoughts on the subject because we wanted you to 
know just exactly what the public is thinking. 

I am sure you will agree with me that the proper 
interpretation of public thought is one of the big- 
gest and most important things for the considera- 
tion of a great common carrier. 

These letters express the opinions of the readers 
of but one business magazine. We have not endeav- 
ored to carry this information, or to have it carried 
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into other lines, but we believe that if the same 
facts were presented to the business men in the 
grocery field, the lumber industry, the dry goods 
and department store field, or to the business men 
of any other great industry in this country, that 
the replies would be the same, only the volume would 
be greater. 

If you will accept the opinions of this great num- 
ber of hardware men as a reflection of general 
public opinion I believe yeu will be moved to make 
some decided changes that will eradicate a feeling 
that closely approaches hostility. 

If you will accept the opinion of your friends 
and customers in the hardware industry as a re- 
flection of general public opinion, 1 am sure you 
will find a way to abruptly break off the business 
relationship that exists between the Pennsylvania 
Railroad Company and the Westcott Express Com- 
pany. 

In the articles I have mentioned the outrageous 
overcharges of this company are very apparent, and 
the advantage they are taking of a situation which 
has given them the whip hand is reflecting itself 
in a way which I believe is hurting the business of 
your railroad. 

I am going to be perfectly frank in saying (and 
my opinion has been formed after interviews with 
some of the greatest manufacturers and shippers 
of hardware in this country) that the Pennsylvania 
Railroad Company will lose the respect and confi- 
dence of the great traveling public which it has so 
admirably served in the past, if even a semblance 
of partnership in the Westcott Express Company’s 
outrageous overcharges is continued. 

Many of the daily newspapers in this city are 
commenting on these charges, and we cannot be- 
come accustomed to hearing the name of the Penn- 
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sylvania Railroad Company used in connection with 
things that do not meet with the approval of the 
majority of business men. 

We have pointed out in a manner so vividly 
clear that it cannot be disputed that these ap- 
parently small matters are molding public opinion 
on bigger and vastly more important subjects. 

There is a direct and mighty powerful relation- 
ship between small food orders and freight. Had 
you been present at a number of interviews I have 
had this week I am sure you would recognize this 
relationship. 

These same interviews have also established the 
fact that business people think of passenger tickets 
and taxicab fares as things more closely related 
than second cousins, and that each helps or hurts 
the other. The letters we have been publishing, and 
the large number in our files which have not been 
published leave little to the imagination. 

If the Pennsylvania Railroad Company is a good 
business organization it will pay heed to these 
protests. It is the opinion of many big hardware 
people that if the Pennsylvania Railroad Company 
does not eliminate those Westcott Express Com- 


President of Tritch Company 
Thoroughly Enjoyed It 


DENVER, COL., Sept. 15, 1917. 
Dear Roy :— 

I have not written you quite as soon as some of 
your other friends to congratulate you on that 
master stroke of yours in writing up the Penn- 
sylvania Railroad people, but I defy any man to 
prove that he has more thoroughly enjoyed the 
write-up than I. 

One thing about you, the longer one knows you 
the prouder one is of you and your achievemnts. 

I expect to be in New York soon and will see 
you. 

Yours very truly, 
THE TRITCH HARDWARE COMPANY, 
Frank A. Bare, President. 


“Reaction Bound to Come and 


it Will Hurt” 


MOUNT VERNON, OHIO, Sept. 14, 1917. 
Dear Sir:— 

I was very much interested in your open letter to 
Mr. Boyd of the 21st inst. It is a letter the like 
of which Mr. Boyd should receive from a very large 
number. For it is seldom you go into a diner 
but what some such criticism is heard. The 
railroad officials often express their wonder as to 
-why the public is so opposed to the railroads. 
The remark of a certain railroad man that “the 
public be damned” tended to clarify the situation 
to the extent that the public got a better idea as 
to how they were regarded by the railroad men of 
the country. 

That the railroads were the servants of the pub- 
lic did not seem to enter the minds of the railroad 
men. And the treatment accorded and the cour- 
tesy (?) shown and the indifference manifested 
toward the public by the employees is part of the 
answer, to the wonderment of railroad officials. 
But there are some other things that will have to 
be changed on the part of the railroads before 
that ill-feeling on the part of the public will sub- 
side. There never can be any non-friction work 
between the railroads and the public until these 
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pany taxicab overcharges it is not deserving 
of either the business or the confidence of the 
public. This is mighty plain language, and I know 
you will agree with me that it ought to be if you 
interpret as I interpret the thoughts of these men 
and the business endangered. 

One of the most important men in the biggest 
hardware manufacturing town in this country said 
to me yesterday: “It is time for the Pennsy!vania 
Railroad Company to declare itself either the cham- 
pion of the traveling public or be recognized as a 
business slacker.” 

With this week’s issue of HARDWARE AGE the 
discussion of this subject is finished, unless un- 
usual events revive it. I have put this matter 
squarely up to you. The people in the hardware 
industry are going to judge you by your actions. 
Personally, I believe you will act promptly in favor 
of those who are your friends and customers. Your 
actions in the past have given the traveling public 
the right to expect much of you. 


Very truly yours, 
Roy F. Sou.e. 


just causes for complaint are removed. A good 
many of them have been removed. ‘There is more 
courtesy, but the idea that they are really the 
servants of the public has not made the impres- 
sion on the minds of railroad men that it will 
have to before the public and the legislatures let 
up on stringent legislation that is being enacied 
to the detriment of the railroads. The matter of 
charges on the cars for meals is one of the worst 
items in the list of complaints. 

The seemingly profound indifference on the part 
of the powers will bring to them such harsh treat- 
ment, through our legislatures, that will cause an 
awakening that will be permanent. 

The idea that the price for meals is all that the 
public can be made to stand is not the correct one. 
The reaction that is bound to come will hurt much 
more than value of the unjust charges. Some of 
our great corporations act as though everything 
was all right as long as there is not much said by 
way of complaint, but underneath there is a fomen- 
tation that will cause plenty of trouble later on. 

Anyone can read, as.I do, that will look at the 
records. Will a warning be enough, or will it be 
necessary to take a club to get ideas in the minds 
of the railroad men? They will have no right to 
complain if they are jolted good and hard. 

And this is a good time to waken the railroad 
men to their best interests in relation to thzir 
standing with the public—their employers rather 
than their servants. 

Yours truly, 
W. P. BOGARDUS. 


There Are Others 


CHICAGO, Sept. 20, 1917. 
My Dear Roy :— 

It goes without saying that I read your write- 
up on the Pullman dining car cost of eating, and 
it is too bad that you overlooked the New York 
Central and one or two other roads in New Eng- 
land, and they have not only taken advantage of 
cutting down the quantities of foods served, but 
deemed it advisable to add on the price. 

Hope to have the pleasure of seeing you in this 
Western country in the near future, and with kind 
personal regards, I beg to remain, 

Respectfully yours, 
B. M. Moore. 
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“Real Christian Duty” 


Says Prominent Member of American 
Fork & Hoe Co. 


NEW YORK, Sept. 18, 1917. 
Friend Soule:— 

On my return from my “Little Red Cabin” in the 
northern woods I notice your article relating to 
service of the Pennsylvania Railroad. At first 
glance it appeared to me that you were going to a 
lot of trouble over what some people might regard 
as a small matter, but as a matter of fact you were 
“doing your bit,” a real Christian duty to serve 
not only your readers but the traveling public at 
large. You have done a lot of hard work to show 
up some little things which in the aggregate are 
not only large, but are impositions on a great 
number of people. If the railroad company will 
look upon this matter through the right kind of 
glasses they will remedy some of the evils besides 
thanking you for opening up the subject. 

It took real courage to go outside of your regular 
line of duty and attack a big corporation over 
what might appear an infinitesimal matter, and 
you were just the man for the job; with the force, 
energy, fire and enthusiasm which you possess, you 
will take their trenches and their colors. 

‘Your thousands of readers and your friends 
stand back of you. Shall hope to meet you in At- 
lantic City at the convention in October. With 
kind regards, I am, 

Sincerely your, 


Soule Gets a Diploma 


ST. PAUL, MINN., Sept. 15, 1917. 
My Dear Mr. Soule:— 

Congressman Albert Johnson, Washington, D. C., 
has been good enough to send me a copy of the 
HARDWARE AGE, Aug. 30, which contains your 
letter of Aug. 21 to Mr. George W. Boyd, passen- 
ger traffic manager, Pennsylvania Railroad, Phila- 
delphia, Pa., which I have read with great interest. 

My one wish is, Mr. Soule, that the time is not 
far distant when we will have the opportunity of 
catering to you in the dining cars of the Northern 
Pacific Railway, which is famously known as the 
“Route of the Great Big Baked Potato.” Let me 
assure you, Mr. Soule, that we would consider this 
an honor as well as a pleasure. 

Permit me to say that at the suggestion of Hon. 
Albert Johnson your name is being included in our 
celebrated order of Great Big Baked Potato Boost- 
ers, thus enabling us to send you in due course of 
time one of our attractively engrossed membership 
diplomas, which I trust will appeal to you. 

Trusting that you will pardon the liberty I have 
taken in intruding upon your valuable time, and 
with very kind personal wishes, believe me, 

Very truly yours, 


F. S. KRETSINGER. 


TITUS, 
Supt. Dining Car Dept., N. P. Ry. 


A Great, Big Baked Potato 
Smile 


NEw YORK, Sept. 18, 1917. 
My Dear Mr. Titus:— 

You have a mistaken idea about the value of my 
time. I have never had business so important 
that I couldn’t drop it at meal time, and I have 
tackled the “Great, Big Baked Potato” in the dining 
cars of its parent railroad and without a sacri- 
legious thought have said Amen and Amen. 
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Your esteemed favor of the 15th regarding the 
“Penn Sandwich Limited” is a bright spot in a 
morning the weather was meant to spoil. 

I laughed outright when I read it and have smiled 
every time your letterhead has caught my eye since. 
Your “Great Big Baked Potato” is sure the “Even- 
tually, Why Not Now?” of the railroads. 

It is so cheerful, so warm, so welcome, so differ- 
ent that it must just naturally make you write 
letters of good cheer. A man could answer com- 
plaints on a letterkead like yours and half win his 
battle before the stenographer touched a key. 

I know a lot about your dining ar service from 
the consumer’s point of view. When | start on a 
trip to the Coast, or to a point any distance west 
of the Twin Cities, I smile a Great, Big Baked 
Potato smile when I pack my bag. 

I am indeed honored that the proposal of Con- 
gressman Johnson has been favorably acted upon, 
and await with considerable interest the arrival 
of the diploma confirming my membership in the 
celebrated order of the Great, Big Baked Potato 
Boosters. 

You will be interested, I am sure, in the mention 
made of your big mealy ones on page 62 of the 
Sept. 13 issue of HARDWARE AGE, which I am mail- 
ing you under separate cover. 

With best wishes for the “Greatest of Dining Car 
Service,” I am, 

Very truly yours, SOULE. 


P. S.—Say, boy, these eastern dining car people 
would throw a fit if they ever saw one of your 
potato orders. 


Hard to Keep a Straight Face 


HOUSE OF REPRESENTATIVES U. S., 
WASHINGTON, D. C., Sept. 1917. 
Dear Mr. Soule: 

Your experience is a common one as to prices on 
the Pennsylvania Railroad. In the old days, Cato 
is reported to have said that he could not see how 
the priests could help laughing each other in the 
face when they thought of their presumption upon 
the ignorance and credulity of the people as they 
went through the meaningless form of their re- 
ligion. 

It must be very difficult indeed for one dining-car 
conductor to keep his face straight while in the 
presence of another if any victimized patron should 
happen to be looking on. 

Trusting that your exposition may have the de- 
sired effect, I am, Sincerely yours, 

Louis *W. FAIRFIELD. 


Food for Reflection 


LINCOLN, NEB., Sept. 6, 1917. 
"My Dear Mr. Soule: 

Allow me to congratulate you on the business- 
like and thorough manner in which you addressed 
Mr. Geo. W. Boyd, Passenger Traffic Manager, 
Pennsylvania R. R., Philadelphia, Pa., in your Au- 
gust issue. 

You certainly have made a presentation of facts 
which should appeal to Mr. Boyd and through him 
to the men who have supervision of the service and’ 
prices charged on the dining cars of the different 
railroads in this country. 

If the heads of the departments of the various 
roads are honest in making their request for “sug- 
gestions for the betterment of the service,” you 
have certainly given them food for reflection with- 
out money and without price. We will look for bet- 
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lined in your article and hope prompt action will 
follow. 

There is another matter to which I will call your 
attention in a separate communication, as the thou- 
sands of members throughout the United States 
affiliated with the manufacturers’, jobbers’ and the 
retail merchants’ associations will appreciate your 
leadership in the effort to secure better conditions 
for all. Yours truly, 

H. J. HALL, 
Pres. Nebraska Hdw. Mutual Ins. Co. 


How the Traveling Men Feel 


NEW YORK, Sept. 17, 1917. 
My Dear Roy :— 

I enclose a copy of a letter I sent to Mr. Boyd, 
and wish to say that I think that you are bringing 
out in your papers the feeling of a great many of 
the traveling men as to what they think of not 
only the conditions of the dining car of the Penn- 
sylvania, but other roads, in particular the New 
York Central, which I honestly believe is 25 per 
cent to 50 per cent higher in price than the Penn- 
sylvania, and the portions are not as large and tne 
quality not as good. 

Am pleased to note from the letters you have 
that some of the boys have a good word for the 
New York, New Haven & Hartford, which I am 
only too pleased to do also, and plan my trips be- 
tween here and Boston so as to get in as many 
meals as possible on the train, for they give you 
what you pay for. 

I have found that on the Reading, between New 
York and Philadelphia, they serve one of the best 
dinners to be had at the present time at a popular 
price; the food and portion are the very best. I 
have used this road for some time past, having my 
lunch on my way over and my dinner on the home- 
ward trip. It is one of the pleasures, and if the 
Pennsylvania would only figure the $141,000 as 
you suggest as advertising, I am sure they would 
be getting the best of it. 

Thanking you for your favors, I am, 


Very truly yours, GEO. W. DAVIs. 


Davis Writes Boyd 


Prominent Manufacturers Represent- 
ative Wants His Money’s W orth 


NEW YORK, Sept. 14, 1917. 
Mr. Geo. W. Boyd, 
Passenger Traffic Mgr., 
Penn. Railroad, 
Philadelphia, Pa. 
My Dear Mr. Boyd:— 

I enclose two pages taken from a late issue of 
the HARDWARE AGE, and wish to say that this 
agrees in every way with the feelings of the writer, 
and a great many other traveling men who are 
obliged to use the Pennsylvania, and who prefer 
same as a matter of safety at all times. 

I believe, as Mr. Soule says in his last issue of 
the HARDWARE AGE, that if the difference of $141,- 
000 was to be charged up to advertising, it would 
be a pretty good thing for the Pennsylvania Rail- 
road. 

The writer is on the road a great deal of the time, 
and has been for the past 20 years, also other of 
my traveling men, and just for example will say 
that while I prefer the Pennsylvania Railroad to 
ride on, and I am obliged to go to Philadelphia 
once or twice a month, that I take the Reading 
for the reason that I am able to get a good lunch 
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at a popular price, and a mighty fine dinner on my 
return at night, and always plan to make my trips 
at meal time, and this could just as well be trans- 
ferred to the Pennsylvania if I felt I was getting 
my money’s worth. 

It has always been a pleasure to travel between 
New York and Boston on the New York, New 
Haven & Hartford, and I have always planned my 
trips leaving on the noon train for any stops be- 
tween here and Boston, and on my way back al- 
ways plan to take advantage of a good meal prop- 
erly prepared at a popular price, and I cannot see 
where you could get any better advertising than by 
satisfying the stomach of the traveling public. 

As to the matter of taxi fares, this has always 
been a case of highway robbery, and it is pretty 
near as bad on the Westcott end of the trunk 
handling, but I, like a great many others, have 
simply closed my eyes and taken what has been 
handed, but have always held a big grudge up my 
sleeve, and it is a pleasure to have someone like 
Mr. Soule open up a safety valve once in a while. 

Very truly yours, GEORGE WALTER DAVIS. 


A Thoroughly Disgusted 
College President 


AGRICULTURAL COLLEGE, N. D., Sept. 10, 1917. 
Dear Mr. Soule: 

I thank you for a copy of HARDWARE AGE of 
Aug. 30 containing the letter mailed to Mr. Boyd 
of the Pennsylvania Railroad Company in response 
to his request for “betterment of service” sug- 
gestions. 

I thoroughly appreciate what you have said, and 
agree with it all. I have had occasion to travel 
considerably of late and have passed over the Penn- 
sylvania road several times. I have been thor- 
cughly disgusted with the outrageous prices that 
were being charged the public and I am glad that 
you have taken occasion to point out some of the 
injustices that are being done. 

Yours very truly, 
E. F. LApp, President. 


Same in Southwest, Too 


DALLAS, TEX., Sept. 5, 1917. 
Dedr Mr. Soule: 

I was very much interested in reading your ar- 
ticle, or letter, rather, headed, “Mr. Boyd, Why?” 
This is certainly a fine article, and the same con- 
ditions prevail in the Southwest, in fact, even more 
so. It is about time that some one was bringing 
this before the attention of the public, and I cer- 
tainly trust that your article has the desired effect. 
I will watch with a great deal of interest for Mr. 
Boyd’s reply. Yours truly, 

Ross D. CUMMINGS, 
Sales Dept., Western Electric Co. 


“Service to a Long Suffering 
Public” 


NASHUA, N. H., Sept. 1, 1917. 
Dear Mr. Soule: 

I have just finished reading your open letter to 
Mr. Boyd in current issue of HARDWARE AGE. It 
is a corker! You have certainly performed a de- 
sirable service to a long-suffering public. I shall be 
‘interested in Mr. Boyd’s reply, which, of course, 
you will publish if you hear from him. 

Yours very truly, LESTER F. THURBER, 


Treasurer and General Manager. 











The Man Behind the Counter 


_He travels around 
picking peaches from 


the tree 


of retail 





salesmanship. Here 
_ are some " 


Facts from Fargo 


ELLING merchandise is a good deal like war 
after all. It takes brains, arms and training, 
with the usual coterie of officers and privates. 

It doesn’t require an enemy of the same type, per- 
haps, but there are generally a bunch of objections 
and doubts to be killed before even a common hard- 
ware sale is won. 

There is always the plan of attack, the barrage 
fire to cover the assault on the customer’s cash re- 
serve, and the close-up hand-to-hand, or rather, 
heart-to-heart, work that wins the trench of sales. 
Sometimes a surprise attack is necessary. Again 
there is the long siege, where arguments and doubts 
are slowly starved out, before the surrender comes. 
Thank God there are no submarines or liquid fire, 
even though it is intimated that gas does sometimes 
get in its work in the finals. However that may be, 
selling, like war, is a wonderful game when played 
in the right spirit, and the rules which govern it are 
much the same from Plymouth Rock to the Golden 
Gate. Yes, they’re the same even out here in the 
Dakotas, where the sun seems to rise out of one 
huge straw stack and sink at night behind a simi- 
lar one, where an ordinary farm is a mile or more 
square, and where the farmer sports a traction en- 
gine for a driving horse. 

Here indeed is a big, open country with room to 
breathe naturally, where wjld ducks are as thick as 
mosquitoes in Jersey, and where the non-resident 
is stung to the tune of $25 before he is legally 
qualified to hire a gun and buy ammunition. But 
it isn’t the country that interests you, so I’ll stick 


to my selling talk. I merely wanted to get you 
acclimated before I turned it loose on you. 


The Insurance Side of the Spotlight 


Fargo is situated on the eastern border of the 
Duck Heaven mentioned above, and smack up 
against the Minnesota line. Perhaps that accounts 
for certain conditions of moisture around Fargo, 
when the country adjacent has been dried to a 
cinder. 

Be that as it may, Fargo is a live little city which 
boasts a numberof clean-cut, up-to-date hardware 
stores. It was into one of these “live ones” that 
the writer wandered one bright morning in Septem- 
ber, just in time to see a Fargo merchant launch 
a sales attack and come back with a prisoner. 

Evidently the customer had just concluded a pur- 
chase that led Mr. Merchant to believe him an auto- 
mobile owner. The opportunity was ripe and the 
attack was on as follows: 

“Mr. Brown, before you go I want to show you 
what I consider the best insurance in existence for 
a man who owns a motor car. It is something that 
I have tried out personally, and I just can’t help 
giving my fellow motorists a tip in regard to it.” 

While this preliminary gas attack was in prog- 
ress, the merchant had taken from beneath the coun- 
ter a set of connected dry batteries and a well 
known type of automobile spot-light. He held the 
light in his hand, made a connection with the wires, 
and as the beam of light explored the darker parts 
of the store, he continued: 



































Easily constructed display table and 
pulley rack made of wood and iron 
pipe. See next page for 
description. 
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How a store railing can be utilized for 
a simple golf stick rack. The clubs 
are out of the way, yet they can 
be easily removed when a 
customer wants to get 
“the feel” of one. 
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“You know the ordinary headlight only throws 
the light about 100 feet ahead of the car, and in 
one direction. This light makes a road plainly 
visible for at least 250 feet, and can be turned to 
examine every turn or angle of the road. 

“If a farmer happens to be ahead of you, driving 
a ‘scary’ horse, a hundred feet of light is only about 
enough to light the way to an accident, while 250 
teet would absolutely prevent a mishap. 

“That extra 150 feet of vision represents the dif- 
ference between accident and safety. It makes driv- 
ing safe—that’s why I call it insurance. But there 
is more to it than mere safety. Just think of the 
convenience of being able to turn a light on the 
signs along the road and to get the directions with- 
out the necessity of stopping and backing the 
car until the headlights play on the sign. Think 
of the time and bother a spotlight saves.” 

Here the customer ventured to remark that he 
“didn’t drive very much at night.” 

The counter attack failed as the salesman 
answered: “Of course you don’t, if you can pre- 
vent it. None of us do, but this is the season when 
the days are getting short, when there is more night 
driving than at any other time of the year. A 
little delay in town means a night drive home. You 
might even be called on to make a hurried trip some 
night after a doctor, when a spot-light would mean 
speed and safety for you. Sure safety on one 
night trip would pay for this one. In case of en- 
gine trouble it can be turned to light up the entire 
hood. For tire trouble it can be made to flood the 
wheel with light and make repairs easy. You can 
look over your entire car at night without leaving 
your seat. But best of all this light will point out 
to you every rock, chuck hole or dangerous curve, 
and get you home safe to the wife and kiddies.” 

“Yes,” said the farmer, “it looks like a mighty 
good thing. How much is it?” 

“It’s so low in price,” said the merchant, “that 
the expense isn’t anywhere near that of an ordinary, 
avoidable accident. Only $5—and we can attach it 
for you in a jiffy. I’ll get it ready while you go and 
get your car.” 

The sale was made. Ten minutes later the proud 
possessor of a new spot-light was on the trail from 
Fargo, insured for the trip. When he had entered 
the store he had no idea of parting with that extra 
five-spot, but Dakota salesmanship gave him a need- 
ed device and put an earned profit in the cash 
register. 
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A Rack for Pulleys, Grinders and Auto Jacks 


It struck me that a store which harbored such a 
salesman would also house some other good things, 
so I investigated. Sure enough, I discovered a com- 
bination display table and pulley rack which I 
sketched for reproduction herewith. The trame is 
of ordinary iron pipe and the legs are fitted with 
casters. ‘the top is of wood. On either end the 
various grinding devices can be fastened, leaving 
the center free for displays of automobile jacks or 
similar articles. At the same time the cross rods 
of the frame can be utilized to carry a good stock 
of pulleys, blocks and similar goods. The illustra- 
tion gives a clear idea of the construction of this 
convenient fixture, which has helped to create sales 
for a modern Fargo hardware store. 

The office of the store is on a low balcony, and 
below it is a short division fence which separates 
the store proper from a special display room. This 
fence is utilized in making a display rack for golf 
sticks. The tray of galvanized iron has legs at the 
back to give it the proper incline for holding the 
heads of the clubs. 

This tray is placed on the floor in front of the 
fence, the top and bottom rails of which were fitted 
with wooden pins so arranged as to hold the clubs 
in place. The combination furnishes a very neat 
and attractive method for bringing this class of 
merchandise to the attention of the trade. It is 
undoubtedly responsible for many sales of golf 
equipment. 

There are other features of this Dakota store 
worthy of mention, but space is limited and, be- 
sides, I want to hold over a nest-egg for future 
stories. However, I will relieve your curiosity to 
this extent—the store referred to is operated under 
the firm name of Carlisle & Bristol. The man with 
a name like a fishing rod was the man behind the 
insurance sale of spot lights. He hasn’t a copy- 
right on the idea and there are no patents on the 
fixtures. 

When I said, “I want to give these ideas to the 
trade at large,” he answered in a typically western 
way, “Go to it.” 

We went, with the above results. If there is a 
hint in the story that will make for future sales it 
is yours for the taking. Bristol is willing, I’m 
satisfied, and Dakota is vindicated. 

Yours for ideas that sell, 

THE MAN BEHIND THE COUNTER. 








device. 


fellows through Hardware Age. 








He Came Across——Have You? 


«Some time ago a Hardware Ager said to me— 


“¢*Quite by accident I tumbled onto a simple and effective display 
I wrote you about it and you passed it along to the other 
I can hardly express the joy it gave 
me to pass along a sales-boosting idea to the rest of the trade. 
would all pass along, through you, all of our good ideas we could all 
sell twice as much hardware and make twice as much money. 


If we 
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Wayfarers’ Club Formally Opened 


HE most distinctive part of the recent annual 
conference of branch managers and sales direc- 
tors of the Pennsylvania Rubber Company at Jean- 
nette, Pa., was the opening of the new Wayfarers’ 
Club. Situated near the factory, this new club 
provides an excellent meeting place for the discus- 





sion of business and for social activities. It is 
beautifully furnished and completely outfitted to 
serve the purpose for which the company has 
founded it. 

In the club the company has placed at the dis- 
posal of the executives, branch managers and sales 
directors a comfortable home, comprising a dining 
room, living room, kitchen, billiard room, card 
room, rest room, etc., to which the ladies are like- 
wise welcome and provided for. 

The business sessions and luncheons were held 
at the club. Seneca G. Lewis, general manager, 
showed the remarkable growth of the company dur- 
ing the last year and predicted a most successful 
year in 1918. 

Auditor Doty and the sales directors were pre- 
sented with decorations for service. This decora- 
tion is a guard or ribbon of heavy black silk and is 
embellished with a diamond studded platinum 
plate engraved with the letters “O. and L. G.,” 
signifying “Old and Loyal Guards” of the com- 


pany. 
New Hardware Club Directors 


AT a meeting held in the Hardware Club in New 

York City Sept. 20 several important elections 
were made to fill vacancies in the board of directors 
of that organization as follows: J. Edward Ogden, 
president, the J. E. Ogden Company, 147 Cedar 
Street, New York City, to succeed James D. Flem- 
ing, resigned; Edward T. Townsend, chairman of 
the board of the Importers’ and Traders’ National 


Branch managers and sales directors of the Pennsylvania Rubber Company gathered for annual conference 
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Bank, New York City, to succeed H. H. Condit, 
resigned, and William A. Graham, president, John 
H. Graham & Co., 113 Chambers Street, New York 
City, to succeed William M. Sayer, Jr., deceased. 


Young Brothers Company Opens 
Eastern Office 


HE Bradford-Ackermann Corporation, Forty- 

second Street Building, New York City, an- 
nounce that they have been appointed the Eastern 
sales office for Young Brothers Company, Detroit, 
Mich. 

The sale of Young ovens for japanning and dry- 
ing purposes will in the future be handled by this 
Eastern office for the New England States, New 
York, New Jersey, Maryland, Delaware and east- 




















ern Pennsylvania. An engineering department 
will likewise be available for manufacturers in the 
East who are interested in quick drying and bak- 
ing processes, and special oven designs will be 
offered to meet various requirements. 

Young Brothers Company have installed many 
large electric and gas-heated ovens in the Middle 
West and their successes in that district prompted 
the opening of an Eastern office for the convenience 
of their Eastern trade. 


Rivets for the Government 


N ORMAN WARNER COMPANY, INC., 149 

Church Street, New York City, has recently 
secured a Government order for over one hundred 
thousand pounds of rivets for various navy yards 
throughout the country. The factory is now work- 
ing night and day in taking care of this extra de- 
mand over that supplied by regular custemers, 
The company is still in a position to render prompt 
service in the small rivet line, having specialized 
and accumulated large stocks in anticipation of 
the present conditions. 


Will Market Bicycles and Sundries 


THE Wilson, Roberts & Monroe Company, New 

York, has recently been incorporated to trans- 
act business as manufacturers’ agents, marketing 
bicycles, bicycle accessories and sundries. Those 
comprising this organization were all lately con- 
nected with the D. P. Harris Hardware Company, 
New York, Stanley Wilson having been secretary, 
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Henry Roberts manager of the Reading factory, 
and Samuel Monroe treasurer, all of the Harris 
company. The new house will soon begin business 
in the downtown hardware district in the same 
neighborhood as they long have been. 


Hotchkiss Sails for France 


E B. HOTCHKISS of the American Steel Export 
* Company sailed Aug. 28 for France. Mr. 
Hotchkiss will also visit Italy and Spain in connec- 





Hardware Age 








bration of the company’s twenty-fourth successful 
year in business. A feature of the proceedings was 
the presentation of a new line of aluminum for 
kitchen and general household use, which will be 
sold under the attractive name of Mirro Aluminum. 
The new line, which is unusually complete, combines 
many features of beauty, utility and durability. 
The company operates four immense factories, 
one at Manitowoc, Wis., another at Newark, N. J., 
and two others at Two Rivers, Wis. 
The accompanying picture of the sales and dem- 





tion with a number of very large engineering prob- 
lems. Incidentally he will make investigations in 
these countries for the American Steel Export 
Company and also act as a special representative 
of the engineering department in that part of the 
world. Mr. Hotchkiss resided in France and Bel- 
gium for more than nineteen years. During this 
time he had charge of and was responsible for a 
large number of very important engineering works. 


W. A. Chapman Manager 

W A. CHAPMAN, son of A. W. Chapman, late 

° manager of the New York office of the Wright 
Wire Company, has just been appointed manager 
of the company’s branch at 256 Broadway, New 
York, succeeding his father, who died Sept. 6. W. 
A. Chapman has been for five years in this office 
assisting his father, so that he is thoroughly 
familiar with the business and its numerous details 
as well as the customers whom he well knows and 
who know him. Before entering this business Mr. 
Chapman was in the contracting line, where he be- 
came familiar with many of the leading wire prod- 
ucts manufactured by the Wright Wire Company. 


Farewell to Ralph F. Barber 


A “FAREWELL Dinner,” was recently given by 

the members of the Chanbarite Club, composed 
of employees of Chandler & Barber Company, Bos- 
ton, to Ralph F. Barber, who had enlisted in the 
101st Engineer Regiment and expects to leave 
shortly for France. Mr. Barber is the only son 
of D. Fletcher Barber, president of the company 
and past-president of the National Retail Hardware 
Association. 

Ralph Barber is a director of the company and 
was in charge and buyer of the builders’ hardware 
contract department. Present were Mr. and Mrs. 
D. Fletcher Barber and their two daughters, Flor- 
ence and Ruth, A. G. Bowman, of Russell & Erwin 
Mfg. Company, and twenty-two members of the 
Chanbarite Club. Best wishes for a safe voyage 
and safe and speedy return were extended person- 
ally by each one present. Five members of the club 
have enlisted in the service of their country. 


Aluminum Goods Mfg. Co. Celebrates 


HE entire sales and demonstration force of the 
Aluminum Goods Mfg. Company recently gath- 
ered at the home office in Manitowoc, Wis., in cele- 


Sales and demonstration force of Aluminum Goods Mfg. Company celebrate twenty- 
fourth anniversary by convention at home office 





onstration force conveys some fair idea of the sell- 
ing power behind the new line. All told, the Alumi- 
num Goods Mfg. Company numbers some 1700 men 
and women on its payrolls. 


Baker, Murray & Imbrie, Inc., 
Look Ahead 


ENRY T. FOWLER, vice-president and sales 

manager of Baker, Murray & Imbrie, Inc., New 
York (one of the largest concerns engaged in gen- 
eral sporting goods lines and the metropolitan dis- 
tributors for Indian motorcycles, side cars and other 
products), gathered his sales force together for 
the first of a series of important conference at the 
Hardware Club, New York City, Monday evening, 
Sept. 10. After dinner Mr. Fowler outlined the broad 
business plan which is being laid down for its 1918 
campaign. He told of the company’s sales policy, and 
paid particular attention to the arrangements now 
nearly completed for making a determined drive in 
its own line of Infallible bicycle tires, as well as 
laying special stress upon the many other lines of 
sporting goods in which this concern is an acknowl- 
edged leader. He said that an extensive and con- 
structive advertising campaign was included in the 
general plan. 

Treasurer James E. Murray and Advertising 
Manager Lee Harrison followed Mr. Fowler, and 
made brief remarks. In addition to the foregoing 
there were present at the conference the following 
members of the Baker, Murray & Imbrie sales staff: 
J. F. Pope, Albert Brett, A. Simberg, William 
Dowse, H. K. Lister, C. A. Carey, Alfred Greis, 
Frank Disch, S. B. Greene, H. J. Sanborn, J. A. 
Wade, Eugene Raber, Fred W. DeWitt, I. Wein- 
berger, Harold Keller, C. I. Richards, J. H. Green- 
way and Arthur Brown. 


Annual New England Outing 


T HE New England Iron & Hardware Association 
held its annual fall outing at the Tedesco Coun- 

try Club, Swampscott, Mass., Sept. 18. About 70 

members and guests enjoyed the occasion. 

The big event of the afternoon was the golf 
tournament, which had a large entry list. For 
several years the golf tournament has been the 
feature of the annual outing, and the handsome 
prizes contributed by some of the member firms are 
much sought. This year the prizes were donated 
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by the Bethlehem Steel Co., Cambria Steel Co., 
_ Standard Horseshoe Co., W. S. Locke of Carnegie 
Steel Co., and Wilbur B. Ayer. 

The winners were W. H. Hunter, Murray Bout- 
well, R. H. Sanderson, H. W. Stratton and Chester 
C. Butts. The tournament was under the direction 
of Wilbur Sargent Locke, Fred H. Butts of Butts 
& Ordway Co., and Harry L. Doten of Austin & 
Doten. 

At the dinner in the evening Vice-president 
Charles W. Henderson, Arthur C. Harvey Co., pre- 
sided and welcomed the members and guests. He 
spoke of President Wilbur B. Ayer, of Belcher & 
Loomis Co., whose continued illness prevented his 
attendance at one of the most enjoyable outings 
in the history of the organization. The dinner was 
enlivened by music and patriotic singing. Appro- 
priate and entertaining remarks by Mr. Locke, who 
awarded the prizes to the winners in the golf tour- 
nament, were an added feature. 


Will Resume Manufacture of 
Galvanized Sheets 


THE Inland Steel Co., Chicago, is to resume 

making galvanized sheets, and announces it will 
be prepared to make deliveries about Nov. 1. Be- 
cause of peculiar market conditions, only half of 
the company’s galvanized sheet capacity will be 
used at the start. It has eight galvanizing pots and 
14 sheet mills, of which six are new, while three 
more are to goon. Of the total of seven, four will 
be jobbing mills used for the heavier gages. 

It is estimated that since the price of galvanized 
sheets went to abnormal levels, demand for them 
has been only about 50 per cent of normal, for the 
reason that substitutes replaced these sheets as a 
roofing material. The lower cost of various pre- 
pared roofings still causes them to be favored in 
the domestic market, but the export demand for 
galvanized sheets for roofing and other purposes 
has lately been growing. 


Hardware Boosters to Meet 


1 EETINGS of the Hardware Boosters will start 
+"" for the fall and winter with a gathering Fri- 
day, Sept. 28, at 8 p. m. This meeting will be held 
at the new meeting rooms at Masonic Hall, 315 
Washington Street, Brooklyn, N. Y., near Myrtle 
Avenue. The easiest way to reach this hall from 
New York City is the subway to Borough Hall. 
“If you owe any dues don’t forget to bring the 
money.” 


_ Obituary 
Nicholas A. Voegtly 


T is with extreme sorrow that HARDWARE AGE 

records the death of Nicholas A. Voegtly, for 
some years president of the Steiner & Voegtly 
Hardware Company of Pittsburgh. Mr. Voegtly 
had been ill only a short time, his death -having 
been caused by pneumonia. 

Nicholas A. Voegtly was born in what was known 
as old Allegheny, now the Northside, Pittsburgh, 
on Nov. 30, 1860. He was the son of Nicholas and 
Anna Voegtly (nee Bander), who were among the 
oldest residents of Allegheny. Mr. Voegtly at- 
tended the public schools in Allegheny, but at a 
very early age worked in several leather tanneries 
and in 1884 he started in the hardware business 
with K. L. Steiner at 68 Federal Street, Allegheny, 
the firm being known as Steiner & Voegtly. 
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The business of this concern prospered and in 
1896 it was removed to Wood Street, in Pittsburgh, 
and a few years later was again removed to its 
present location at 230-234 Diamond Street, Pitts- 
burgh. On April 16, 1908, the company was incor- 
porated as the Steiner & Voegtly Hardware Com- 
pany, with N. A. Voegtly, president; C. M. Steiner, 
vice-president; E. J. Voegtly, treasurer, and H. E. 
Stotz, secretary. K. L. Steiner, the former partner 
of Mr. Voegtly, was president of the company until 
his death in 1911, at which time N. A. Voegtly 
became president. 

Mr. Voegtly was actively engaged in the hard- 
ware business from 1884 until’ 1907, and in that 
time made an enviable reputation as a thorough 
business man, keen for details, fair to his em- 
ployees, by whom he was much beloved. He was 
also fair to his customers, whose interests he al- 
ways guarded carefully. Mr. Voegtly was well 
known among the hardware trade all over the coun- 
try, and was a frequent attendant at hardware 
conventions, notably those of the Pennsylvania and 
Atlantic Seaboard Hardware Association, of which 
his firm was a member for some years. It was 
largely through the efforts of Mr. Voegtly, by lib- 
eral advertising and otherwise, that the business 
of the Steiner & Voegtly Hardware Company has 
grown to its present large size. 

Mr. Voegtly was a member of the Masonic fra- 
ternity, also of the Elks, the Americus and Auto- 
mobile Clubs at Pittsburgh, and the Association of 
Credit Men. He was also a member of the Lutheran 
Church. He is survived by his wife, one son, E. 
J. Voegtly, one daughter, also two granddaughters, 
one brother and two sisters. 

‘she death of Mr. Voegtly has made some changes 
necessary among officials of the Steiner & Voegtly 
Hardware Company. E. J. Voegtly, son of Nicholas 
A. Voegtly, formerly treasurer, has been made 
president, and C. M. Steiner, vice-president, has 
been also made treasurer. The officials of the 
Steiner & Voegtly Hardware Company now are E. 
J. Voegtly, president; C. M. Steiner, vice-president 
and treasurer, and H. E. Stotz, secretary. 


THOMAS B. LINDSAY, connected with the Lindsay 
Mfg. Company, Milwaukee, Wis., for over thirty 
years, died recently at Minneapolis, Minn., in his 
seventy-fourth year. He is survived by a widow. 


JOHN GILSON, a pioneer implement dealer of 
Sunfiela, Mich., died there recently from paralysis. 


THOMAS A. RICHTER, in business at 1853 Larabee 
Street, Chicago, Ill., died recently, aged sixty-one 
years. He had been a resident of Chicago all his 
life. 

W. F. Foor, a hardware merchant of Tower Hill, 
Ill., died recently at his home in his forty-fifth year. 
He is survived by a widow and daughter. 

ALOIS WEBER, founder and president and treas- 
urer of the A. Weber Company, Keokuk, Iowa, died 
recently. Mr. Weber was born in 1834, and had 
been in business since 1868. He was a member of 
several fraternal and financial organizations. 

ELISHA S. MARTIN of Eastport, Me., died recently 
in his eighty-eighth year. He had been engaged 
in business for the past forty-two years, retiring 
but a short time ago. He is survived by a widow, 
one son and daughter. 





THE CARLISLE TIRE & RUBBER COMPANY, Carlisle, 
Pa., recently organized, has leased a local factory 
which it will equip and plans to begin operations 
about Jan. 1. Charles S. Moomey, formerly vice- 
president of the Keystone Rubber Mfg. Company, 
Erie, heads the company. 
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By W. L. 


WASHINGTON, Sept. 24, 1917. 


ORE trouble for the Webb bill legalizing ex- 

port combinations to extend foreign trade. 

This important measure has more ups and 
downs than the elevator boy in the Washington Mon- 
ument. President Wilson gave it a big boost early 
in the special session when he included it in the 
program of war legislation. While not specifically 
a measure to carry on the war, the President re- 
gards it as highly important that it should be 
enacted before the war is over to enable America to 
hold the trade she has won and to extend her busi- 
ness as rapidly as possible. 


Rough Weather for the Webb Bill 


A few weeks ago I told you the Webb bill was on 
the rocks. It looked as though the good little ship 
would have to be abandoned owing to opposition in 
the Senate. By skillful navigation she was piloted 
into open water and soon seemed to be making rea- 
sonable headway with fair winds astern. 

Now the little craft is again on a lea shore, and 
with mighty little help in sight. The worst of it 
is that her pilots seem to be losing interest and are 
devoting their energies to getting the lifeboat ready 
rather than to saving the ship. 

A mighty significant thing bearing on the ulti- 
mate fate of the Webb bill has happened during the 
past week. Senator Pomerene, who has charge of 
the measure and who has made one successful and 
several unsuccessful efforts to bring the bill up for 
discussion in the Senate since it was reported from 
the Committee on Interstate Commerce, announced 
a few days ago that as soon as the war revenue bill 
was sent to conference he would call up the Webb 
bill. 

There were other measures in sight, but none of 
overshadowing importance, and the Ohio Senator 
felt confident that in any contest for precedence he 
would be able to hold his own and a little more. 


Senate Sidesteps the Export Measure 


Two or three days later the opportunity for a 
test came. The Senate had disposed of all pressing 
pending bills and could adopt any one of three 
courses: It could hustle some bill out of commit- 


tee, or take up the Senate calendar, near the top of 
which stands the Webb bill, or it could adjourn for 
a day or two to permit the committees to catch up. 

It adjourned. The friends of the Webb bill have 
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not yet offered any explanations as to why it was 
not urged upon the Senate. That veracious chron- 
icler of events, the Congressional Record, reports 
no discussion relative to taking it up. 

Whatever was done about it was done sub rosa. 
Anyhow, the Senate took three full days’ vacation 
at a most critical period in our current history and 
spent the afternoons at the ball game. 

Senator Pomerene kept pounding away, however, 
and on Saturday, the 22d instant, when the Senate 
was holding a little session for a change, he induced 
his colleagues to permit the export bill to be called 
up for consideration. It was debated in a desultory 
sort of way, but no action was taken. 

Senator Pomerene will continue to work for the 
bill, but with adjournment in the near future the 
outlook is far from encouraging. It is also signifi- 
cant that the Ohio Senator seems to be laboring 
almost single-handed in the big task ahead of him. 

If the Senate can’t be kept in session to consider 
the Webb bill when it has absolutely nothing else 
to do, how in the name of Sam Hill can anybody 
reasonably expect that the export measure will be 
taken up later on when Congress is making a whip- 
ping finish of the session with fifty more or less 
important propositions contending for all the open 
time in sight 

The Webb bill needs some new friends to put a 
little steam behind it. 


Chances for Adjournment Improving 


Another kaleidoscopic change has taken place in 
the Congressional program during the past week. 
A fortnight ago the leaders decided to stay in Wash- 
ington indefinitely and to merge the special session 
into the regular session, which begins next Decem- 
ber, with possibly a short recess in November. 

At that time there was a good deal of feeling in 
Congress because the President objected to the ap- 
pointment of a Joint Congressional Committee on 
war expenditures to keep tab on the disbursement 
of the quadrillions of money appropriated since last 
April. 

For a week or more the leaders held to their in- 
tention not to adjourn, but within the past few days 
the Administration has begun a “fall drive” to send 
Congress home, and the pressure is being felt all 
along the line. Mr. Wilson says he wants Senators 
and Representatives to take the stump and explain 
to the people why we are at war and why they 
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WASHINGTON, Sept. 24.—President Wilson an- 
nounced to-day an agreement between the War In- 
dustries Board and American steel producers, op- 
erative without revision until Jan. 1, 1918, which 
will involve reductions in current market prices 
ranging from 43 per cent in the case of pig iron 
up to 70.5 per cent in the case of steel plates, just 
now in tremendous demand. The price of iron ore 
is allowed to remain at the present price of $5.05 a 
ton. 

The prices fixed by the agreement not only will 
apply to all purchases made by the American 
Government but to those of the general public and 
the Allies. The steel men agree that there shall 
be no reduction in the present wage scales and 
that so long as the war lasts there shall be the ut- 
most endeavor to keep production to the maxi- 
mum. 

While the prices set are great decreases from 
the extortionate figures due to the unprecedented 
demand for steel—prices acknowledgedly out of 
all proportion to the cost of production—they are 
substantial advances over pre-war prices, over the 
tentative prices which the Shipping Board is pay- 
ing and even over the basis on which the Navy 
Department has been buying outright all its steel 
and coke. 

The entire output of American steel plants will 
be distributed under supervision “of the War 
Board, which, exercising the powers of priority 
of transportation given the Government by Con- 
gress, will apportion it in a way best to meet the 
country’s war requirements. 





Steel Prices Cut 43 to 70 Per Cent 


For purposes of comparison there follows a ta- 
ble showing the prices per ton arbitrarily fixed by 
Secretary Daniels months ago and accepted with- 
out qualification by the steel men, the superseding 
prices named by the President to-day and current 
quotations, which are practically whatever the 
purchaser has been willing to pay. Plates, shapes, 
steel bars and coke are given in short tons; iron 
ore and pig iron in long tons. The per cent of re- 
duction does not concern the Daniels figures: 


Daniels’s New Rec’t Mar- P.C. of 

Commodity Price Price ket Price Red't'n 
era Fer $5.05 $5.05 pape 
COD chs ctiacxes $3.50 6.00 16.00 62.5 
Pig iron ......27.50 33.00 58.00 43.1 
Steel bars ....50.00 58.00 110.00 47.3 
oko cae 50.00 60.00 120.00 50.0 
PN 06454 %e% 58.00 65.00 220.00 70.5 


Government experts on steel production costs 
said after learning of the prices announced that 
a “handsome profit” was insured to the large steel 
producing corporations of the United States and 
that even the small producers, unless inefficiently 
managed, cught to be able to continue in business 
without difficulty. 

It is predicted by officials with a degree of pos- 
itiveness that shortly all the basic war materials 
will come under the Government’s price fixing ac- 
tivities either through voluntary arrangement, as 
in the steel and copper and sugar prices, or by an 
Exécutive order, as in the case of coal, wheat and 
flour. 














should patiently pay big taxes, plant another million 
gardens, can their surplus, wear wooden shoes and 
eat Herbert Hoover’s menus, which are about as 
filling as Roy Soule’s Pennsylvania Railroad club 
sandwich. 

So Congress is getting ready to adjourn some- 
where between the 1st and 15th of October, although 
it may be a little later. The main thing is that they 
intend to adjourn instead of taking a recess. 


The Allurement of Mileage 


Right here a pessimistic colleague of mine, who 
is somewhat lacking in the measure of respect he 
should feel for our national lawmakers, suggests 
that the real reason we are to have an adjournment 
instead of a recess is that, if the session is formally 
ended by an adjournment, all the Senators and Rep- 
resentatives will be paid mileage to and from their 
homes, whether they make the journey or not, while 
if there is only a recess they will get nothing. 

Now, if you’re thinking of Congressional mileage 
at the same rate you pay for your little thousand- 
mile book you have another think coming. Con- 
gressional mileage was invented during the days of 
the stagecoach when you traveled twenty miles be- 
tween sun-up and sun-down and had to figure into 
each day’s journey the cost of three square meals, 
a night at a good roadhouse and more or less inci- 
dental refreshment. 

Congressional mileage is paid to Senators and 
Representatives at the rate of 20 cents a mile each 
way, and if a national legislator lives farther from 
Washington than Baltimore it runs into real money. 

My good friend, Senator Phelan, of California, 
for example, pulls down the neat little sum of 
$1,200 a session, and the exceedingly popular Dele- 
gate from Honolulu, J. Kuhio Kalanianaole, affec- 


tionately styled “Prince Cupid,” rakes down more 
than $3,000 every time Congress adjourns. 

But despite all my colleagues’ suggestion, I can- 
not bring myself to believe that this mileage busi- 
ness has anything to do with settling the question 
as to whether Congress shall adjourn or take a re- 
cess. Still— 


Committee Takes Up Pomerene Steel Control Bill 


More kaleidoscopic changes. Farmer Corntossel 
says that in dry weather all signs fail, and perhaps 
this may account for the upsetting of legislative 
programs right and left now occurring daily on 
Capitol Hill. 

This time it’s Senator Pomerene’s bill authoriz- 
ing the Government to regulate the distribution 
and prices of basic iron and steel products. This 
proposition was forced into the Lever food, feed 
and fuel control bill by the Senate Committee on 
Agriculture along with a lot of other extraneous 
matters, but the Senate voted out everything except 
food, feed and fuel for the purpose of expediting the 
passage of the measure and to enable Mr. Hoover 
to begin work on his colossal job. 

There was a strong sentiment in the Senate in 
favor of the control of iron and steel, and as an in- 
dependent proposition it would have carried by a 
vote of two to one. It would have provoked much 
debate, however, so it was abandoned after an- 
nouncement was made that it would be brought for- 
ward later as a separate measure. 

Senator Pomerene, who is a prominent member 
of the Committee on Interstate Commerce, has some 
very definite ideas about this subject. He is con- 
stitutionally opposed to Federal control of anything 


(Continued on page 81) 
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Learning from 


the War 


T is the testimony of history that despite 
the brutality and savagery of war, it 
nevertheless teaches enduring lessons both to 
individuals and nations. This is in accord- 
ance with the story of experience that human 
nature receives most of its advancement from 
stress, trial and misfortune. We are slowly 
imbibing the feeling of a national spirit and 
of cooperation as a people, but what are we 
learning in the way of business? One essen- 
tial is the realization that conservation can 
be applied to matters other than food, and 
that nothing in commercial life needs it more 
than merchandising, especially as relates to 
the intelligent care of stock on hand. 

Almost every dealer in the hardware busi- 
ness, whether wholesale or retail, has on hand 
an unduly large proportion of unnecessary 
goods which are “eating their heads off” in 
interest, insurance, rent and other carrying 
charges, and the dealer usually is entirely 
oblivious of this very expensive fact. It is 
a good time now, in view of the uncertainty 
of the future, to clean house and get the stock 
of merchandise down from the speculative 
point of view to that of a merchandising 
basis. 

Concentrate largely on staple goods and 
keep a supply of them. Don’t bother about 
the odds and ends and things of luxury that 
sell rarely and for which there is a limited 
demand. Cut.out duplicates in the line. Re- 
duce assortments of those items where there 
are two or more in stock and one will answer 
for them all. It does not matter now if un- 
important items are short. Don’t try to have 
a little of everything in the hopes that some 
day somebody will call for it. The manufac- 
turers have started cutting out useless assort- 
ments in their line, and the dealer can well 
follow suit. 

Sell what you have on hand, for it can 
easily be done by intelligent salesmanship, 
rather than add unimportant things that only 
a few cranks want. Have bargain sales of 
goods you have had on hand a long time and 
then turn them into money, even if the 
process does not show you a big profit. If 
an article is a “sticker,” put a price on it that 
will move it. The longer you have it the 
harder it will be to get rid of. 

Another lesson is that of cooperation. Do- 
ing things for one’s country does not consist 
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solely in working for the nation as a whole. 
Commence likewise at home by doing things 


for the place in which you live. That is by 
far the most effective and enduring way of 
building up the Nation’s wealth and strength. 

The welfare of the country consists in the 
general well-being of the many, not in the 
special riches of the few. 

There should be a commercial club in every 
town and hamlet in the country, not for the 
purpose of meeting occasionally and passing 
resolutions, and also of providing a profes- 
sional secretary with an easy living, but 
rather to be the inspiration of all the sur- 
rounding country, and to furnish the initia- 
tive for action in the ways of good roads and 
streets, running water, electric lights, good 
schools, places of amusement and all those 
factors which make for the progress and im- 
provement of the people. 

Most of all, there must be a realization that 
competition had better be in enterprise and 
quality than merely in prices. And there 
must be a realization of the importance of 
close and cordial relationship, business and 
personal, between those in town and those 
on the farm. 


A Month of 


Uncertainty 


OVERNMENT prices for bituminous 

‘coal have now been in effect for about 
a month—and it has been a month of stag- 
nation and uncertainty if not actual chaos, 
says Coal Age in summarizing the full situa- 
tion. Throughout this entire period from all 
parts of the country have come reports of a 
dearth of coal, of mines closing, of industrial 
plants curtailing output or ceasing operations 
entirely. 

Two regions of the country appear to have 
been particularly hard hit by the price-fixing 
order. These are the Northeast and the 
Northwest, New England and the states 
north of California and west of the Rockies. 

New England as a region manufactures 
small highly finished articles. Power and 
fuel demands per ton of output are neces- 
sarily high. New England, on Aug. 21 last, 
was abnormally busy; it was making money ; 
it was taking fuel in large doses and “kick- 
ing” vigorously about the price thereof. 

Then came the price-fixing proclamation, 
and spot coal ceased to move to New Eng- 
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land—or anywhere else. The coal trade of 
’ the country was paralyzed. Manufacturers 
with contracts for their output but without 
agreements covering their fuel requirements 
were in a sore plight. They are now in dire 
straits. 

And what is true of New England is 
equally true of a large proportion of the bal- 
ance of the country. A situation that might 
possibly have been termed bad before price 
fixing, became worse immediately afterward, 
and is now critical. 

Various public institutions of Boston have 
advertised repeatedly for bids on their coal 
requirements without receiving a response. 

The fuel situation, because of low-level 
price fixation, is rapidly becoming critical. 
Fall is upon us. If a highly serious condi- 
tion during the coming winter is to be 
avoided, it would appear that something must 
be done by Washington, and that quickly. 


Loyalty of Free Working- 


men is Demonstrated 


77] \HE patriotic attitude of industrial work- 

ers which prevails to such a large extent 
during the present war in spite of the efforts 
of a few malcontents, may be impressively 
contrasted with the repression of wage earn- 
ers during the Napoleonic struggle. Then 
the governing, manufacturing and farming 
classes fought Napoleon with one hand and 
dragooned the masses of their fellow country- 
men with the other; patriotism was a class 
perquisite, bringing wealth to the few, and 
it was assumed that the working people would 
revolt if given an opportunity. In a volume 
entitled “The Town Laborer,” by J. L. and 
Barbara Hammond, just published in Eng- 
land, the distressing conditions of the so- 
called working people in the period from 
1760 to 1832 are described. 

The Economist of London, in reviewing 
the book, says that one shrinks from using 
lightly the word slave, but that no one can 
study the industrial period covered by this 
book and question the appropriateness of that 
word to describe the status of the workers. 
Then religious organizations found it their 
mission to offer to the downtrodden people 
the prospects of happiness in the next world 
as ample compensation for misery here. The 
abuse of children was one of the worst fea- 
tures of the industrial system of the time, 
and even Lord Melbourne, who was noted 
for acts of kindness to the young Queen 
Victoria, worked children in his mines from 
6 o’clock in the morning until 8 at night. The 
English Government was in the hands of 
men who regarded the idea of citizenship of 
workmen as a challenge to their religion and 
their civilization. Law and order, accord- 
ing to their notion, were impossible un- 
less the working classes could be kept 


in ignorance and in permanent subjection. 

The Economist declares that among the 
lessons of the war, one has stood out every 
day during the past three years; that if the 
working classes of England had not, at a 
great price, won freedom for themselves, 
that country would speedily have collapsed 
under the stress of war. In this country, 
there has been little about which to complain 
concerning the attitude of workingmen to- 
ward the war and the enthusiastic patriotism 
of such organizations as the American Alli- 
ance for Labor and Democracy,*is one of 
many evidences of the loyalty of the toilers 
and of the certainty that such organizations 
as the I. W. W. will not be allowed to con- 
tinue their malicious and treasonable con- 
duct. The fact remains, however, that noth- 
ing should be left undone to prevent inter- 
ruption of manufacturing plants during the 
war period and the statement made by the 
National Industrial Conference Board at the 
meeting with Secretary Baker and other 
officials in Washington points the way for 
promoting complete harmony of all employ- 
ers and employees who really are actuated 
by patriotic motives. The plan to prevent 
employees as well as employers from taking 
advantage of the existing abnormal condi- 
tions to change the standards which they 
were unable to change under normal condi- 
tions probably could be carried out without 
any more machinery, apart from strength- 
ening the powers of the commission recently 
appointed to act under the Council of Na- 
tional Defense. 


“Soldiering” on Govern- 
ment Work 


NEW YORK daily paper tells of the 

“soldiering” of workmen employed at 
$7.50 a day as carpenters at an army canton- 
ment on Long Island. On a 20 x 50-ft. shack 
40 men were found to be tacking down tar 
paper roofing. As the work seemed in dan- 
ger of running out, the 40 kept on driving 
nails until the roof became actually armor- 
clad. The article quotes the reply of one of 
the slackers to a foreman’s remonstrance, 
“Are you paying me or is the Government? 
What do you care?” Machine shops could be 
named where Government work is carried on 
with the same degree of patriotic interest on 
the part of many workmen. The contrac- 
tors’ cost plus arrangement with the Govern- 
ment has had to cover repeated advances to 
labor, after the word had been passed around 
that the Government was footing the bill. 
Also in cases of which details are known the 
diminution in the output per man has out- 
done all the performances in this line which 
were commonly recounted in the heyday of 
high-priced contracts for the Allies nearly 
two years ago. 
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«Go-to-the-Devil” Ratings 


DITOR’S NOTE.—tThe subject of the commer- 

cial rating of retail dealers is discussed in this 
most interesting letter from Mr. Traveler. There 
may be a joke and room for a splitting of words in 
his first name, but there is no joke nor splitting 
of hairs in the important suggestions he makes. 
You are invited to write HARDWARE AGE your ex- 
perience with rating agencies. 

SEPT. 17, 1917. 

My Dear Mr. Soule: 

In times past I have read with a great deal of 
interest your articles on the marketing of goods, 
methods of selling, etc., and am glad that you are 
starting a new column, “Trade News.” 

There is one thing relating to trade that I would 
like very much to see taken up in your columns, 
and that is the commercial rating of the retail 
dealer which, in many instances at the present 
time, is undoubtedly very unfair. 

I am not prepared to say just who is at fault, 
except that the retailer is not a direct source of 
income to the man who does the rating, and they 
undoubtedly consider him a sort of by-product 
with little or no value, which looks to me like a 
poor thought on the part of the agencies. While 
they get their subscriptions and their money from 
the jobbers and the manufacturers, they get it for 
giving true reports, and it would seem that the 
rating company who gave the most accurate reports 
would be the man who got the most money from 
the manufacturer and the jobber, and there is not 
the slightest doubt but that their source of infor- 
mation from the retail dealer could not be used in 
any other business and be called a success. 

My understanding of their methods is that they 
get the cheapest kind of a lawyer in all small local 
cities and towns, who is looked upon by the dealer 
(even though he may not be a first-class, up-to-date 
dealer) as a “cheap skate.” When he comes round 
there for information they are more apt to tell 
him to go to the devil than to give him a fair 
statement, which, of course, is wrong, but I think 
you will find that this is the situation. I have 
talked with a great many of the retail dealers as 
to why they don’t make a true straightforward 
statement to the representative of the rating com- 
pany, and the things they say about the men who 
come round to get the financial statement from 
them are too crude to put into an article to be 
read by your subscribers, and I think that this 
reply that we get from our customers turns quite a 
lot of light upon the subject. 

Instead of taking a cheap lawyer in the city, if 
they would take a leading merchant, who is inter- 
ested in the welfare of the city, or a leading banker, 
who could deputize a clean nice young man to make 
investigations, the situation would be very much 
improved. I would very much like to see the views 
of your able paper in regard to this matter because 
there is little doubt that there are many abuses 
on this particular branch of the retail dealers’ 
business. I thoroughly believe that no commercial 
agency should be licensed or allowed to do a col- 
lecting agency business; there is too much chance 
for officials to become prejudiced. 

Yours very truly, 
ADAM TRAVELER. 


Coming Conventions 
NATIONAL ASSOCIATION OF RETAIL HARDWARE 


SECRETARIES’ CONVENTION, Hotel La Salle, Chicago, 
Ill., Oct. 10, 11, 12, 1917. H. O. Roberts, secre- 
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tary, 1032 Metropolitan Life Building, Minneapolis, 
Minn. 


THE NATIONAL HARDWARE ASSOCIATION AND THE 
AMERICAN HARDWARE MANUFACTURERS’ ASSOCIA- 
TION JOINT ANNUAL CONVENTION, Atlantic City, 
N. J., Oct. 17, 18, 19, 1917. Headquarters, Marl- 
borough-Blenheim, for both associations. F. D. 
Mitchell, 233 Broadway, New York City, secretary- 
treasurer American Hardware Manufacturers’ Asso- 
ciation, and T. James Fernley, 505 Arch Street, 
Philadelphia, Pa., secretary-treasurer National 
Hardware Association. 


KENTUCKY HARDWARE AND IMPLEMENT DEALERS’ 
ASSOCIATION CONVENTION, Louisville, Ky., Oct. 30, 
31, Nov. 1, 2, 1917. J. M. Stone, secretary, Stur- 
gis. 


OKLAHOMA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Oklahoma City, Dec. 4, 5, 6, 1917. W. B. 
Porch, secretary, Oklahoma City. 


WESTERN RETAIL IMPLEMENT, VEHICLE AND 
HARDWARE ASSOCIATION CONVENTION, Kansas City, 
Mo., Jan. 15, 16, 17, 1918. H, J. Hodge, secretary, 
Abilene, Kan. 


PACIFIC NORTHWEST HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Spokane, Jan. 16, 17, 18, 
1918. E. E. Lucas, secretary, Hutton Building, Spo- 
kane, Wash. 


INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Indianapolis, Jan. 29, 30, 31, and Feb. 1, 
1918. M. L. Corey, secretary, Argos. 


WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Milwaukee, Feb. 6, 7, 8, 1918. P. J. Ja- 
cobs, secretary, Stevens Point. 


IowA RETAIL HARDWARE ASSOCIATION CONVEN- 
NTIO AND EXHIBITION, Des Moines, Feb. 12, 13, 14, 
15, 1918. A. R. Sale, secretary, Mason City. 


MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Saginaw, Feb. 12, 18, 14, 15, 1918. Arthur 
Scott, secretary, Marine City. 


PENNSYLVANIA AND ATLANTIC SEABOARD HARD- 
WARE ASSOCIATION AND THE NEW YORK STATE RE- 
TAIL HARDWARE ASSOCIATION JOINT ANNUAL CON- 
VENTION AND EXHIBITION, New York City, Feb. 12, 
13, ,14, 15, 1918. Headquarters, Hotel Astor, for 
both associations. Exhibition in Madison Square 
Garden. W. P. Lewis, Huntingdon, Pa., secretary- 
treasurer Pennsylvania and Atlantic Seaboard Hard- 
ware Association, and John B. Foley, City Bank 
Building, Syracuse, N. Y., secretary, New York 
State Retail Hardware Association. 


NorTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Feb. 13, 14, 15, 1918. C. N. Barnes, 
secretary, Grand Forks. The place of meeting will 
be decided later. 


ILLINOIS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Hotel Sherman, Chicago, Feb. 19, 20, 21, 1918. 
L. D. Nish, secretary, Elgin. 


MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul, Feb. 19, 20, 21, 22, 1918 H. O. 
Roberts, secretary, Metropolitan Life Building, 
Minneapolis. 


OuHIO RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Columbus, Feb. 19, 20, 21, 22, 1918. James 
B. Carson, secretary, Dayton. 


NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION, Boston, Feb. 20, 21, 22, 1918. George 
A. Fiel, secretary, 10 High Street, Boston, Mass. 








Trade Conditions and Iron, Steel and Hardware Prices 


NEW YORK 


Office of HARDWARE AGE, 
New York, Sept. 24, 1917. 


GOME manufacturers and direct representatives ex- 
press the belief that many jobbers are awaiting 
more definite information as to the government’s policy 
relating to price fixing. Some are buying rather freely 
while others, it is estimated, are ordering about 65 per 
cent of last year’s purchases. An exception to this 
seems to be in steel goods such as forks, hoes, rakes, 
etc., which are said to be on a par with a year ago in 
specifications. 

While certain classes of trade are buying more con- 
servatively, others are ordering in good quantities. For 
instance, sales to department stores are reported as far 
ahead of the corresponding period a year ago. Articles 
of the character of 5, 10 and 25 cent merchandise are 
being bought more largely than ever, while the business 
of catalog houses, including those selling to the trade 
only as well as to consumers direct, are much ahead 
of their schedules. While in the latter category many 
of that class of goods have been cut out because of 
higher prices other lines are being taken on to maintain 
their sales. The deduction from this phase of the mar- 
ket is that with smaller incomes and higher prices 
careful persons are helping out by purchasing cheaper 
goods than customarily. 


An authority featuring price statistics estimates that 
75 per cent of the general lines of household goods are 
purchased by women; therefore it is well for hardware 
men to keep this constantly in mind and make every 
attempt to interest them in the merchandise they 
handle. 

Such business as is less in quantity than heretofore 
will undoubtedly be fully compensated for by the enor- 
mous government purchases which are constantly grow- 
ing’ in volume and value, and which will probably long 
continue. While this will not help all alike, for the 
country at large, it will mean considerable trade from a 
new source. 

There are wholesale buyers who endeavor to cover 
themselves on additional tonnage for the future, but 
many of the factories are unwilling to accept on any 
basis other than actual specifications at fixed current 
prices. 

Export business has been greatly curtailed by the lack 
of shipping facilities, as well as a shortage of goods 
suitable for overseas and transportation difficulties 
throughout the country. 


WINDOW GLAss.—There is little change in window 
glass with demand on practically the same basis as for 
some weeks. Manufacturers have been working on 
costs for glass manufactured during the past year, and, 
we are advised, have arrived at no satisfactory con- 
clusion yet, because of the great changes in raw mate- 
rials and other contributing factors. A meeting of mill 
men to determine wage scales for the coming blast was 
called for a nearby date, but so far no results have 
been reached. Sometimes wage scales are settled in a 
few days while at other times there have been various 
postponements. The prospects now seem to be that the 
start of fires will not be much before Nov. 1, which 
means ten days to two weeks later before production is 
well under way. There also appears to be an impres- 
sion that when new glass begins to come on the market 
the price will be higher than at present. 

Window glass, A and B grades, single and double thick, 
all brackets, is 85 per cent and AA picture glass, single and 
double thick, is 80 and 10 per cent discount from jobbers’ lists. 

NAVAL STORES.—The demand for naval stores gen- 
erally is slow with little of new interest in this line, yet 
prices seem to be maintained on a firm basis. In the 
primary markets there has been a trifle better figure 
for turpentine. 

Spot turpentine, in yard, ranges from 44 to 45c. per gal 


In rosins there have been advances of from 5 to 20c. 
per bbl. in the entire schedule. 


Rosin, common to good strained, in yard, on the basis of 
280 lb. per bbl., is $6.35 to $6.50 with D grade offered at the 
same figures. 


Wire NaILts.—Wire nails have been difficult to get 
for New York stock for some time past, but in some 
quarters they are now coming along a bit more freely. 
At the same time it is harder to get orders accepted 
by the mills for nails to be shipped direct to jobbers’ 
customers. The demand in this line has slacked off 
considerably because of decreases in building, which 
sluggishness is affecting most kinds of building mate- 
rials. 

Wire nails, in store, are $4 and carted by jobbers $4.05 
base per keg, although $4.25 is often asked and obtained 
under certain conditions and for small lots. 

Cut Natts.—Cut nails are scarcer, one reason for 
which is that virtually there are but two cut nail mills 
east of the Alleghenies to supply this market, as the 
burning of one Pennsylvania mill several weeks ago 
removed a good source of supply. In export trade 
plenty of business is offered but most of it cannot be ac- 
cepted because there is pronounced difficulty in execut- 
ing the orders. 

Cut nails in store, are $4.85 and out of store $4.90 base 
per keg. 

Rope.—Business in rope continues good with the de- 
mand in excess of the supply. Harbor and marine 
trade is also excellent. There is difficulty in getting 
Manila fiber, while sisal stock appears to be more 
plentiful than heretofore, notwithstanding rumors of 
an advance of, say, lc. per lb. in the not distant future. 
Manila rope prices have been advanced 2c. per lb., al- 
though this increase is based principally on previous 
advances in fiber when rope products were not corre- 
spondingly advanced, we are advised. Export trade in 
rope is quiet. 

Manila rope, first grade, is now 33c., second grade, 32c., 
and third grade 28c. base per Ib. Manila bolt rope is 38c. 
base per Ib. 

Sisal rope, first grade, is 23c. and second grade 20c. base 
per lb. Hide, bale and hay rope, medium, oiled, first grade 
is 23%4c. and second grade 20%4c. base per Ib. 

Tarred lath yarn is, first grade, 23c. and second grade 20c. 
base per lb. 

LINSEED O1L.—The present seasonable demand should 
be under good headway by this time, but it is not, and 
the prospects are that only a very moderate business is 
ahead, some of which is attributable to decreased build- 
ing construction. Usually by this time a fair start has 
been made for autumn business. Matters are made 
worse by the fact that trade during the late spring and 
past summer was unprecedently light. Flaxseed prices 
are holding pretty firm, with an advarice of 10 to 15c. 
per bu. over a week or so ago, although crushers are 
puzzled as to the reason for higher prices under the 
prevailing conditions. Farmers are reported to be 
reluctant to sell their products in both flaxseed and 
cereals, evidently holding out for higher prices which 
may partially account for the firmness. 

Linseed oil, raw, city brands, is $1.22 in 5 or more bbl. 
and $1.23 per gal. in less than 5 bbl 

State and western oil ranges from $1.17 to $1.20 per gal. 
for nearby delivery. For delivery during winter and spring 
months the same sellers would probably discount the above 
rates say 2c. r gal., or from January to June next $1.15 
and up to $1.17 and $1.18 per gal., according to seller 

CopPerR.—Copper sheets are still on the basis of 35c. 
base per lb. Bare copper wire, for electrical purposes, 
carloads, mill shipments, is 29%c. base per lb. Mills 
are busy but not on new orders, the activity being prin- 
cipally on old contracts rather than new demand. Such 
current business as is being done is principally of the 
pick-up order and where consumers must have material. 


WHITE LEAD AND OxipEs.—The National Lead Com- 
pany, 111 Broadway, New York, under date of Sept. 20, 
quotes the following revised prices in net weight pack- 
ages, namely: White lead, dry and in oil, in kegs of 
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12% lb., 13c.; 25 and 50 Ib., 12%c.; 100, 250 and 500 
Ib., 12%c., and 1 to 5 lb. cans, 14%c. Dutch Boy, red 
lead in oil, in kegs of 12% lb., 138%c.; 25 and 50 Ib., 
13%c.; 100 lb., 13c., and 1 to 5 Ib. cans, 15c. Red lead, 
dry, kegs of 12% lb., 13%c.; 25 and 50 lb., 13c., and 100 
Ib., 12%c. per lb. Litharge in kegs of 12% lb., 13%c.; 
25 and 50 Ib., 13c., and 100 Ib., 12%c. 


These prices are f.o.b. New York and on lots of 500 
Ib. or more prices are %c. per lb. less than the above 
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quotations, subject to 2 per cent discount for cash in 
15 days from date of invoice or 60 days net. 


Saws.—E. C. Atkins & Co., Indianapolis, Ind., now 
quote saws as follows, namely: Circular, 10 per cent; 
band, 20 and 5 per cent; butcher, 25 per cent; cross- 
cuts, one-man crosscuts, narrow crosscuts, hand, rip 
and panel, miter box and compass, all list net; mulay, 
mill and drag, 10 per cent, and wood saws, 20 per cent 
discount from list. 


CHIC 


Office of HARDWARE AGE, 
Chicago, Sept. 22, 1917. 


FAVORABLE weather for fall has stimulated busi- 
ness to such an extent that sales of all seasonable 
goods have been beyond expectations. The price on 
copper fixed by the government, 23% cents per pound, 
has proved entirely satisfactory to most of the trade 
despite the disappointment of some mills that had hoped 
for 25 cents. The Chicago jobbers were naming prices 
of from 26% cents to 27% cents per pound previous to 
the announcement. The delay in naming a price on 
steel has had a tendency to curtail orders. New prices, 
however, are expected this coming week. Open-hearth 
billets are being quoted at Pittsburgh from $70 to $75 
per ton.’ ‘ 


The manufacturer is finding it difficult to keep his 
production up to requirements, as the shortage of labor, 
fuel and transportation facilities are proving to be a 
big handicap. 


Collections are much in excess of the corresponding 
period of 1916. According to R. G. Dun & Co. money 
now is of greater value than in a long time past, and 
there is abundant opportunity for its employment in 
ordinary channels. Yet there is no apprehension that 
a period of stringency impends or that legitimate de- 
mands cannot be accommodated. 


Heavy payments and a rise in discount rates, in 
response to enlarging demands for money, indicate that 
business in the general sense is preparing for a 
further advance. 


ScruB BRUSHES.—There has been a general advance 
in scrub brushes and the demand has been exceedingly 
heavy due to fall cleaning. 


We quote from jobbers’ stocks, f.o.b. Chicago: Common 
scrub brushes white Tampico, No. 50, 55c. per doz.; No. 40, 
65c. per doz. Drake, $1.15 per doz.; Swan, $1.45 per doz. ; 
Crocodile, $1.75 per doz. 

WASH BOoILERS.—Sales on wash boilers have been 
fair and stocks are rather light. A general advance in 
prices was made this last week. 


We quote from jobbers’ stocks, f.o.b. Chicago: Tin boilers 
with copper bottom, No. 178, $25.50 per doz.; No. 179, $27.50 
per doz.; all copper boilers, No. 8, $52 per doz.; No. 9, $55 
per doz.; galvanized boilers, No. 118, $18.75 per doz; No. 119, 
$20 per doz. 

Stove SHOvELS.—A general advance of about 10 per 
cent in stove shovels was put into effect this last week. 
The demand is good and stocks are fair. 


We quote from jobbers’ stocks, f.o.b. Chicago: No. 900, 
round rolled handle, 45c. per doz.; No. 100, double oval 
handle, $1.30 per doz.: No. 800, black japan one-piece steel, 
50c. per doz.; No. 16, double nickel plated, $2.25 per doz. 

ASH SIFTERS.—The continued demand for ash sifters 
has made it almost impossible for the jobber to keep 
his stock up to normal. There was an advance of about 
10 per cent this week. 


We quote from jobbers’ stocks, f.o.b. Chicago: Plain wood 
with black wire, $1.20 per doz.; plain wood with galvanized 
wire, $1.60 per doz.: the wooden sifter, especially adapted for 
barrels No. 06, $3.85 per doz.; galvanized barrel sifter, No. 
104, $3.36 per doz. 


LANTERNS.—Owing to the shortage of labor and raw 
material lantern manufacturers have increased their 
prices on lanterns. Jobbers report their stocks are fair 
and sales are very satisfactory. 


We quote from jobbers’ stocks, f.o.b. Chicago: No. 242, 
tubular, $7.30 per doz.; side lift lanterns, No. 240, $6.75 per 
doz.; the large size cold blast, No. 2, $11.50 per doz.; Ko. 
299, tubular dash lantern, $10.25 per doz. 


Coat Hops.—An unusual demand for coal hods has 


been created by the recent cold weather. Jobbers report 
that their stocks are running low and sales are satis- 
factory. 

We quote from jobbers’ stocks, f.o.b. Chicago: Common 
japan open coal hod, 15-in., $3.25 per doz.; 16-in., $3.50 per 
doz. ; 17-in., $3.90 per doz. ; 18-in., $4.35 per doz. ; 20-in., $5.85 
per doz. Japan funnel top, 17-in., $4.95 per doz.; galvanized 
open top, 16-in., $9 per doz.; 18-in., $9.60 r doz. Common 
galvanized open, 16-in., $5.55 per doz.; 17-in., $6 per doz. ; 
18-in., $6.50 per doz.; 20-in., $8.25 per doz. Funnel top gal- 
vanized, 17-in., $7.40 per doz.; 18-in., $8 per doz. 

Rore.—The manufacturers of rope report that gen- 
eral conditions, such as the increase in freight rates, 
shortage of labor, and shortage of hemp, have forced 
them to advance the price on Manila rope 2c. per pound; 
No. 1 sisal has been advanced 1c. per pound, while 
No. 2 remains the same as last reported. Jobbers 
report that their sales on rope are light, but that the 
manufacturer has been kept busy filling government 
contracts. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 1 manila 
rope, 33%4c. per lb. base; No. 2 manila rope, 32%c. per Ib. 
base; No. 3 manila rope, 28%4c. per lb. base; sisal rope No. 1, 
23\%4c. per Ib. base; sisal rope No. 2, 204c. per Ib. 

LINSEED O1L.—Owing to a shortage in flax the manu- 
facturers of linseed oil have been forced to put their 
prices up lc. per gallon. Stocks are very good and 
sales reported light. 

We quote to retailers from jobbers’ stocks, f.o.b. Chicago: 
Strictly pure old process linseed oil in carload lots raw, $1.19 
per gal.; boiled, $1.20 per gal. In single barrel lots, raw, 
$1.24 per gal.; boiled, $1.25 per gal. 

O1Ls.—Wholesale prices for single barrel lots, f.o.b. 
Chicago, are as follows: 

Gasoline, 2lc. per gal.; naphtha, 20%c. per gal.; turpen- 
tine, 49c. per gal.; denatured alcohol, $1 per gal.; wood 
alcohol, $1.25 per gal. 

WEATHER Strip.—Jobbers have practically completed 
all shipments of orders taken early in the season from 
the dealers. Prices are higher than those of last year 
and stocks are fair. 

We quote from jobbers’ stocks, f.o.b. Chicago: Wood and 
felt, 5g-in. wood, $1.43 per 100 ft.; %-in., $1.43 per 100 ft.; 
15¢-in., $2.85 per 100 ft. 

STeeL SHEETS.—The steel market has eased up to 
some extent. Government requirements for the time 
being have been taken care of. Jobbers report that they 
are receiving better deliveries, but are ordering con- 
servatively until the price has been fixed on steel. Prices 
are the same as last reported. 

We quote from jobbers’ stocks, f.o.b. Chicago: 28-gage 
galvanized sheets, $11 to $11.50 per 100 lb.; 28 gage black 


sheets, $9 to $10 per 100 lb.; No. 10 blue annealed, $9.55 to 
$10 per 100 Ib. 


GARDEN TooLs.—By the size of the orders that the 
retailers are placing with the jobbers for next season’s 
requirements large sales of garden tools seem to be an- 
ticipated. Jobbers have been placing exceptionally 
heavy specifications with the manufacturer. Prices are 
firm but remain the same as last reported. 


We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Manure forks, best grade, long handled, four tines, with 
plain ferule, $9 per doz.; with strap ferule, $10 per doz. ; five- 
tine forks, plain ferule, $11.60 per doz.; strap ferule, $12.50 

r doz.; long handled, six-tine forks, with plain ferule, 
$13.40 per doz.; strap ferule, $14.35 per doz.; No. 2 Green- 
leaf spading shovels, $9.75 per doz.; Midlothian seconds, $9 
per doz.; best grade, four-tine spading forks, $9.90 r doz. : 
cheaper grade, $7.25 per doz.; malleable rakes, 14-in., $3.40 
per doz.; steel bow rakes, 14-in., $6.05 per doz.; wire lawn 
rakes, 24 teeth, $5.50 per doz.; wood lawn rakes, 20 teeth, 
$3.75 per doz.; standard garden hoes, best grade, $8.25 per 
doz., cheap hoes and riveted handles, $3.10 per doz.; ladies’ 
hoes, $4.80 per doz. 

Pouttry NEtTTING.—Jobbers 


have booked many 
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orders for spring shipment of poultry netting. They 
. are confining their price strictly to the new list. 


We quote from jobbers’ stocks, f.o.b. Chicago: Discount 
of 45 per cent on galvanized after weaving, and 50 per cent 
on galvanized before weaving, from the new standard 
adopted roll prices. 


APPLE PARERS.—This season has set a new low re- 
cord for sales in apple parers, from the manufacturer’s 
standpoint. Jobbers, however, carried over large stocks 
last season and have been able to practically clean up 
their stocks this fall. Prices remain as last quoted. 


Reading No. 78, $9.60 per doz.; Goodell’s White Mountain, 
$5.75 per doz. ; Goodell's Turntable, $8 per doz. 


Screws.—The price of screws remains the same as 
last reported, with little if any change in the situation. 
The demand is nearly normal, especially from the re- 
tailer’s standpoint, while manufacturers are using im- 
mense quantities. Jobbers report that deliveries from 
the factory are very slow. 


We quote from jobbers’ stocks, f.0.b. Chicago, as follows 
Flat head, bright screws, 70-10-10; round head blued, 65-10- 
10; flat head brass, 42%-10-5; round head brass, 40-10-5. 


NuTs AND Bo.tts.—Jobbers report that their sales of 
nuts and bolts are extremely heavy for this time of 
the year and that deliveries from the mills are slow. 
Prices remain firm and stocks are very light. 


We quote to retailers, f.o.b. Chicago, from jobbers’ stocks, 
as follows: Machine bolts, up to % x 4 in., 40-10 per cent dis- 
count ; larger sizes, 30 per cent discount; carriage bolts, up to 
% x 6 in., 40 per cent discount; larger sizes, 25 per cent dis- 
count; hot pressed nuts, square, $2.60, and hexagon, $2.60 off 
per 100 lb. Lag screws, 45 per cent discount. 


PLATES AND BarRs.—The general trend of business is 
toward conservatism as the manufacturers and jobbers 
are waiting for the government to fix a price on steel 
before they will place large orders with the mills. 
Prices are as last reported. 


We quote from jobbers’ stocks, f.o.b. Chicago, on soft steel 
bars, $4.50 per 100 Ib.; bar iron, from $4.50 to $5 per 100 Ib. 
Plates at $10 per 100 Ib. 


FILEs.—Sales of files to mechanics and to factories 
continue heavy. Sales to carpenters and contractors, 
however, are light. Prices remain the same as last re- 
ported. 


Nicholson files, 50-10-2145 : New American, 60-714 ; Disston, 
50-10-5; Black Diamond, 50-10. 


PAINTS.—Sales of paints for the past week are re- 
ported heavier than at any time this season. Jobbers’ 
stocks are good and prices remain firm. 


No. 1 house paint, $2.80 per gal.; second grade, $2.25 per 
gal.: third grade, $1.50 per gal. 


WirE CLoTH.—Orders for wire cloth are only taken 
subject to new prices which the manufacturers expect 
to put into effect the last of October. Therefore sales 
are very light. Jobbers have carried over very small 
stocks and are quoting subject to stock on hand as fol- 
lows: 


We quote from jobbers’ stock only f.o.b. Chicago as follows: 
Black Galvanized 


iS ae pied kee Se Ooh ee $1.90 $2.45 per 100 sq. ft 
Pn EE So id x b.0 0.06 SO Rh ERE O OES 2.95 3.35 per 100 sq. ft 
BO a nee thinness seneabedes 3.75 4.25 per 100 sq. ft 


Bars WirE.—The demand for barb wire has been ex- 
ceptionally heavy. Farmers are coming into the mar- 
ket and buying for fence work. Orders from the gov- 
ernment are being placed. Stocks are extremely low 
and deliveries from the mills are reported slow. 


We quote from jobbers’ stocs, f.o.b. Chicago, as follows: 
Painted barb wire, in less than carload lots, $4.10 per 100 Ib. ; 
galvanized, $4.80 per 100 Ib. 


Tin PLaTeE.—The condition in tin plate shows no 
signs of a change. Jobbers have light stock. Deliv- 
eries from the mills are slow and the demand is about 
normal. 


We quote from jobbers’ stocks. f.o.b. Chicago, as follows: 
20 x 28 IC tin, 200-Ib. boxes, at $24. A better grade, 214-Ib. 
boxes at $29. 20x 2S IX tin plate, cheaper grade, at $26.75; 


PITTS 


Office of HARDWARE AGE, 
Pittsburgh, Sept. 24, 1917. 
UP to the time of this report no word had come from 
the Government as to what prices it is going to 
name on steel products. The Government last week 
fixed a price of 23% cents per lb. on copper, which is 
regarded by everybody in the trade, producers and con- 
sumers alike, as being a very fair price, and one that 


17 


better grade, 270-lb. boxes, at $28.00. 20-Ib. coating, Amer- 


ican A old style, at $26.75 

Wire Naits.—In the wire nail market no change 
from a week ago can be reported. Jobbers report that 
their stocks, while below norm«l, are better than they 
have been for some time, that the deliveries from the 
mill are fair and that the transportation facilities have 
had a tendency to lengthen time of deliveries. 


We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Common wire nails, $3.95 per keg base; cement coated nails, 
$4.25 per keg base. 


Stove Pipe, ELBOws AND DAMPERS.—Increased sales 
this last week have been recorded by the jobbers. 
Dealers report that their stocks are running low and in 
a very short time they will be in the market for further 
requirements. Prices remain the same as last reported. 


We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Peerless X, blued stovepipe, nested, 6 in., $17.75 per hundred ; 
6-in. blued corrugated elbows, $2.20 per doz.; adjustable, 
$1.90 per doz.; 6-in. dampers, regular, 90c. per doz. 


SasH WEIGHTS.— While the demand for sash weights 
has been light, it seems that manufacturers have been 
bending their efforts toward other lines and there ap- 
pears to be a shortage. Prices vary from $41.00 to 
$45.00 per ton. 


We quote from jobbers’ stocks, f.o.b. Chicago: In ton lots, 
sash weights, $40 per ton; in smaller lots, $41 per ton. 


SoLpER.—No change is recorded in the solder 
situation and jobbers are quoting same as last reported. 
The demand is comparatively light. 


Warranted half and half solder, 41c. per Ib.; No. 1 plumbers’ 
solder, 39c. per 1b. 


Tacks.—Sales of tacks are reported to be lighter 
than those of last week, but are well around normal. 
There is no change in the market condition. 


Upholsterers’ tacks, 6 oz., 25-lb. boxes, 17c. per Ib.; bill 
posters’ tacks, 6 oz., 25-lb. boxes, 16%c. per Ib. 


GALVANIZED Paits.—Sales this last week are re- 
ported satisfactory. Jobbers have received several 
shipments and have practically cleaned up all back 
orders. Prices remain the same as last reported. 


Jobbers are quoting the common pails as follows: 10 qt., 
$3.40 per doz.; 12 qt.,. $3.75 per doz.; 14 qt., $4.10 per doz. 
Standard galvanized stock pails, 14 qt., $5.95 per doz.; 16 
qt., $6.50 per doz. ; 18 qt., $7.70 per doz. ; 20-qt., $8.75 per doz. 


WHITE LEAD.—The demand for white lead has been 
heavy this last week and satisfactory sales have been 
recorded. Jobbers have fair stocks. 


We quote from jobbers’ stocks, f.o.b. Chicago, Carter's 
white lead, in 100-Ib. lots, $13.25 per 100 Ib 


GLAss.—There has been no change in the glass mar- 
. . . 
ket since last reported. Jobbers stocks are running low 
and the demand is light. 

We quote from jobbers’ stocks, as follows: Single strength 
A. first 3 brackets to 40-in., 80 per cent off; all sizes over 
40-in., 85 per cent off; all sizes of double strength AA, 86 
per cent off. 

Stove Boarps.—The demand for stove boards con- 
tinues. Jobbers stocks are running low. Prices remain 
firm and are the same as last reported. 

We quote from jobbers’ stocks, f.o.b. Chicago: In broken 
case lots, erystal stove board, 24-in. x 24-in., $8 35 per doz. ; 
30-in. x 30-in., $13.80 per doz.; 36-in. x 36-in., $20.30 per doz. 

ScaLes.—Satisfactory sales of scales have been re- 
ported the past week and the demand continues to be 
heavy. Prices are the same as last reported. 

We quote from jobbers’ stocks, f.o.b. Chicago: Family 
scales without scoop, $1.75 each; family scales with scoop, 
$1.95 each; spring balance 25 Ib., $3.75 per doz.; 50 Ib., $7.50 
per doz. 

Foop AND VEGETABLE SLICERS.—There seems to be no 
letup in the demand for food and vegetable slicers and 
jobbers report that their stocks are being rapidly de- 
pleted. Prices are the same as last reported. 


We quote f.0.b. Chicago from jobbers’ stock: No. 5 food and 
vegetable slicer, $20 per doz. 


URGH 


will allow the copper smelters a good profit. If the 
Government is as liberal with prices of steel there will 
be no complaints, and the steel trade can again go for- 
ward feeling that the Administration is friendly. No 
one believes that the Government will try to fix steel 
prices to domestic consumers, as this has long been 
regarded as not feasible. The steel trade has suffered 
much while waiting for the Government to declare it- 
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self, and business has been almost at a standstill since 
the investigation into steel costs was started. 

It was found that costs of making steel by the dif- 
ferent interests varied a great deal, and that a fixed 
price that would allow a large interest like the United 
States Steel Corporation a fair profit, would not cover 
the actual costs of some of the smaller makers. 

It is known that stocks of goods everywhere are low. 
Consumers have not been buying a pound of material 
they could do without. A general impression exists 
that the crest in prices has not only been reached, but 
has been passed. Buyers are placing orders conserva- 
tively. 

Sales of pig iron and steel billets have been made at 
relatively low prices and for quick shipment. One lot 
of 2000 tons of basic iron has been sold at $42, at Valley 
furnace, which is about $6 per ton lower than what was 
regarded as the regular market price. There has also 
been a sale of 3000 to 4000 tons of 4 x 4-in. open-hearth 
billets for export to Italy at the basis of $60, Pitts- 
burgh. This price shows a decline of fully $40 per ton 
over the high price reached on billets two months ago. 
Nearly all forms of finished steel are showing lower 
prices, and it is believed the decline has started. 

Galvanized sheets are off about $5 per ton under the 
highest price reached, and prices on blue annealed and 
Bessemer black are none too strong. In fact, the 
tendency on all kinds of finished steel seems to be to 
lower values. The whole market may be lower before 
any heavy orders will be placed. 

General conditions in the hardware trade are the 
same as noted in this report for four or five weeks past. 
The volume of business is not as heavy as usual at this 
time, the retail hardware trade showing a strong dispo- 
sition to buy only such quantities as are absolutely need- 
ed to take care of their trade. The abnormally high 
prices ruling on nearly all goods is undoubtedly discour- 
aging new buying. While consumers who buy goods of 
the hardware trade are making big money they are in- 
clined to balk at paying the prices asked for the goods 
that they use in their homes. 

Once the steel prices are named and general business 
starts off again, it is believed that the hardware trade 
will soon show betterment. 

Collections are reported fair, but money has tightened 
up lately and loans are harder to secure. 


WIRE Propucts—The Government has again been a 
buyer of wire nails, taking about 15,000 kegs at the 
price of $3.20 base, per keg, Pittsburgh’ This is the 
price that the American Steel & Wire Company has 
been charging for some months, but the independent 
mills have been quoting $4 for some time. It is ad- 
mitted, however, that very few nails were sold at’ $4, 
as the trade was pretty well covered at the $3.20 and 
the $3.50 prices, and the independent mills are running 
mostly on orders at $3.50 at mill. The new demand for 
wire nails and wire is dull, and specifications against 
contracts are not very active. 

It is believed that before long the independent mills 
will lower their prices, but nothing official on this has 
been given out. The export demand is good. Wire 
nails for export are bringing at least 50 cents per keg 
more than is being obtained from domestic consumers. 
Independent mills continue to quote as follows: 

Wire nails, $4 base per keg; galvanized, 1 in. and longer, 
including large-head barb roofing nails, — an advance 
over this price of $2, and shorter than $250 Bright 


basic wire is $4.05 per 100 Ib.; BF pt al Nos. 6 
to 9, $3.95; galvanized wire, "$4.65; galvanized barb wire 
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and fence staples, $4.85; painted barb wire, 4 15; polished 
fence staples, $4.15; cement-coated nails, $3.9 these 
prices being subject to the usual advances i the smaller 
trade, all f.o.b. Pittsburgh, freight added to point = yp etl 
terms 60 days net, less 2 per cent off for cash in 10 days. 
Discounts on woven-wire fencing are 43 per cent oft list for 
carload lots, 42 per cent off for 1000-rod lots and 41 per cent 
off for smaller lots, f.o.b. Pittsburgh. 


Cut Natts—The former price of $4.65 on cut nails 
is being shaded at least 25 cents per keg, and perhaps 
more. The new demand is dull, and buyers are buying 
only such quantities of cut nails as they must have, 
believing that prices will be lower. 

We quote cut nails at $4.40 to $4.65 base, per keg, at mill, 
in carload lots, retailers charging $4.75 to $5 for small lots 
from store. 

TIN PLATE—There is not much new demand for tin 
plate, as the mills are sold up for all of this year. Some 
of the mills have all the orders they can turn out up 
to April, 1918. It is fully believed that the output of 
bright plate this year will be amply large to meet the 
demands for packers of perishable foods. On the cur- 


rent demand mills are getting from $12 to $15 per base 
box at mill, for what are known as primes. 


The new prices on terne plate, in effect by nearly all the 
mills, are as follows: 8-lb. coating, 200 lb., $16 per package; 
S-Ib. coating } AF 4 » $16.30; 12-lb. coating, L. C., $17.50; 15-Ib. 
coating, I. C $18.2 25; 20-lb. coating, I. C., $19; 25-lb. coating. 
I. C., $20; 30-Ib. coating, I. C., $21; 35-lb. —— 

22; 40-lb. coating, I. C., $23 per package, all ~y a Pitts. 
burgh, freight added to point of delivery. 


IRON AND STEEL Bars—As before noted prices on 
both iron and steel bars are lower. The new demand is 
not as active as it was some time ago. The mills are 
also making better deliveries, indicating that they are 
catching up on back orders to some extent. 

Steel bars at 4c. to 4.50c. for delive late this year, and 
4.50c. to 5c. from warehouse, in umeil tote for prompt ship- 


ment. Refined iron bars, 4.75c.; railroad test bars, 
carload and larger lots f.o.b. mill 


5.25¢c. in 


SHEETS—The new demand is showing some falling 
off. Mills that some time ago would not quote are now 
in the market for new orders, and are promising fairly 
prompt shipments. Prices on galvanized sheets are 
possibly $5 per ton lower, and have sold lately as low 
as 9.50 cents, Pittsburgh, in good size lots. Prices 
being charged to the domestic trade in carloads and 
larger lots for such deliveries as the mills can make 
are about as follows: 

Nos. 9 and 10 blue annealed sheets are ruling at 8.25c. to 
8.50c., No. 28 Bessemer black 8.50c. to 9c., and No. 28 gal- 
vanized 9.50c. to 10c. in carloads and larger lots to the 


large buyers. For small lots from store the usual advances 
over these prices are charged. 


NuTs AND Bo_ts—Makers report the new demand 
dull, buyers evidently believing that prices are going 
to be lower, and are buying only such quantities as they 
absolutely require. Prices are reported to be firm. 


Dfscounts in effect for large buyers are as follows, delivered 
in lots of 300 lb. or more, when the actual freight rate does 
not exceed 20c. per 100 Ib., terms 30 days net, or 1 per cent 
for cash in 10 days. 

Carriage boots, small, rolled thread, 40 per cent, small cut 
thread, 35 and 2% per cent; large, 25 per cent. 

Machine bolts, h. p. nuts, small, rolled thread, 40 and 10 
per cent; small, cut thread, 40 per cent; large, 30 per cent. 

Machine bolts, c. p. c. and t. nuts, small, 30 per cent; 
large, 20 per cent. Bolt ends, h. p. nuts, 30 per cent with 
c. p. nuts, 20 per cent. Lag screws (cone or gimlet point), 
45 per cent. 

Nuts, h. p blank, $2.10 off list, and tapped, +. " off ; 
hex. blank, 1. 90 off, and tapped, $1.70 off; nuts, c. 

+ blank, $1.70 off; and tapped, $1.50 off; hex. b 
and tapped, $1.40 off. Semi-finished hex. nuts, § 
Finished and case-hardened nuts, 


per cent. 50 and 10 per 


cent. 
Rivets 7/16 in. in diameter and smaller, 40 per cent 


BOSTON 


Office of HARDWARE AGE, 
Boston, Sept. 22, 1917. 

HE hardware market is now in such a condition 

that little of news interest is found. This does not 

mean that there is any diminution in the troubles from 

which the trade has been suffering for so many months. 

In some respects these troubles are increasing rather 
than diminishing. 

The wire nail situation alone is increasing the gray 

hairs and sleepless nights of both retailers and jobbers, 


and in some other lines of business trade is almost at a 
stand-still because of the high prices prevailing. 

The wire nail situation is really critical because, 
while the demand is hardly up to normal at this sea- 
son of the year, the scarcity of nails is even more pro- 
nounced, Leading jobbers are holding rigidly to the 
$4 price which was established with the belief that the 
big interest in the wire nail business would keep up 
an adequate supply for the distributors’ regular cus- 
tomers. This happy condition, however, has never come 
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about and there is no evidence that it will come about 
soon. It is expected that when the cantonment building 
- program is completed a more liberal supply of nails 
will be available for this territory. A few jobbers are 
selling some nails made by the independents and can 
secure almost any price they ask for the common sizes. 
The market for these independent nails is about $4.75 
per keg base. 

The cut nail situation shows no improvement and 
the loss of the Williamsport plant has had a marked 
effect upon the supply available in New England. The 
only local manufacturer, the Tremont Nail Co., has a 
fluctuating output and has been of no material help in 
the present shortage. 

Business continues good and on the seasonable lines 
is practically normal in spite of high prices. Stocks are 
still fairly well maintained, but bare shelves continue to 
rule on some of the lines. The railroad situation cer- 
tainly is not promising and transportation difficulties in 
the last two or three weeks have been increasing 
steadily. 

Speculative building is almost unheard of and sales 
of the cheaper grades of building hardware are few and 
far between. The paint trade is very slow, as the 
great increase in cost has caused many people to put 
off their usual fall painting. 

Trade in window glass is fair and the supply going 
for repair work is at least normal and, in an industrial 
section like this, gives quite a volume of trade in ordi- 
nary window glass. Prices are unchanged as yet, but 
there seems to be a general feeling that another ad- 
vance will be forthcoming at almost any time. 

Putty has been advanced 10 per cent, and paint 
brushes are also up about 10 per cent, the advance 
varying on the different sizes. 


REVOLVING ASH SIEVES.—Practically all makes of re- 
volving ash sieves have been advanced another 10 per 
cent, following two or three previous advances. The 
largest advance is on the Hill Clothes Dryer Co.’s 
“Hustler” brand, the No. 1 size of which is now quoted 
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at $5.50 and the No. 2 size at $7.25. Sales on early 
winter goods are making a good showing in spite of the 
advancing prices 


TARRED PAPER—Following the recent advances in 
single ply tarred paper, two ply is now quoted at $1 and 
three ply at $1.40. 


STEEL AND IRoN—There have been no changes in the 
prices of steel and iron, and no basis has been discovered 
for prophecy as to the future trend of these lines. 
Stocks are still in the same condition that has been 
prevailing for a long while and the demand is more or 
less erratic. 


We quote from jobbers’ stocks: Soft steel] flat bars, bands, 
stock lengths, base, 100 Ib., $5.50; rounds and squares, 1% in. 
and under, $5.50; rounds and squares, 2 in. and over, $6; 
angles and channels, 3 in. and under, base, 100 Ib., $5.50; 
tees under 3 in., $5.75; tees, 3 in. and over, $7. American 
calking steel, full bundles, base, 100 Ib., $6.75; broken bundles, 

7.25; tire steel, 14% x % in. and larger, $5.65; thinner or 


narrower, $5.90; cold rolled steel, rounds up to 1 15/16 in., 
list plus 20 per cent; squares and hexagons, list plus 25 per 
cent. 

We quote from jobbers’ stocks: Hoop iron, base, 100 Ib. 
$8.25; h. & p. best iron, flats, round and square, $5.75; ovals, 


half ovals, vels and half rounds, $7; refined iron, $5.50; 
Norway iron, $12. 


GALVANIZED Bars—We quote from jobbers’ stocks: 


Galvanized bars, flat, 1 in. x 3/16 in, 12 ft. long, per 100 
Ib.. $9; 1 in. x & in., 16 ft. long, $8.80: 14% x \& in., 16 ft. 
long, $8.80; round, % in., 18 ft. long, $8.80; %& in., $8.70; 
™% in., $8.60. 


BoLTs AND Nuts—We quote from jobbers’ stocks: 


Machine bolts with h. p. nuts, 4 in. x % in. and smaller, 
20 per cent discount; larger and longer, 15 per cent discount: 
machine bolts with s. f. nuts, same as with h. p. nuts less 10 
per cent, plus semi-finished nuts at 45 per cent discount. Com- 
mon carriage bolts, 6 in. x % in. and smaller, 20 per cent 
discount ; larger and longer, 10 per cent discount. Stove bolts, 


1000 lots, 55 per cent discount. Bolt ends, 10 per cent dis- 
count. Semi-finished nuts and finished case hardened nuts, 
45 per cent discount; C t. & d. or h. p. nuts, blank or tapped, 
200-Ib. kegs, list. 


RIVETS AND WASHERS—We quote from jobbers’ stocks: 

Norway iron rivets, 30 per cent discount; structural rivets, 
base per lb., 6.35c.; malleable washers. base per lb., 9c.: cast 
washers, base per Ib., 4%4c.; cut washers, 200-Ib. kegs, 3c. 
off list. 


CLEVELAND 


Office of HARDWARE AGE, 
Cleveland, Sept. 26, 1917 

ALTHOUGH jobbers report a little easing up in some 

lines, conditions in the hardware trade continue sat- 
isfactory. Both city and country retail dealers are do- 
ing a good volume of business and are buying freely to 
replenish stocks, but are following a very conservative 
policy and placing orders for only small lots. 

A disposition is noted among both jobbers and re- 
tailers to cut down surplus stocks, fearing that Gov- 
ernment regulation of steel prices may bring about a 
reduction of prices to all consumers and result in a 
lowering of prices in manufactured articles. 

While some price advances are being made every day, 
these are almost entirely on items on which prices have 
not been marked up for a long time, and higher prices 
are necessitated by the advance in the cost of material 
and labor since the last prices were established. How- 
ever, on a large number of lines, prices apparently 
reached the top some time ago and manufacturers show 
no disposition to make further advances. In fact, in 
some cases jobbers report that they are able to win 
some slight concessions which they could not have se- 
cured a few weeks ago. 

Deliveries appear to be getting worse on various 
lines, for which there is a demand from the Government, 
or which are made in plants that are engaged in Gov- 
ernment work. Among the lines that are affected by 
the Government demand are mechanics’ tools. Manu- 
facturers are having great difficulty in getting de- 
liveries on twist drills and files. Building work is not 
as active as some time ago and the demand for builders’ 
hardware and also for carpenters’ tools has eased up. 

Retail dealers generally report an improvement in 
business in the last week or two. There is a very good 
demand for house furnishings, window glass and parts 
for stove and furnace repair work. Dealers doing sheet 
metal work are crowded with this class of work. The 


hunting season in Ohio has opened and guns and ammu- 
nition have commenced to move. The supply of guns 
is not plentiful and dealers say they will be unable to 
replenish their stocks should they sell out all they have 
on hand. 

Pipe AND FittTincs.—There is a heavy demand for 
pipe and fittings and deliveries are from six to eight 
months behind on large,sizes of wrought iron pipe. 
Prices are firm on both wrought iron and soil pipe and 
certain sizes of the former would probably bring 
premium prices if they could be secured for early de- 
livery. 

RANGE BorLers—There is a good demand for range 
boilers which are scarce. After the sharp advance of 25 
per cent in prices last June, prices were for some time 
irregular beause of cutting by jobbers who had low 
priced stocks, but it is stated that this shading of prices 
has disappeared. 


Jobbers quote standard range boilers of 39-gal. capacity 
at $13.50 to retailers who engage in plumbing lines 


GALVANIZED, ENAMEL AND TIN WARE—There is a 
good demand for galvanized, enamel and tin ware and 
prices are unchanged. Deliveries are still bad, but 
some manufacturers are making better shipments on 
some lines of goods than they have been recently. 

SprING HInNcEs—Jobbers are taking orders for early 
spring shipments for screen door spring. hinges and 
door springs. Prices are being named for early spring 
shipment, but not for the latter part of spring de- 
livery, as there is a possibility that prices will be ad- 
vanced. 


Jobbers quote standard cast spring hinges at $12.50 per 
gross. 


Ice CREAM FREEZERS—Leading manufacturers have 
made a 10 to 15 per cent advance on ice cream freezers 
and the new prices are only for prompt acceptance. 
Manufacturers have only limited supplies of freezers 
and may make another advance shortly. 
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ADJUSTALLE THIMDELES—There is a heavy demand for 
adjustable thimbles at this season of the year and the 
price has been advanced to 30 and 10 per cent discount. 

CHAIN—Chain makers report business from the hard- 
ware trade as rather light at present, but are getting 
a very heavy volume of orders from other sources in- 
cluding the Government, manufacturers, and export 
orders. No change in manufacturers’ prices is expected 
this year, but jobbers who did not follow the last manu- 
facturers’ advance have marked up prices on galvan- 
ized pump chain 75c. per 100 lb. This chain is now 
quoted at 8%%c. per Ib. 

ALUMINUM WARE—Manufacturers of aluminum goods 
report that their sales of utensils used in canning work 
have been very heavy during the present season. How- 
ever, it is now between seasons and the demand has 
dropped off. The price of aluminum has eased off 
somewhat, but prices of aluminum ware are firm. 


POLISHING AND DusTING Mops—There has been a 
heavy call during the past few weeks for polishing and 
dusting mops. These have not changed in prices, al- 
though the material used in their manufacture has gone 
up. However, an advance in prices is not improbable. 

STOVES AND ACCESSORIES—Some manufacturers have 
advanced prices on gas heating stoves 10 per cent. 
There is a heavy demand for gas stoves, stove boards, 
pipe, elbows, dampers and floor registers. 

THERMOMETERS—Taylor Bros. have advanced prices 
about 10 per cent on thermometers and have withdrawn 
the cheaper grades from the market, as these are im- 
ported and cannot be secured at the present time. 

HATCHETS—An advance of about 25 per cent has 
been made on the Hammond line of hatchets. 

CooKING STOVES AND OVENS—A sharp advance has 
been made on ovens and oil cooking stoves. Jobbers 
are now taking orders for these for early spring de- 
livery. 

STEEL Goops—Dealers are placing heavy buying 
orders for all steel goods such as forks, hoes, rakes 
and other farm and garden tools for early spring de- 
livery. 

Snow SHOvELS—Anticipating a heavy demand for 
snow shovels, jobbers are laying in large stocks. Last 
winter the retailers’ stocks of snow shovels were about 
cleaned out. 
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Twist Dritts—The demand for twist drills is heavy 
and manufacturers crowded with Government orders 
are as far behind on deliveries as ever. 


Jobbers quote standard carbon drills at 40 per cent off the 
list, and reamers at 20 per cent off. 


SHEETS—Consumers are buying for only immediate 
needs, so that the demand is light. Prices are un- 
changed. 

Jobbers’ prices to retailers are as follows: No. 28 black, 
9c. ; No. 28, galvanized, llc.; No. 10 blue annealed, $c. 

NAILS AND WirRE—There is a steady demand for both 
nails and wire, and prices are unchanged. 


Jobbers’ prices for less than carload Jots are as follows: 
Wire nails, $3.75 per keg; galvanized wire, $5.20 per 100 Ib.; 
galvanized barb wire, $5.25 per 100 lb.; No. 9 annealed wire, 
$4.50 per 100 Ib. 


Bots, NUTS AND RiveTs—The demand for bolts and 
nuts appears to have improved recently and prices 
which have been somewhat irregular are firm. A 5 
percent advance has been made on stove bolts. 


Jobbers’ prices to the trade are as follows: Machine bolts 
in small sizes, 40 per cent off list; large sizes, 30 to 5 per cent 
20 and 10 per cent off; stove bolts, 60 and 10 per cent off; 
coach screws, 40 and 5 per cent off; nuts, hexagon and square 
blank and tapped, $2 off; rivets, 7/16 in. and smaller, 25 
and 30 per cent off for small ldts. 


BRUSHES AND BRooMS—Manufacturers report the de- 
mand for brushes and brooms very good. The trade is 
buying liberally for next spring and the volume of busi- 
ness is as heavy if not heavier than a year ago. There 
is a very active demand for stable and street brooms 
for army purposes. Much of this business is coming 
from hardware jobbing houses and retailers in the 
vicinity of barracks and cantonments. Floor brooms 
of bristle, hair and fiber are in heavy demand because 
of the high price of corn brooms. Broom fiber used in 
street and stable brooms has advanced recently and all 
broom prices show a tendency toward further advances 
because of increased labor costs. Manufacturers pre- 
dict that there will be no relief this season from the 
scarcity of broom corn and that the price of corn 
brooms will remain high. 

WIRE RopeE—Wire rope is hard to get and manufac- 
turers have advanced prices, now quoting net list price 
to jobbers. 

RoaD SCRAPERS—Owing to recent advances in prices 
by manufacturers a leading Cleveland jobbing house 
has marked up its price on No. 1 road scrapers $3, its 
present price to the trade being $10.50. 


TWIN CITIES 


St. Paul and Minneapolis. 
Sept. 22, 1917. 


C OOL weather has started everyone on fall repairs, 
to have everything in good condition for winter. 
This has stimulated sales, moving many articles that 


have been dormant for a long time. There is a slight 
increase in the number of small residences being built. 
Alterations and repairs are receiving the most atten- 
tion. Paints, glass, storm and sash hangers, some 
kinds of building paper and roofing are selling better. 
Jobbers express themselves as being somewhat dissat- 
isfied with the week’s business.’ It may be that the 
retailer has all the goods necessary and for that reason 
the jobber has suffered. 

Sales of building materials and mechanics’ tools 
have continued very light. Some have expressed an 
opinion that there will be but very little business this 
fall along these lines. Others are well pleased with 
the totals as their line does not embrace the slow items. 
Tin shops and small jobbing contractors doing repair- 
ing say they are swamped with work. 

Retailers are selling all they can expect to, and are 
buying as little as possible, reducing their stock be- 
fore inventory. The steel people are still uncertain as 
to the course of the Government and in conse- 
quence are slow to quote prices or add to their already 
overloaded order books. There is a reluctance on the 
part of buyers to order anything except really neces- 
sary goods. This makes a sluggish market. 

Retail trade is increasing with the advance of the 


season. This is prompted by necessary buying that 
has 4een delayed as long as possible. Carpenters who 
have made their old tools last for perhaps a year 
longer than they wanted to, mechanics who have waited 
for lower prices, householders who did not have some 
necessary repairs done last year, are beginning to real- 
ize that waiting for the war to end may be a tedious 
task. They are buying carefully and cautiously. 

Basic reductions cannot result in reduction of price 
on finished merchandise at the present time as manu- 
facturers are far in arrears on orders and their cost 
of manufacturing has advanced very materially. 

Lack of fuel may prove a serious handicap for in- 
dustries in this part of the country. There is a rumor 
of a strike among the dock workers and lake sailors 
on the Great Lakes and this would be a very serious 
matter just now. Coal of all kinds is low in the sup- 
ply of all industries and dealers, and a strike would 
cripple many manufacturing places that depend on coal 
for power. 

Prices show few changes for the past week. Rope 
has just advanced two cents and turpentine shows the 
usual fluctuations. More interest is being shown in 
seasonal goods by the buying public. Stoves and ac- 
cessories are taking the floor space and summer goods 
are being retired until another year. Kerosene oil 
heaters are much in demand and retailers report very 
satisfactory sales even this early in the season. Sales 
of heating stoves should be good as many people are 
attempting to cut down their expenses by occupying 
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less expensive apartments and using stoves instead of 
furnaces. Before cold weather sets in the sales of some 
form of temporary auxilliary heater should be large. 


NatiLs.—Price is still stationary with small chance of 
a radical change either way. Mill supply in some cases 
seems to be improving and stocks generally are in good 
shape due to small demand. Retail sales are slightly 
increasing, on account of repair work and a small in- 
crease in building of new houses. 


We quote from local jobbers’ stocks: Standard wire nails 
at $4.10 per keg base and coated wire nails at $4.10 per 
keg base. 


Wire.—Sales of fence wire in a retail way are some- 
what less as the farmers are turning their main efforts 
at present to the preparation for the next crop of 
wheat. A greater acreage than ever before is being 
planned and with ordinary conditions, America can 
truly “feed the world” next year. Structural wire is 
not very heavily in demand. A new turn is the use of 
12 ga. Galv. wire for tying reinforcing bars in concrete 
work, and the local market has not been able to supply 
the need properly. 


We quote from local jobbers’ stocks: Galvanized Glidden 
cattle wire, at $3.96 per 80-rod spool; galvanized Glidden hog 
wire, at $4.12 per 80-rod spool; inted Glidden cattle wire, 
at $3.41 per 80-rod spool; painted Glidden hog wire, at $3.55 
per 80-rod spool; No. 9 black annealed smooth wire, at $4.05 
per cwt.; No. 9 galvanized smooth wire, at $4.75 per cwt. 

Wire CLoTH.—With the close of the season, sales are 
almost negligible. Prices are unchanged. 


We quote from local jobbers’ stocks: 12-mesh black painted 
wire cloth, at $2 per 100 sq. ft.; 12-mesh galvanized wire 
cloth at $2.50 per 100 sq. ft. ; 14-mesh bronze wire cloth, at $10 
per 100 sq. ft. 


Tacks.—Local jobbing prices are unchanged and the 
largest call is from manufacturing interests. Retail 
sales are comparatively light. 


We quote from local jobbers’ stocks: Cut upholsterers} 
tacks at list plus 10 per cent and wire tacks at list plus 15 
per cent. 


Bo.ts.—Local jobbing stocks are in good condition. 
Calls from manufacturing interests are increasing. Re- 
tial sales are fair. Price has not changed. 


We quote from local jobbers’ stocks: Small machine bolts, 
rolled thread, at 40-5 per cent; large machine bolts, rolled 
thread, at 25 per cent; small carriage bolts, rolled thread, at 
30-10 per cent; large carriage bolts, rolled thread, at 20 per 
cent; lag screws, gimlet point, at 40 per cent; stove bolts, at 
50-10 per cent, from standard lists. 

Screws.—Retail sales are somewhat better with the 
increase in repair work. Calls from shops and factor- 
ies continue very good. Price is unchanged. 

We quote from local jobbers’ stocks as follows: Flat head 
bright wood screws, at 70-10 per cent; round head iron 
blued wood screws at 65-10 per cent; flat head brass wood 
screws, at 42% per cent; round head brass wood screws, at 40 
per cent; rolled thread iron machine screws, 60 per cent; 
rolled thread brass machine screws, 20 per cent; set screws, 
40 per cent, and regular cap screws at 33% per cent from 
standard lists. 


SHEETS.—Stocks are in very bad condition on this 
item with small chance for any real improvement in 
the near future. Price is unchanged and sales are at 
about the same level. 


We quote from local jobbers’ stocks: Black sheets at 
$10.25 cwt. base and galvanized sheets at $11.75 cwt. base. 


Tin.—Supply is extremely low, with small chance 
that it will improve very soon. Sales are as good as 
can be expected with price at so high a level. Factor- 
ies using cans are very much handicapped having to 
await shipments of cans, the supply of which is far 
from sufficient. 

We quote from local jobbers’ stocks: 20 x 28 IC. 8-Ib. 
coating at $18.75 per box; 20 x 28 old style 8-Ib. coating tin 
at $27 per box. 

Eaves TrouGH, CONDUCTOR PIPE AND ELBows.—No 
change has been made in price, and sales continue 
fairly good. Supply is adequate for the present de- 
mand. 


We quote from local jobbers’ stocks: Galvanized eaves 
trough crate lots at 50-10 per cent, galvanized conductor 
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pipe, crate lots at 45 per cent and galvanized elbows, round 
or corrugated, at $60-10 per cent from list prices. 


Stove PIPE AND ELBows.—Sales are very good along 
this line, both with jobbers and retailers. No change 
has been made in price. 


We quote from local jobbers’ stocks: Common 6-in. made-up 
stove pipe in crate lots at 27 cents per length, 6-in. adjust- 
able elbows at $1.75 per doz., and 6-in. corrugated elbows at 


$1.65 per doz. 

Wire Rope.—There is no change in the wire rope 
situation, except perhaps it is worse than before. None 
is to be had anywhere near this locality, those having 
stocks conserving theirs very carefully for their regu- 
lar trade. Price has not changed. 


We quote from local jobbers’ stocks: List plus 10 per cent 
on all but galvanized strand and 10 per cent from list on 
galvanized strand. 


Giass.—A rumor of an advance in price has been 
heard and some of the local houses have advanced 
price one point. The stocks are in fair condition and 
retail sales begin to increase nicely. 


We quote from local jobbers’ stocks: Single strength A 
grade window glass at 87 per cent first -three brackets and 
85 per cent for remainder and double strength A grade at 85 
per cent from standard lists. 


Wuirte Leap.—Sales are not numerous on this class 
of goods. The consumer in general is not attempting 
any large painting jobs, as the bulk of sales seem to 
be on so called counter goods, or shelf goods. The in- 
dividual householder, it is deduced, is doing his own 
painting and as little as possible of that. Inside fin- 
ishes, enamels, varnishes, paper cleaners and small 
packages of goods are moving much better. 


We quote from local jobbers’ stocks: White lead in 100-Ib. 
kegs at $13.13 per cwt. with the usual differentials for sizes 
and quantities. 


MIxED PAINTS.—The above situation applies also to 
this class of goods in quantities. There is no change in 
price. 


We quote from local jobbers’ stocks: Best grade mixed 
paint in regular colors at $2.75 per gal. in gallon lots 


O1L.—Price is stationary and call is light. Stocks 
are in good condition. 

We quote from local jobbers’ stocks: Boiled linseed oil, 
barrel lots, at $1.21 per gal., and raw linseed oil, barrel lots, 
at $1.20 per gal. 

Rope.—There has been another advance on all ropes 
which cannot help having been anticipated under pres- 
ent conditions of production. The two cent advance 
cannot have very much influence on purchases as it is 
comparatively small in proportion to the total price. 


We quote from local jobbers’ stocks: Best grade Manila 
rope at 34 cents per Ib. base, best grade sisal rope at 24 
cents per pound base, and cotton rope at 34 cents per Ib. 
base, with the usual advances for size and kinds. 


Stove Boarps.—With the moving in of our “good 
friend” the heating stove, the subject of stove boards 
attracts interest. Sales are beginning to mount up 
even at the present high prices. 

We quote from local jobber@ stocks: Wood back stove 
boards, 26-in. x 26-in. at $7.80 per doz. 28-in. x 28-in., at 
$13.70 per doz. ; 30-in. x 30-in. at $15.90 per doz.; 33 x 33-in. 
at $19.40 per doz.; 36-in. x 36-in. at $23 per doz 

CoaL Hops.—Sales on this line of goods are increas- 
ing. Old stocks carried over have been adding to the 
profits of the live retailer and jobber, considering the 
present price. Stocks seem good in both classes. 

We quote from local jobbers’ stocks: Japanned open coal 


hods, 16-in. at $3.96 per doz.; 17-in. at $4.54 per doz.: 18-in 
at $5 per doz.; 20-in. at $6.65 per doz.; japanned funnel coal 
hods, 17-in. at $5.60 per doz.; 18-in. at $6.25 per doz.; gal- 
vanized open coal hods, 16-in. at $6.50 per doz.: 17-in. at 
$6.85 per doz. ; 18-in. at $7.50 per doz. ; 20-in. at $10 per doz.: 
galvanized funnel coal hods, 17-in. at $8.50 per doz., and 20-in. 
at $9.25 per doz. 


Foop CHOPPERS.—Food choppers or meat grinders 
are very much in demand at this season and good sales 
are reported both by jobber and retailer. 


We quote from local jobbers’ stock: Enterprise food chop- 
pers at 25-7% per cent from standard lists, No. 0, Universal, 
at $11.35 per doz.; No. 1 at $13.85 per doz, and No. 2 at 
$16.80 per doz. 


(Continued from page 71) 


which can be adequately handled by private enter- 
prise. He don’t believe in Government ownership 
and he hasn’t a socialistic hair in his head. 

Here, however, is a big proposition. Everybody 


in the United States—every man, woman and child 
—is a consumer of iron and steel. The Govern- 
ment is planning to force producers to sell at “con- 
trolled prices,” below the market. 
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How the Steel Producer Gets Even 


Anybody can foreshadow the result. If half the 
output of the industry is to be absorbed by the 
Government at or near cost it is only human nature 
for the big producers to try and get an extra profit 
on the other half. 

You and I buy the other half. Senator Pemerene 
buys his share. If we could buy it in a form no 
further advanced than pig-iron at current prices 
the average head of a family would have to set 
himself back about $50 a year ‘to pay for his share. 

Under these extraordinary conditions a great 
many people believe it’s up to Congress to do some- 
thing for the consumer to offset what the Govern- 
ment is doing to him as the result of its control of 
war material. Sentiment of this sort, outside of 
Congress, is daily growing stronger. 

Inside of Congress, interest has been waning of 
late, but Senator Pomerene, during the past week, 
induced the Interstate Commerce Committee, of 
which he is a member, to give a hearing on his 
steel price bill to Mr. Joseph E. Davies of the Fed- 
eral Trade Commission and to several experts of 
the Commission who have been studying the ques- 
tion of the fixing of prices for the steel industry. 


Trade Commission Urges Action 

Mr. Davies favored drastic action, clothing the 
President with war-time powers, not only to fix 
prices, but practically to abrogate contracts here- 
tofore made which cover a large part of the output 
of the industry for the coming year. Only four of 
the sixteen members of the Committee were present, 
and no action was taken on the bill. 

Chairman Newlands announced that he had noti- 
fied the officials of the United States Steel Corpora- 
tion, the Bethlehem Steel Company and several other 
large concerns that the Committee would be glad 
to hear from them concerning the bill, but had not 
even received an acknowledgment of the notice. It 
is an interesting fact that while Chairman New- 
lands was giving this significant information to 
the Committee, Judge Gary and Mr. Farrell of the 
Steel Corporation, and Messrs. Grace and Schwab 
of the Bethlehem Steel Company were up in the 
Munsey Building, a mile away, discussing with 
the War Industries Board the question as to the 
price the Government and the Allies should pay 
for steel. 

Steel Magnates Not in Evidence 

A good many lynx-eyed Washington correspon- 
dents assumed that the steel magnates were over 
here to appear before the Senate Committee on the 
Pomerene bill, and sent telegrams to their papers 
to that effect. There was no truth in the story, 
however, and if the steel people want to be heard 
on this measure they will now have to come forward 
and say so. 

I would not be surprised if President Wilson 
should announce a price for steel to be purchased 
for the Government and the Allies even before these 
lines are printed. An agreement is in prospect as 
a result of the recent negotiations. It is a ques- 
tion, however, whether it will cover steel for the 
private consumer, and in any event a great many 
conservative people believe that so important a mat- 
ter should not rest upon a voluntary agreement, but 
that Congress should take affirmative action on the 
matter and thus furnish the fullest protection to 
the private consumer. 

It is not difficult to induce Congress to consider 
the interests of the producer. In fact, that is one 
of the best things it does. 

It also occasionally concentrates its gigantic in- 
tellect upon the affairs of the distributors, both 
wholesale and retail. 


Hardware Age 


But the consumer has a hard time getting his. 
About the only thing he can do is join a labor 
union or a Farmers’ Alliance and help swell the 
chorus of the organized workers or the horny- 
handed sons of toil. Then he is likely to get action. 


Those Retail Store Deliveries 


The Commercial Economy Board of the Council 
of National Defense is patting itself on the back 
upon the success it is achieving in its crusade to 
cut down retail store deliveries and to minimize 
the returned-goods nuisance. Here is a bulletin 
just issued by the board which, while a trifle opti- 
mistic, indicates that there is plenty doing all along 
the line: 

“Eighty cities have already responded to the na- 
tion-wide campaign to reduce deliveries of retail 
stores and cut down the abuses of returned-goods 
privileges, and 100 other cities are arranging to 
carry out the recommendations of the commercial 
economy board. The eighty cities represent a com- 
bined population of 14,000,000, or more than one- 
third of the urban population of the nation. The 
100 cities that are about to follow suit have, with 
exception of five, populations of over 10,000 each. 

“The effects of the campaign have been wider 
than even this showing indicates. State councils of 
defense, in charge of local campaigns, have rarely 
made detailed report. It is known that in smaller 
communities the waste in deliveries has been cut 
down by cooperative delivery systems, through co- 
operation of the merchants. 

“Instead of the usual four or five daily deliveries, 
the number has been cut down to one or two in cities 
where the plan is being carried out in its entirety. 
In some places, the merchants are making two de- 
liveries a day, with expectation to further contract 
to one delivery. 

“The campaign to reduce waste, due to abuse of 
the returned-goods privileges, has affected, so far, 
twenty-six cities, with a combined population of 13,- 
579,337. The method most frequently used has 
been application of a time limit on the privilege. 
A two-day limit is proposed by the board; this is 
gradually being adopted, although in some com- 
munities the merchants have been setting a longer 
limit with purpose to reduce it gradually.” 


Shaw Compliments the Ladies 


A. W. Shaw, chairman of the board, is greatly 
pleased and throws a few bouquets at the ladies 
for their co-operative efforts. “The progress of the 
movement,” he says, “shows how cheerful and ready 
is the response of the American public to an oppor- 
tunity to serve and save a little additional effort and 
thoughtfulness. 

“Women especially have responded willingly to 
the request to use more forethought in ordering, to 
avoid asking expensive special deliveries and other- 
wise accommodate themselves to the changes. The 
most important result from an economic standpoint 
has been the saving in productive effort. 

“We have been particularly gratified by the co- 
operation of the state councils of defense and other 
state officials in developing our plans. The gover- 
nors of New York and Pennsylvania, for example, 
have issued proclamations to the people of their 
states, and other governors are following suit.” 

You will note nothing is said either in the board’s 
bulletin or by Mr. Shaw about 5 or 10 per cent dis- 
counts to be paid by retailers to customers who tote 
their packages. The impracticability of paying such 
rebates or discounts of any kind so long as delivery 
systems must be maintained is rapidly coming to be 
realized and the campaign to reduce the number of 
deliveries is getting on to a safe and sane basis. 









Material for counter display is bought by hardware manufac- 
turers to the tune of millions of dollars every vear. 
expenditure is made to help retailers sell more goods. 


The majority of hardware merchants make good use of these 
They find that proper display helps mightily 


in speeding up the turnover. 


sales helps. 
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What do you do with display helps, Mr. Retailer? 








Do you put them to work or let them loaf? 
passing up a sure thing bet if you don’t work them overtime. 
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Effective in Selling Paints 
and Varnishes 


(See illustration above) 


pRaAtTtT & LAMBERT, INC., Buffalo, N. Y., says: 
“The art of getting the best value out of 
counter displays is to use them where they will do 
the most good and to keep them in close proximity 
to the packages in which the goods are sold. For 
instance, our Effecto counter displays are most 
valuable when placed in the portion of the store 
most frequently visited by automobile owners. This 
may be the automobile accessory department or some 
other portion of the store. An advertisement of 
Nukote, however, would do its most effective work 
in some part of the store frequented by women; 
for instance, the counter where kitchen hardware 
and utensils are sold. Of course, in a large store 
that is divided into departments this scheme is not 
so easily worked. 
“As an aid in selling goods, the photograph shows 
quite plainly the point we wish to bring out here. 
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In this picture the dealer is selling the automobile 
owner who had come in to purchase only the black, 
cans of several colors. This sort of* counter sales- 
manship js quite frequently possible in the case of 
paint and varnish products.” 


nes 


Dealer Co-operation Makes ‘a 
Counter Displays Pay 


THE Emil Grossman Mfg. Corporation, Brook- 
lyn, N. Y., says: 

“In response to your letter, we are pleased to oe 
enclose a photograph of the Red Head spark plug ey 
display cabinet which we originated to be displayed ee 
on the counter. * 

“The writer had observed that the average hard- : 
ware dealer did not have sufficient trade on auto- Ps 
mobile accessories to warrant setting aside a part 
of the showcase for the display of spark plugs. 
Dealers who did carry a substantial stock of auto- 
mobile accessories, rarely had the room in the show- 
cases to display the numerous makes of spark plugs 
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that they stocked. It then occurred to the writer 
to supply a display cabinet which could be set upon 
the counter, in which a sales aid would be incor- 
porated. The result was the display cabinet shown 
in the photograph. You will notice that the cabinet 
contains an index of the principal cars, engines, 
etc., and that opposite the name of the car is given 
the size and model of the plug required. The size is 
shown under each plug displayed. On the popular 
sizes the names of the principal cars are also given. 
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Note the indeg 
incorporated 
with this 
counter cabinet 
It lists the 
various cars and 
gives the size 
and model of 
spark plug 
required for 


each. 
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This information enables the dealer to select the 
required plug without loss of time or chance of 
making a mistake. The information is visible to 
the customer and tends to speed up sales, as the 
buyer can select the plug required from those on 
display and call for it by proper designation. 

“The average dealer looks upon a counter display 
as an attempt on the part of the manufacturer to 
monopolize valuable space without paying for it. 
Unfortunately, some manufacturers design their 
counter displays with the object of getting the most 
advertising out of the display rather than of put- 
ting the selling punch into the display. Such sel- 
fishness has caused a great many meritorious dis- 
plays to be thrown aside. A dealer should take the 
time to study the displays furnished by manufac- 
turers, and use those that are sales aids. * 

“Counter displays should be changed frequently, 
not as often as window displays are changed, but 
with sufficient frequency to keep the interest of 
those who often enter the store. 

“A good display, particularly one which acts as 
a stand for merchandise, should be shown at fre- 
quent intervals. Some displays cost as much as 
three to five dollars, therefore they are distributed 
by manufacturers with some discretion. It is only 
fair that valuable display matter which has served 
its purpose for the dealer originally supplied, should 
be placed at the disposal of the manufacturer so 
that he may have an opportunity to arrange for its 
delivery to another dealer. It is a fair charge that 
many dealers scrap expensive display matter with- 
out justification after it has been used for a shori 
time. Such action on the part of the dealers dis- 
courages the manufacturer from developing his 
display ideas. 

“It is only common fairness that when a dealer 
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receives a display which he cannot use, he should 
notify the manufacturer that it is being held sub- 
ject to his orders. Such co-operation will encourage 
the manufacturer to distribute display matter more 
liberally.” 


Consumption of Thumb 
Tacks Is Increased 


THE Solidhed Tack Company, New York, says 
this about its counter display: 

“Our method of displaying ‘Solidhed’ thumb 
tacks has been the means of very largely increasing 
their consumption. 

“Before we displayed them thumb tacks were con- 
sidered only as a convenience for the artist and 


draftsman. To-day on account of our display and 
popular prices thumb tacks are used for innumer- 
able purposes not thought of before. 

“It has also been a very valuable means of estab- 
lishing our trademark, and the goods being attract- 
ively displayed are put on the counter instead of 
being put away on the shelf and sold only when 
called for.” 


Brings Repeat Orders 


THE Howe Mfg. Company, Chicago, IIl., has no 

definite information as to the amount of busi- 
ness that has been secured through counter displays, 
as it deals entirely through the jobber, but there 
has been a good demand for these displays, although 
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it is quite evident that there is still room for some 
good educational work in getting the dealer to ap- 
preciate the value of these displays. 

“The jobbing trade states that the dealers who do 
make use of this display stand are the ones that 
come through with the repeat orders at regular in- 
tervals. 

“The accompanying illustration represents a 
display stand that is a familiar sight in the store 
of dealers who handle the Howe searchlight. It is 
handsomely lithographed in red, white, blue, gray, 
and black. It provides space to show styles of the 
regular Howe searchlights, with and without the 
rear-view mirror, retail price $8 and $7.50, respec- 
tively, and also the Howe Junior, a single shell, 
popular priced Howe model, selling at $4, with mir- 
ror $4.75. On this stand are also displayed six 
of the seven clamps by which the bracket of the 


Howe is attached to any windshield frame, round, . 


square, or oval, with a perfect grip. 

“This display stand for counter or window dis- 
play, together with a set of windshield clamps, is 
furnished free to Howe dealers. This practical 
connection between national advertising and the 
retail dealer has resulted in a great deal of interest 
and to it a large number of sales have been directly 
traced.” 


Display Solves Expensive 
Advertising Problem 


THE National Lamp Works, Cleveland, Ohio, say: 

“We are sending you under separate cover a 
retouched photograph of our counter rack we have 
now been using for three years. We can scarcely 





say enough good things about this counter display 
stand, as it has solved a very expensive problem 
for us. 

“When we started advertising some few years 
ago advertising in the minds of our agents and 
salesmen was based on the amount of advertising 
literature that could be given to the dealer for 
counter distribution. Our biggest difficulty was 
that a very small portion of the advertising fur- 
nished was distributed to good advantage. 

“The advent of the counter stand meant that we 
could standardize on literature, give a certain 
amount to each agent and be sure it was contained 
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in the rack in such form that it would not be spoiled 
until taken away by the customers themselves. It 
has saved us in dollars and cents $10,000 a year. 

“As to the advertising value, we believe it is one 
of the best features of inside advertising that could 
be used. The stand, as you will see in the pho- 
tograph, is so designed that it carries an illustra- 
tion and an advertisement for lamps at the top and 
on the.step three of the home-size lamps themselves 
for close inspection, and on the lower part pockets 
for the literature of the selling slogan. 

“On the back of the metal stand we have printed 
a little story to the man behind the counter, giving 
him some facts concerning Mazda lamps and en- 
couraging him to use the data that he will find in 
the folders contained in the stand itself. 

“This stand is appreciated by our trade, and it 
is the first piece of advertising that is sent to our 
new agent.” 


Counter Display a Concen- 
trated Selling Talk 


THE Buffalo Specialty Company, Buffalo, N. Y., 
says: 
“In our opinion the liquid veneer counter case is 
pulling sales every working day in the year. One 
of these attractive displays can be found on the 
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counters of 90 per cent of the dealers stocking our 
goods, always in a prominent place, a concentrated 
selling talk, silently getting the business. 

“We have never conducted an actual test on the 
efficiency of the Liquid Veneer counter case as a 
sales getter, but we are convinced of its value by the 
average dealer’s attitude toward it. The great ma- 
jority of our dealers will keep the same display case 
on their counters for a solid six months. We know 
this to be true from actual conditions encountered 
by our window trimmers on their semi-annual trips. 
This fact alone is our main reason for valuing its 
worth so highly. 

“Rare indeed is the dealer, literally buried as he 
is with advertising material of all kinds, who will 
keep and use a piece of advertising matter for this 
length of time unless he believes it is actually help- 
ing to move his goods. 

“With the Liquid Veneer counter display case upon 
his counter the hardware dealer has his goods con- 
veniently near the customer, and the manner of the 
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product’s application and use plainly portrayed and 
«xplained. With the Liquid Veneer counter case the 
condition of the customer being forced to ask for 
the goods he does not see is unknown, for the goods 
are literally forced upon his attention and his selec- 
tion is often made because of that reason.” 


Couldn’t Get Along Without 
Counter Displays 


THE Luther Grinder Mfg. Company, Milwaukee, 
Wis., says: 

“We have used display stands for a number of 
years. Our experience has been that we could not 
possibly get along without them. Our line being 
_principally ‘tool grinders is one that the average 
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dealer does not have a convenient place to display 
it in. It is fatal to our sales if he leaves them in 
the original cartons on his shelf, and our sales would 
not be 10 per cent of what they are were our goods 
not put on display where they can be seen. In fact, 


The Carborundum Company, Niagara Falls 


Hardware Age 


the turning of the mechanism seems to interest a 
good many prospects. They sometimes inquire what 
the machines will do. In other cases the hardware 
salesman sees a prospect looking at the machine 
and finds that a sale can be made easily. Nothing 
of that sort would be possible were our goods left 
on the shelves in their original containers. 

“Also the average dealer does not seem to have a 
convenient place for displaying our line. We fur- 
nish one display stand for the floor containing 
twelve machines, and another for the counter con- 
taining eight machines, by which means the grind- 
ers can be in sight, and the prospect can handle 
them and try them for himself. 

“We have one display stand that holds twelve 
machines which stands on the floor. This is shown 
in the accompanying photograph. We will lend it 
free of charge to a dealer who will regularly carry 
enough grinders to fill it and keep it filled. If he 
does not care for a twelve-machine stand, then we 
have one not quite so large which will hold eight 
machines. 

“These stands are loaned to the dealer only for the 
display of the machines. We reserve the right to 
take them out of any store where they are using 
them for other purposes or showing a competitor’s 
machines. 

“While these stands cost us a good deal of money, 
yet we are convinced that the dealer would sell 
but a fraction of the merchandise that he does with- 
out the stand.” 


Automobile Specialty Must 
Be Well Displayed 


HE Moto-Meter Company, Inc., Long Island 
City, N. Y.: “I have before me your letter 


T 


relative to counter displays and their value in the 
distribution and sale of Boyce moto-meters, 

“The writer has always believed in the ‘silent 
salesman’ for an attractive counter display which 
calls attention and attracts the notice of the pros- 


pective purchaser. It has been our experience in 
the selling of Boyce moto-meters that a great many 
dealers, while carrying a stock of these instruments, 
carry them in the back part of their store or under 
a counter or ‘down cellar.’ For that reason it is 
absolutely necessary for an article of ours to be dis- 
played properly if we are to cash in on sales made 
over the dealer’s counter. 

“The illustration of our demonstrating stand, 


, N. Y., believe that counter displays pay 
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which I am sending you under separate cover, has 
proved of great value to us and to the dealer in 
selling our merchandise. It is supplied to the 


dealer on a purchase of three or more instruments 
at no charge, and is a very convenient way, in our 
estimation, to catch the instrument and display it 
properly. 

“I firmly believe that if hardware dealers would 
display Boyce moto-meters on the demonstration 
stand which we supply them, that they would see a 
very remarkable increase in the sales of our in- 
strument, because it is in this way, and in this way 
only, that full justice can be done to a product 
similar to the Boyce moto-meter.” 


Counter Displays Very Suc- 
cessful in Selling Brushes 


HE Osborn Manufacturing Company, Cleveland, 
Ohio, says: 

“Probably the most successful of our display 
boxes has been the fly swatter display stand and 
container. The boxes are made of ordinary straw 
board, finished in red, with an attractive red and 
yellow label on the face. The back of the carton is 
used as a container for carrying three dozen brushes. 
The goods are sold from the first line and later re- 
placed from the stock in the back of the box. 

“We are also including a proof of our sink brush 
display box which was designed along similar lines 
and which has been very effective in producing sales. 
We omit the cover on the sink brush display box 
and simply furnish a light cover for packing. Both 
the fly swatter and sink brush boxes are replaced 
with every sale of three dozen brushes. The ordi- 
nary dealer would use not to exceed two or three 
cartons a season, which would be a minimum ex- 
pense to us and would insure that the display boxes 
the dealer is using are always in first-class condi- 
tion. 

“Attached hereto is proof of a halftone of our 
oldest display box. This is a very crude looking 
article, but in spite of its crudeness, we know posi- 
tively that it has sold a great number of wire scratch 
brushes for us every year. Wire brushes are among 
the articles which, if kept behind the counter, will 
never move. If they are displayed, constant uses 
are being suggested to the customers who are in the 
store. 

“We had a very interesting little experience down 
in Coffeyville, Kan., with this box. The dealer in 
question could not understand where he could sell 
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wire scratch brushes. Our salesman induced him 
to put in a box, just to see what the results would 
be. A woman soon came in and picked up one cf 
the brushes with the remark that it was just the 
thing for scrubbing the kitchen table and scouring 
up pots and pans, and before he knew it we had an 
S. O. S. from the hardware man for refills for the 
boxes. It seems every woman in town wanted a 
scratch brush. This shows what a display will do. 

“Another skeptic in Nashville, Tenn., was con- 
vinced in a somewhat similar manner. He sold 
about two dozen of one type of brush every year to 
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one customer. He could not see any advantage ip 
carrying a broader line. Again the salesman in- 
duced him to put in a display box and see what 
would happen. The box was on the counter for an 
hour when a man rushed in and stated he had 
looked all over Nashville for wire brushes and 
thought it was a queer town that did not keep just 
what he wanted. He discovered the box and of 
course was gratified to find them, picked out an 
assortment of six or seven styles and the dealer has 
been buying assortment boxes and refills ever since. 
Incidentally, instead of two dozen scratch brushes a 
year, he is buying a good many times that quantity. 

“Along the lines of dealer co-operation we are 
making up a new display board which is not quite 


ready. It will be a display board which will be 


interchangeable for any of our line of brushes and 
brooms. We expect to get a good distribution on 
this board and will send you a photograph together 
with a general line-up of our plans for handling it.” 


Manufacturer of Oils Sells 
Display Stand to Retailers 


HE Vacuum Oil Company, New York, N. Y,, 

says: 

“There are over 1000 Gargoyle Mobiloils dealers’ 
display racks in use at the present time, and the 
number is increasing rapidly. These racks, you 
will note, are sold, not given, to the dealer. 

“You may be interested to know that F. W. Van 
Sant, of the F. W. Van Sant Company, Minneapolis 
hardware dealers, says: ‘My rack has paid for itself 
again and again in the saving of floor space. Fig- 
ured on the basis of the rental per square foot that 
I pay, that rack is worth many times its cost.’ 

“A prominent Kansas dealer tells us, ‘Not only 
has the rack increased our sales of Gargoyle Mobil- 
oils, but it has made business better on our entire 
line.’ And the opinions of these two dealers reflect 
the attitude of Gargoyle Mobiloils dealers in gen- 
eral toward the rack. 

“The counter racks display six four-ounce bot- 
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and ‘CC,’ all properly labeled with prices. The 
bottles are detachable. They are set in a metal 
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base, heavy enough to prevent upseting on the 
counter. They make an equally effective counter 
or window display. When displayed on the counter 
it is rarely that the motorist who happens to see one 
does not pick up the various bottles to watch the 
flow of the oil. This gives the dealer or his clerk en 
opportunity to talk Gargoyle Mobiloils and thereby 
leads to a great many sales.” 


Experiences of Other Manu- 


facturers 


THE Martin-Senour Company, Chicago, IIl., be- 

lieves that counter displays really do help to 
sell goods. “We have found that the counter dis- 
plays are a valuable asset to the dealers and that 
they assist in making sales, which, if it were not 
for their assistance. would not be made at all,” this 
company says. 

The Boston Varnish Company, Boston, Mass., 
says that there is no doubt in the minds of the 
officers of that company that counter displays really 
sell goods. 


Hardware Age 


Walden-Worcester, Iric., Worcester, Mass., has 
put out a large number of wall display boards meas- 
uring 6 ft. high by 2 ft. wide. One line of 
wrenches which this concern catalogued for a year 
and a half before introducing on the display boards 
showed an increase on reorders over and above the 
sale of boards of at least five times in the first year 
that the display boards were in use. 

The Goodell-Pratt Company, Greenfield, Mass., 
has put out a “Mr. Punch” counter demonstrator 


that is really more than a display stand, as it en- 
ables the prospective purchaser to actually try out 
the tool. 

iThe Lockwood-Ash Motor Company, Inc., Jack- 
son, Mich., furnishes a display case to the hardware 
dealer with an initial order of 100 spark plugs. 
The company writes: “Our experience has been 
where we could place this case with the hardware 
dealer that it has stimulated sales. It made a 
very attractive display for the dealer, allowing him 
to display a well-assorted stock.of sizes, and as the 
shelves in the back of the case hold the spark plugs, 
the dealer is always able to know every time he 
opens the door the condition of his stock. It is 
hard to get the dealers to make the initial invest- 
ment of 100 spark plugs, and the cost of these cases 
is so much that we cannot afford to give them to 
dealers with a small order.” 

The Simonds Mfg. Company, Fitchburg, Mass., 
has a counter display on which the Simonds saw is 
erected. 









General Sales Manager 





AS it ever occurred to you that in spite of 
the natural ability of the human race to sing, 
and in spite of the large number of people 
who have good natural singing voices, there are 
few men and women who sing really well? Every- 
one would like to sing well, and some people try 
very hard in an indefinite sort of way, but there 
are mighty few of them who go about it in the right 
manner. People who wish to learn an instrument 
go about it differently; they learn the rudiments, 
they practise scales and exercises and make it a 
matter of properly directed study. 

Doesn’t it strike you as odd that although com- 
paratively few people start to learn the piano in 
comparison to the number who at some time try to 
sing, yet there are far more pianists who play well 
than there are singers who sing well? 

The secret of this failure is that singing is far 
too easy, it’s altogether too natural and just to sing 
takes no preparation whatever. Even with a fine 
natural voice, if the amateur singer does not go 
through a proper course of voice cultivation, he 
soon reaches the limit of his natural ability, and 
is satisfied to let it go at that. Amateurs get so 
much flattery and commendation from their im- 
mediate friends for such inefficient work that they 
soon become satisfied with their mediocre success 
and lose ambition for higher attainment. They join 
the choir and are satisfied. 

That is why there are so few really good singers 
in spite of the natural gift to sing which most per- 
sons possess. 


Clerical Nondescripts 


As it is with amateur singing, so it is with ama- 
teur salesmanship. Most lads have enough intelli- 
gence to get at least one job in a retail store, and 
some have a natural aptitude for selling goods, but 
very few out of the ordinary run of retail clerks 
ever make any serious and well-directed attempt to 
develop their salesmanship as a profession. If a 
lad starts out to learn plumbing or tinning as a 
trade, he has to learn it, or get out of it as a trade. 


Training Your Employees 


A Song Service on Salesmanship 





By BEVAN LAWSON 
Auto Strop Safety Razor Company 






If your boy wants to be a doctor, he knows that he 
must go through a difficult medical course, or if he 
has ambition to be a lawyer, he knows before he 
starts out that it will take years of conscious effort 
to develop the legal mind and a proper knowledge 
of legal practice. And yet, boys who were just as 
bright in the high school as these others, drift into 
retail stores, learn just to wrap up a parcel, ring 
up a sale, and a few other small details of store- 
keeping, and let it go at that. 

So far as actual selling goes, it is just as easy to 
sell goods as it is to sing a song. Both come natu- 
rally, without effort. There is no especial intelli- 
gence needed to learn prices, or to keep a store 
looking clean and neat. It is easy to “get by” as a 
salesman. The job’s worth anywhere from $6 a 
week to $25, and mostly stands around $15. 

If a young lad has a good school education and 
feels himself to be a cut above learning a trade, or 
working at anything with his hands, he very natu- 
rally drifts toward a retail clerkship, and it depends 
partly on himself but mostly on his boss as to 
whether such a young man enters a course of use- 
ful mercantile training which will fully round out 
his school education, or whether he is only joining 
the immense army of clerical nondescripts who 
come from everywhere and never succeed in arriv- 
ing anywhere. 


Luck and Loose Ends 


Unfortunately, few young men who enter retail 
stores regard such a step seriously as the opening 
for a career; usually they look upon it as a very 
casual sort of experiment which principally means 
a good suit of clothes more frequently, and a little 
more spending money than they enjoyed when at 
school, and as some young men have a natural apti- 
tude for selling just the same as others have natu- 
rally good voices, for exactly the same reason they 
commonly failfl. They become satisfied with them- 
selves before they get the proper training. The de- 
grees of success which they attain naturally and 
without special effort rob them of ambition to ex- 
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“And yet boys who were just as bright in school as any- 
one drift into retail stores, learn to wrap a parcel, ring 


up a sale, and a few other operations, and let it go at 


«A good many times the boss is to blame.” 


—Bevan Lawson. 
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“They become self-satisfied with 
their own ability and blame their 


luck for their lack of success.” 







—Bevan Lawson. 

















cel by following the rudimentary path. They be- 
come self-satisfied with their own ability, and blame 
their lack of success in life to absence of oppor- 
tunity, or to something else that they call luck. 


The Personal Power House 


. This kind of salesmanship is far too easy, and it 
is made easy by the indifferent store managers, who 
also are losing the opportunity to be leaders and 
whose business is often as lifeless as the attitude of 
the salespeople. 

There is nothing so vigorous and so admirable as 
a well-conducted retail store. All the industries of 
the world are directed toward the one common end 
of selling. The-success of nations, the building of 
large cities and the prosperity of smaller towns all 
largely depend upon the activities of retail trade. 
Yet there is nothing so lifeless as a dead retail 
store. The progressive merchant is a boon and a 
blessing to the community in which he lives, but 
the indifferent storekeeper who hangs on to a de- 
clining business is a reproach both to himself and 
the town he lives in. 

The difference between a progressive merchant 
and a “dead one” lies entirely in the degree of per- 
sonal enthusiasm which supplies the power to each 
business. Salespeople will size up your business 
just exactly as you size it up yourself, and the public 
estimate of you and your store will be measured by 
its estimate of the salespeople. Every clerk is a 
reflection of the dealer and his policies. It cannot 
be otherwise. Even if he waits upon three-quar- 
ters of his trade himself, his clerks represent him 
for the balance of the sales, and unless he has 
taught them to do so successfully such a dealer can 
never estimate the losses he incurs through their 
inefficiency. Many an otherwise good store falls 
into a rut of bad business because the proprietor 
engages cheap help and either does not or cannot 
educate them. 


Watching and Welding Weak Links 


A store’s reputation is no better than the repu- 
tation of its sales force. No matter whether a store 
is a large one or a small one, we are confronted 
with the same difficulty, for the point of danger is 
always the point of contact. If a storekeeper dis- 
trusts the ability of his young clerks to handle the 
trade which may come into his store at unexpected 
moments, or if he feels himself called upon to do 
the bulk of his own selling over the counter, his 
whole business is in a very dangerous condition, 
and he must look to it that this point of contact 
with the public is strengthened as soon as possible. 
If a chain is no stronger than its weakest link, then 
surely the links which need watching are the weak 
ones. 

The success or failure of any retail store is in 
proportion to the efficiency or weakness of its 
salesforce. The late Thomas Dockrell once drew a 
picture illustrating the importance of the sales per- 
son’s efficiency. He imagined that John Wana- 








maker decided to make a change in his glove de- 
partment. He let his old buyer go and hired a new 
one. The new buyer possibly went to France to 
investigate the glove industry. He came back to 
America and interviewed glove manufacturers here. 
He finally placed large orders for a special line. De- 
livery was made and expensive advertising space 
was taken. Then the customer came in and walked 
up the aisle to the sales girl who, for the moment, 
we may call “Eight-Dollar Annie.” Now, no mat- 
ter how careful the preparations have been, no mat- 
ter how much money has been spent, no matter how 
great the mental capacity that is being expended on 
the purchase and sale of these gloves—for the mo- 
ment the whole Wanamaker organization rested 
perilously upon “Eight-Dollar Annie’s” head. Be- 
cause if “Annie” failed to make the sale, the whole 
organization would fall down. 

The purchaser who buys over your counter deals 
only with the mental capacity of your “Ten-Dollar” 
Jimmy. He is the point of contact and if he is the 
weak link, your whole organization is no stronger 
than his salesmanship. 

Employees should be taught to realize that al- 
though they work for a wage, they are really in 
business for themselves, selling their ability, their 
education, their training and their skill. They 
should be taught that they are in competition with 
other employees both in and out of their own store. 
They are selling their ability to their own boss, and 
are therefore in business for themselves. Their 
skill is about the only thing they have to sell, and 
they cannot afford to let it lie dormant. 

Get this idea into the heads of your sales force. 
They are in business for themselves. You pay their 
rent for them, you purchase their stock in trade and 
in return they sell you energy, politeness, good 
manners, courtesy, tact, courage and initiative. 
Then, forever impress upon them that they cannot 
afford to sell you an inferior product. 


One Man Bands 


Returning once more to the simile of singing— 
if you have any knowledge of musical standards you 
will know that even in the largest cities there are 
very few reliable vocal instructors, and in some of 
the smaller cities and towns there is often no one 
who can successfully train the voice. Because a 
man or woman can sing pleasantly it is by no means 
a certainty that they can impart that art to any- 
one else, certainly not unless they have themselves 
been through a course of good practical training. 
So in salesmanship, it does not mean that because 
anyone has the knack of selling goods he can train 
other people to do so, and it is morally certain that 
unless he has analyzed his own ability to sell and 
knows just exactly why it is that he is successful, 
it is not very likely that he can instruct others in 
the ways of selling. 

This is just where the difficulty often lies. Some 
men are clerks, other people are live wires. They 
have an inner consciousness that they are sales- 
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men, for it isn’t necessary to label or tag a man who 
can sell goods successfully—he knows it himself and 
all those who are around him know it too. Such 
young men either develop themselves into road sales- 
men because of the immediate prospect of large 
salaries, or they have ambition to become partners 
or go in business for themselves. 

Then comes the change. While they know how 
to sell goods they do not perhaps know how to teach 
others to do so. They do not know how to hire 
and to handle men. They assume responsibilities 
of buying when they know little about it. They 
find themselves saddled with a great burden of re- 
sponsibility and try to become equal to it all, afraid 
to trust anyone else. 

I have seen hundreds of storekeepers who do most 
of their own selling. They try to do it all them- 
selves, get badly snarled up in details and fail. 

If you have but one clerk, train him to be a re- 
flection of yourself. Every clerk in a dealer’s store 
is a reflection of the dealer and his policies. It can- 
not be otherwise. A store’s reputation is no better 
than the reputation of its sales force. I care not 
how hard a dealer works personally or how good a 
stock he keeps, his business is judged by the clerks 
that he hires and the service he educates them to 
afford and if he is not constantly enthusing his 
sales force and raising their standard of ‘service, 
good salesman though he may personally be, he is 
then only a good salesman in the wrong place. 


From the Top Down 


Fifty-five years ago Victor Hugo rang out a 
prophecy to all eternity when he said that the time 
was quickly coming when “humanity would be no 
longer owned, but guided.” Get the meaning of 
that prophecy clearly, for it is being wonderfully 
fulfilled in every direction. Humanity no longer 
owned, but guided. Humanity no longer driven, but 
helped. Humanity no longer. preached at, but led. 
Unless you can teach your clerks that they are really 
in business for themselves, selling their ability, 
their education, their training and their skill, you 
cannot class yourself as the modern merchant. The 
country dealer who employs a few hired men prin- 
cipally to sell him their time and call it a day’s work 
is little better than a hired man himself. 

“Customers will buy only what they think they 
want, and true salesmanship is the process by which 
they may be brought to think that they want it.” 

Scientific merchandising is best explained in the 
successful department stores. I know that there is 
a general idea that because low wages are paid to 
salespeople in the big stores there is not much 
expert salesmanship exerted over the counters in 
these large institutions, but while this is true in 
a sense, the personal salesmanship that makes a 
tremendous factor in business is found in the exer- 
cise of foresight on the part of the entire managing 
organization. They gather around them a large 
staff of efficient managers and bring the science 
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of merchandising to bear on every little detail. 


They look for weak links and strengthen them, and - 


personal salesmanship is exerted always from the 
top downward, just as it should be, and good lessons 
can be. learned by a study of their very practical 
methods. 

When full pages are taken in the city papers, the 
women of the city watch closely for the varied 
stocks that are continually advertised. People only 
buy what they think they want, and the largest 
proportion of sales made to the big crowds that push 
their way around departmental stores are brought 
about through the attractiveness of these adver- 
tisements. The personal salesmanship is put into 
motion by the expert advertising manager, by the 
expert window dresser, by the cunning distribution 
of goods throughout the departments, and more 
especially by the liberal policies which train people 
to expect the greatest freedom of purchase because 
of the freedom of adjustment under any kind of 
complaint. 


Service vs. the Big Institution 


No matter.how secondary the personal ability of 
the cheaper clerk may be it is ably supported by 
close watchfulness and training on the part of 
adequate floor management. The public is educated 
to know exactly what it may expect. Bargains 
people truly get at times, but you know, and I know, 
and the public also knows, that it is not economical 
to buy in large department stores. Service is what 
commands patronage, and service is the best weapon 
which a regular retailer can use in competing with 
these large institutions. Give me a classified regu- 
lar store, where my needs are served with attention 
and enthusiasm, where I am met by a clerk who 
knows his goods and can assist me in my choice of 
them, where I feel that my purchases are appre- 
ciated and that I am sure of getting full value for 
my money, and I wili show you a storekeeper who 
need not be worried by department-store competi- 
tion. 

The function of the retail store is to proyide the 
customers with the goods they want—when, ere 
and how they want them. Efficiency in retailing 
depends entirely in furnishing this service satis- 
factorily and economically, and this is where the 
regular store has the advantage over the department 
store. People want only what they think they want. 
The average customer has a great many desires 
only some of which he can satisfy with the money 
at his disposal, and the personal consideration and 
service which he can better receive is a regular 
store where he meets with the warm, personal, and 
not the cold-blooded department-store, method will 
build up such an impression in his mind that 
this alone will keep him out of the department store 
for that particular class of goods which such a 
store so very properly exploits and sells. 

The point which I am making is that the greatest 
asset in any store is service, and service is many 











“Customers will buy only what they think 
they want. True salesmanship brings the 
customer to think that he wants it.” 


—Bevan Lawson. 
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. “Service, and 
service only, 
turns transi- 
ents into reg- 

‘ular custom- 
ers.” — 

Bevan Lawson. 























sided. If a merchant only strives to keep a well- 
assorted stock, and then waits for people to buy only 
what they actually want, he is years behind in his 
methods, and altogether out of the line of progress. 
On the other hand, if the merchant studies his 
public, and recognizes that it is service and service 
only which will turn transients into regular cus- 
tomers, he takes one step in advance of the depart- 
ment stores by surrounding himself with efficient 
salespeople. He will be forever watchful that they 
perform their tasks just as he would himself. The 
one-man store can never be a success in any com- 
munity, and the quicker a merchant becomes in 
every sense of the word a leader and magnifies the 
service of his assistants by relegating the detail 
of his business to them (even if it means a tem- 
porary loss during the educational period) the 
sooner will he learn the true value of that personal 
salesmanship which becomes automatic and needs 
no prompting. There is a different atmosphere in 
stores where the clerks are taught to feel their own 
responsibility; there is vitality in the manner in 
which the customers are met. Brief though their 
stay may be, they are handled by self-reliant men 
who know their business, and the goods which they 
purchase are of more permanent value because of 
the lasting impression carried away after being well 
served. 
Practical Application 

It is a common belief that most men are as God 
made them. There are some self-made men here 
and there, but, sadly speaking, there are a great 
many more men who have destroyed themselves 
than there are men who have made themselves, and 
the majority of these men have only failed because 
they have not developed the common opportunities 
of life. Every American boy is born with the 
opportunity to become President, and I suppose 
every lad who accepts employment in a store starts 
his retail career with some degree of ambition, but 
his whole future is perilously in the hands of his 
boss. My appeal is therefore made to you all as 
employers and developers of men, not only in your 
own self-interest, but in the interest of the trade. 

The clerks of to-day will be the bosses of to- 
morrow, and just as efficiency is being exercised in 
all paths of life so is it necessary to apply it scien- 
tifically in the humblest retail store. But this effi- 
ciency must first start with the boss himself, and 
if he is beyond shaping and molding, then it is 
indeed needless to expect that he will ever be him- 
self a leader or a teacher. 

The biggest lesson any employer can possibly 
learn is the difference between prodding and teach- 
ing. Human nature is such that some men have to 
be continuously prodded to do just exactly what 
they ought to do, and if they are not prodded for- 
ward they will slip backward. Prodding is very 
useful in its way, but if you expect to get more out 
of a man than his actual duty he must be given 
something to strive for and then helped in his 
endeavor to attain it. When you try to lift a man 
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up he is a dead weight on your hands unless he 
gives you some help, and when you start to do the 
lifting you will soon find out if he is a corpse. There 
are countless marks on the barometer of salesman- 
ship, and I will only mention some of the more 
important features which go to make for personal 
efficiency. 
Catching the Spark 


Enthusiasm is the first essential. The reason 
why so many clerks lack enthusiasm in their task 
is because of the daily dull atmosphere that is found 
in sO many stores. 

First awaken enthusiasm for the goods which 
your clerks handle. This is best done by being ab- 
solutely sure that your assistants hear the enthusi- 
astic talks with which traveling salesmen surround 
their own goods. The same arguments which sold 
the goods to you will sell them to your clerks, and 
will move them quickly from your shelves. A great 
many storekeepers let all the good points about 
merchandise go in one ear and out the other, and 
seem to want to get rid of the traveling salesman as 
quickly as possible. There can be no more liberal 
education for your young clerks than the informa-~ 
tion which traveling salesmen are always glad to 
impart to them if you will only go out of your way 
to encourage it. 

A salésman can best sell the things that he likes, 
and if you don’t see to it that he has a genuine 
liking for the article he is handling you are paying 
wages to a “dead one.” Some merchants even act as 
if they were afraid the manufacturer would make 
some money out of them if they permitted the trav- 
elers to mix with their clerks, and I have seen 
clerks who furtively avoided every drummer who 
came into the store for fear the boss would see them 
holding conversation together. 


Maintaining the Current 


Then to maintain enthusiasm, get rid of your 
dead, unsalable goods. Bring out all the odd lots 
and slow sellers from your shelves and in drawers 
or under the counters and turn them into money. 
It does not much matter whether you make or lose 
—get rid of them. Bad goods, if bad, will never be 
worth any more, so if you must lose don’t hoard 
them up, counting them worth what they cost you. 
To put unsalable stock into your inventory and 
count it at cost is like a gambler hoarding up blue 
and white chips after the game is all over. Put 
your goods to work for you, give your clerks good 
fresh stock to handle, and don’t let them waste all 
their enthusiasm over a lot of old unsalable junk. 
The thing that kills profit and eats up capital is 
dead stock, and it certainly takes the ginger out of 
your clerks. The clever merchant knows when it 
pays to lose money. : 

The Spirit of Competition 

The next means which must be used to establish 
enthusiasm on the part of the salesman is ample 
recognition of his efforts. 

Compliment a youngster for things well done. 
Make new men out of them by showing confidence 
in them and dependence on them. A salesman will 
often do much more for recognition than he will for 
even a raise in wages. Half the time a raise in 
wages is chiefly valued as a recognition. Let a 
clerk know what his results in sales are and then 
let him work against himself. Instill the spirit of 
competition among the clerks and let them look 
upon their progress as a species of game. In other 
words, we must make our men, we cannot wait for 
them to grow. Whether you consider the principle 
right or wrong, men werk for rewards. As em- 
ployers concentrate their whole thought on profits, 
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employees will concentrate their whole thought on 
money wages. No firm can afford to be less careful 
-of the reward for the worker than it is of the re- 
ward for its own effort. 

The next mark in the barometer of salesmanship 
is tact. The salesman must first sell his own per- 
sonality to the customer. The reception of the cus- 
tomer is vital. A clerk should be reprimanded for 
not meeting the customer at least half way when he 
walks down the store. All goods should be shown 
willingly, but not in such quantities as to confuse. 
It is as weak and silly to confuse a customer by 
too great a selection as it is to confuse them with 
contradictory prices. The disadvantage of show- 
ing competing lines is that you leave too much to the 
judgment of the customer. People who believe in a 
store want to be told definitely by the salesman 
which article is the best to choose. The customer 
has a right to expect to be told. 

Show goods of medium quality first. Never allow 
a clerk to make the fatal mistake of saying “What 
price do you want to pay?” The customer rarely 
knows how much he wishes to pay, and besides the 
mention of “pay” reminds him of the disagreeable 
part of the transaction—the spending of money. 
Try to show first what you think without showing 
too many confusing things. Always grade upwards 
in price, for in grading down the quality of the 
goods must, of course, suffer. 

Above everything get the goods into the hands 
of the customer at once. Customers like to handle 
goods and should be allowed to do so freely. Not 
every clerk knows the supreme value of this unless 
told about it. I have seen clerks draw back when 
demonstrating an article, and prevent the customer 
from taking it because they haven’t shown all its 
points. Teach your clerk to hand the article to the 
customer at the first sign that he will take it, and 
not to lose that psychological moment. When peo- 
ple handle things they are prompted by the instinct 
of possession, and this instinct of possession is 
largely responsible for purchases. 


The Good Talker 


The next mark on the barometer is fluent lan- 
guage. Try your best to develop a clerk’s vocabu- 
lary. The ability to talk well is half or even three- 
quarters of good salesmanship, and I have never 
known a man who had not a good command of lan- 
guage to make a good salesman. If you have a 
young man who has difficulty in ready speech, give 
him a chance to improve this great impediment to 
sales efficiency, for it can easily be improved by 
reading; that is, plenty of good reading. If the 
clerk is one who is awkward of speech or unable 
to express himself, you should consider very seri- 
ously if he is not a handicap to your success. Un- 
less clerks can reflect in their speech as well as 
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their actions the personality of the proprietor and 
the policy of the store they are not adapted to the 
business of selling goods in that store. The time 


to determine this is when you are first hiring the. 


clerk, and if he is slow of thought and slower of 
speech he is very rarely worth the first week’s 
wages. 

The next valuable possession of any salesman is 
perpetual pleasantness. Teach your clerks to smile. 
It creates a friendly feeling even in a total stranger. 
Do you realize how a customer warms up and be- 
comes receptive to the suggestion of salespeople 
who smile. I don’t mean a grin or a smirk—they 
are different. I mean the smile that shows eager- 
ness to serve, a sign of pleasure at the opportunity 
of contact with the customer. 

Some people call it a gift to smile properly. It 
is not a gift—it is a disposition, and a disposition 
which can be quickly cultivated. Singers learn it 
as an accomplishment, and it aids them in their 
charm. While the clerk has a smile still left a sale 
is never lost. 

The clerk worth while 
Is the clerk who can smile 
When everything goes dead wrong. 

It would be senseless to attempt a list of all 
virtues which go to make up good personal sales- 
manship, although to figure them out is a very in- 
teresting and absorbing task. No man can teach 
salesmanship who has not learned it himself, but 
all leaders are themselves students, and the task 
of teaching is quite as progressive as the task of 
its absorption. Preachers are constantly teaching 
themselves the great truth which they impart, and 
few men are able to teach without much personal 
and conscious preparation. 

When you start this educational work you will 
be surprised to see how enthusiastic they will be- 
come, how much better work they will do and how 
much happier the store atmosphere will be. You 
will be amazed to find out how much you have 
broadened your own knowledge about right sales- 
manship and how your ideas about your own store 
have developed. 

In conclusion I will sum up about all I have said 
in a few words. Show your clerk first his oppor- 
tunity and then his responsibility, and when you 
feel that you have reached his intelligence and 
located his heart, don’t make the great mistake of 
curbing him too much; but give him his head, 
for that is probably the only thing he wants to keep 
his enthusiasm at its highest point. Cultivated 
tastes are always stronger than natural tastes, and 
once a young man experiences success in selling 
and tastes the pleasure of approval for his good 
efforts he will ever after work with an enthusiasm 
which feeds itself from an inexhaustible fund of 
self-satisfaction because of conscientious service. 
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Unique Make-Up of Folder on Hunting Equipment—How 
a Hardware Man Advertises an Automobile—Chatty Store 


Paper from Pittsfield, Mass.—Good Roadster Ad 


Splitting It “Fifty-fifty” on Game Laws and Equipment 


No. 1 (6 in. x 9 in.). 


Laws, 1917-18.” 


largement announcements coming to our desk. 





Here’s the latest achieve- 
ment of the Warner Hardware Company’s adver- 
tising department: a 14-page folder entitled “Game 
This Minneapolis firm is right on 
the job at all seasons of the year and if every hard- 
ware man hit the publicity trail after the manner 
of Warner there would be more moving and en- 


By Burt J. Paris 


words Warner gives game laws and hunter’s sup- 


plies an even break, which means that this latest 


sportsman. 


wood and canvas, 


Warner folder will be read and kept. Just keep that 
in mind when you get out your printed appeal to the 
Give the game laws some of the rays of 
the limelight and your printed matter will stay in 
the center of the stage. 

Other pages in this folder featured decoys in 
duffle bags, shell cases, duck 






Each page in this folder, which is printed on m.f. 
book paper, measures 3 in. by 6 in. and that is the 
size of the folder when ready for distribution. On 
the seven inside pages, the make-up follows that of 
the three pages reproduced herewith. 





In other 


carriers, refrigerator baskets (which, by the way, 
we have heretofore failed to notice featured in con- 
nection with hunting equipment), rubber boots, 
jackets, camp kits, caps, mittens, duck calls, gun 
cases and a wealth of other items of interest to 
the man who shoots. The Warner Company makes 


No. 1—There’s a reason why this folder will be kept 





WARNER HARDWARE COMPANY, MINNEAPOLIS 


PRICES SUBJECT TO CHANGE 








Ladies’ 


Hunting Clothing 


WOMEN'S WALKING SKIRTS. 

Made in six gore style panol front 
and back, extended waist line, one 
ae with flap. 

bak material ..........++05+ ¥? 00 
Kamp-it material ............++ 3.50 

Women's divided skirt, for riding 
or walking, can be changed from 
divided skirt to full skirt by but- 
toning in panel. 
Duxbak ma = ga material. . a 





. oes t Hy 

Ladies’ Bloomers made to order 
only. With side openings and belt 
at waist. The Kamp-it is a lighter 
_— cloth, light olive color, soft 


Duxbak cravanette ~ emery 4 
Kamp-it lighter weight ....... 

Ladies’ Duxbak Leggings, dothle 

thickness, price ..........cs00. a 
mp-it Leggings 100 
Women's Duxbak Norfolk Jacket, 
perfect freedom va movement, ease 
and comfort. Pri $6.50 
Women's Kamp-it Norfolk Jacket, 
made in attractive close fitting style. 
$3.75 








Synopsis Game Laws 


1917—1918 





Hunting Clothing 


MEN'S DUXBAK HAT. 


Three inch crown with ventilation 
eyelets, three jnch brim interlined 
— soft French canvas. 

be vescocsceccccescececse $1.00 
lone Kamp-it outing clothing is 
made from special fine twilled cot- 
ton fabric. The color is guaranteed 
not to change from sun, washing or 


porspiration. The fabric is not 
eravenetted as the Duxbak, 
Kamp-it Norfolk Jacket ....... $3.75 
Kamp-it long pants...........++ 2. 
Kamp-it riding pants.......... 3.25 
Duxbak hunting coat, double 
throughout, corduroy collar and 


sleeve facings, buttons at wrist, two 
big inside game pockets with front 
a side opening, sizes 24 to 
Sizes 46 to 50 inches, 50¢ extra. 
Duxbak Duck Shooter's coat with 
biue and black wool flannel lining in 


00 
Duxbak Norfolk Coat, sizes i to 
vee 8.50 

to 60, ‘So extra. 





Game Laws 


To carry guns in training og during closed season on 
lands frequented by game bird: 





WARNER HARDWARE COMPANY, MINNEAPOLIS 








Hunting Clothing 





DUXBAK SHELL VEST. 


Web top loops for 32 shells; many 
plans have been devised for con- 
venient satisfactory recoptacle for 
oerrying shells but none are so 

lar, so thoroughly practical as the 


old style cartridge vest made in the 
new style way. Sizes 4 to 46 
BBGR  cccccvccesscvrcccscocgsees $2.50 


Duxbak Pants, double thick seat 
and over knees, cut high waisted 
with ample seat, hip and thigh 
oom. Two side and two hip pock- 
ets with buttoned flaps. 

20 to 44-inch weight .......... 3.75 
48 Yo BO-imch ....665 cesceeeeee 4.50 

Duck shooters’ pants, flannel and 
oil silk lined for extra cold or 
damp weather, Price.......... $7.50 

Riding Pants, U. 5. Army ys 
Laced down front from knee t 
Hele, BPrIOO co ccccccccccccccsoes rr 
Men's Laced Leggings.........$1.50 











Game Laws 


To take fish in any other manner than by angling 
with hook and line, except that Pickerel, Suckers, Red- 






IT 18 UNLAWUL— 
To kill harmless birds. 
To hunt deer with dogs. 


Teo fish with more than one line. 


To serve bass or trout (except lake trout from com- 
mercial fisheries or trout from private hatcheries) or any 
kind of game in hotels or restaurants. To 


horse, Buffalofish, ‘Whitefish, og ee Dogfish, Eelpout, 
Garfish, shel and Bullheads may be — 





shoo! from or on the open 
water Setaide = growth of Pipetatien: 





St. Louis counties. 


ering fish spawn. 





To break or destroy birds’ nests or eggs. 
To place or receive game in cold storage. 
Te hunt on posted land of another without 


To hunt or carry firearms in state parks or forest re- 
serves or to hunt in game refuges. 


To use traps, snares, artificial lights, nets, bird-lime, 
set guns to kil game animals or bir 


To deposit sawdust or refuse in waters planted by 
or where fish abound, 





To wantonly waste or destroy game birds, animals or 

To ship (except as baggage) brock trout, black or 
dass. 

To sell fish caught in lakes of Hennepin, Ramsey or 


To obstruct the Commissioner or his Agents while gath- 





To retain game more than five days after close of sea- 
son unless tagged by Commissioner. 


To use the hunting license of another person—mini- 


mum penalty 
To kill an 


to use another's shipping coupon. 
birds or animals in any other way 
oulder. 


y game 
than by shooting them with a gun held to the sh 
To ar fish within 100 feet of a mond dam, 3 


feet of 





—s hatchery, or to fish with hook and line within 
& fishway. 





To shoot game of any kind from motor vehicles. 


posses: 


For aliens te hunt game in Minnesota, or to own or be 
firearms after 1917. 


August 1, 


To use steel traps for taking black bear. 


LICENSE PROVISION. 


Hanged small game license, Boys required of all 


‘ourteen 
eee ‘- fn owned or fennel te 


years of 


self as permanent ).° Resident 

cense (no exceptions) $1.00, Non-resident game 
Meense $10.00, large $25.00. Resident licenses ob- 
tainable of licenses from) 


Game and 


county auditors, non-resident 
Commissioner. 
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regular use of this type of folder and we recommend 
it highly for the following reasons: 

It is fairly inexpensive because there is no bind- 
ing and only one printing form. 

It folds into a size convenient for inclosing in the 
ordinary commercial 614-in. envelope. 

It permits using a great deal of material. 

It is as effective for all practical purposes as a 
regular booklet, without the booklet’s added expense 
for cover stock, binding and form arrangement. 

Try it out. If you don’t care to use a folder with 
as many pages as this one, make yours 8 pages, a 
neat size, which has the added advantage of being 
suited to the ordinary job press. This will mean 
greater speed in production and less cost. 


Mr. Galpin Asks for Advice 


No. 2 (4 cols. x 7 in.). Gerald S. Galpin of A. 
Galpin’s Sons, Appleton Wis., sent this ad and in 
his letter writes as follows: “Have done very little 
advertising in the past and would very much appre- 
ciate your advice.” 

We are glad to give Mr. Galpin the benefit of our 
experience at any time and are particularly pleased 


No. 2—Roaster pointe well made 


Aladdin Double 
Aluminum sj Roasters 


A Whole Kitchen Outfit in Itself 





HIS roaster is useful the whole year round, as handy 

for baking and canning as it is for frying and steam- 
img. An extra rack to hold six jars makes it copecially 
handy for cold pack preserving. 

Three sizes, $4.06, $4.75, $5.50. Rack extra tc 

Special price of $1.39 on the regular $2.08, § quart 
Aladdin Aluminum Preserving Kettle. 












A. Galpin’s Sons 


148-750 College Avenue. Phome 52 
Former Peerenboom Store. 





to start him on the road to becoming an aggressive 
advertiser. 

We say to Mr. Galpin: “Follow this department 
carefully. It is a mirror held up to the advertising 
activities of hardware merchants all over the world, 
from Boston to Buenos Aires, from America to far- 
off Australia. It is just as important to know what 
your fellow-merchants are doing in an advertising 
way as it is to improve your own individual meth- 
ods, through our suggestion and comment.” 

With regard to this Galpin ad we say right away 
that it is unusually well displayed. One improve- 
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ment, however, could be made by using a lighter- 
faced type for the text, say Caslon Old Style. You 
have a border, cut and display lines strong in black 
and white contrast. The sub-head is good. It tells 
a story in a single line. The text is good because 
it clearly points out the adaptability of the roaster 
to baking, steaming and frying, as well as for can- 
ning and cold pack preserving. The last line in the 
copy, making a drive on the $2 kettle, is well taken, 
for it offers an extra inducement to visit the store 
and inspect the roaster. Mr. Galpin has here a 
very ably handled ad and we hope to see more o 

his work as time goes on. 


Pierson’s Multi-colored Monthly Visitor 


No. 3 (5% in. x 8 in.). Here is the front page 
from the September issue of Hardware News, the 
chatty little store paper issued once a month by the 
Pierson Hardware Co. of Pittsfield, Mass. A 
chameleon has nothing on Pierson’s paper. We have 


No. 3—Small in size—big in effect 








September 1917 


Hardware News 


Right in the Center of the City 


















Sei\UESS we'll call this our “High Cost of 
es, Living” number. 

i Lucky is the man who can afford to pay 
@ for the “Cost of high living.” The “beef 
trust,” the “flour trust” may be pretty bad, but the 
worst of all is the “trust” the average storekeeper ex- 
tends to his friends and fellow townsman. We seem to 
have gotten away from the old “pay as you go” plan 
when everybody had a little cash in their pockets at the 
end of each year, and have entered the “keep up with 
your neighbor” period when the keynote of living is “to 
harlem with expense.” 

But do you think the every day things of life, that is, 
the very necessary things are really much higher than 
they were, that is, so much higher that they are prohibi- 
tive? You can still get a paper of tacks for five cents, 
a screw driver for ten cents, a hammer for fifty cents and 
most things are stil] at reasonable prices. 


“John, dear, the grocer says he won't let 
us have any more things until we pay our 
bill.” 

“The Scoundrel! I've a good mind not 
to trade with him any more. Why, it 
isn’t over a week since I promised to pay 
him the next day.” 

















larger returns. 





What Mr. Paris Offers 


Mr. Paris is a high salaried advertising expert. He is a past master 
at making newspaper advertising pay retailers big dividends. He 
takes a day each week to study the advertising of hardware retailers 
and to give constructive criticism which will enable ‘retailers to get 
In this department each week he offers advice you 
could not possibly afford to buy individually. 


Do You Get It Each Week ? 
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been reading it for months past and we don’t re- 
member having seen any two copies printed on the 
same color stock. Among the many store papers 
that we review in this department none is like Hard- 
ware News in its color-changing proclivities. We 
think the idea is good, however, and would advise 
Pierson to keep it up. 

Hardware News is a gem of typography and 
therefore easy to read. It doesn’t cover as much 
ground as some of the larger papers, like Dep’s Pep 
or Weinhold’s Bulletin for instance, but it is a 
snappy little monthly reminder that keeps folks 
from forgetting that the Pierson firm is in busi- 
ness and after business. For September the News 
features Sargent’s hardware and locks, rubber ready 
roofing, paints and varnishes, clothes line pulleys, 
and other items in general need. The editor of 
Hardware News says he is pretty busy out in the 
store, answering the telephone, finding out why a 
delivery has gone awry, straightening out a credit, 
adjusting a slight difference of opinion, telling how 
much paint it requires to cover an ordinary floor 
and keeping an eye on things generally. Yet, he 
continues, we try to give you each month some true 
news on hardware that should interest you. Do 
you wonder we fail in the accomplishment of our 
task and yet a bright ray of sunshine comes to us 
from some one who sees the humor of this publica- 
tion and asks us to send it to them regularly? All 
of which goes to prove once again that store papers 
are read and read regularly. 


You’ll Want a Car After Reading This 


No. 4 (10 in. x 14 in.). This is a page from the 
current issue of the Bulletin, the store paper of the 
W. F. McCue Mercantile Co. of Lamar, Col. Mc- 


No. 4—Hardware and autos—a perfect mixture 


The W. F. McCue Mercantile Company 


io) 


Ghe Most Beautiful Car in America 
A Line of Motor Cars Distinctive for Beauty, Comfort, 
Dependability “— Value 


IAT quality of beauty «hich is fashioned 

















of weight and epace th 

any "the to the veer emt ts 
divided frowt seat. 

the same distinctiveness as the bedy, its 

ual and pleasing and providing perfect pro- 
is under all weather conditions 


every Paige 
car is “The Mont Beoutitel ( 
At any point and tm = any angle Paige cars pre” 
beautiful From the painted radia th its suggestion of raci 
senasth Sos oh bath to Ges Sols bone’ ded 
expresses A 


the wonderful goodness of ita mechanic nical denier 
the tuly refer you to the record of satisfaction this Me x 
hou! of owners 


ao and « 
> eat eaay control, low up-keep comt and 
mung up. the distinetive featu ree of scientific 


jent construction, hi gual mnpleteness Croup. 
ws THE MOST BEAUTIFUL inet and “FE AUTIPUL Cal CAR ina AMERICA” 
model in the Paige line a leader in 


Palen Steak Motor Car Senin, Detroit, Michigan 


$1260 FP. O. B. Detroit 


The W. F. McCue Mercantile Company 


LAMAR, COLORADO 


Sole Distributers for Pro@ers and Baca Counties 











Cue handles the Paige car and he wants the populace 
to know about it. Just read this ad through and see 
how a hardware man can handle the automobile 
proposition. Hardware and motors are a logical 
combination and the McCue Company here 
demonstrates that it’s just as easy for the hard- 
ware dealer to advertise autos as it is kitchen 
cabinets. 


Hardware Age 


Doing It Electrically 


AS competition in regular hardware lines becomes 

keener both the city and country merchants are 
adding specialties that would not have been thought 
of 10 years ago. For instance, one dealer located in 
a manufacturing city in the Central West is now 
doing a good business in portable electric drilling 
machines. These tools are fitted with universal 
motors, so that they can be operated with either 
direct or alternating current. It is only necessary 
to carry one machine in stock for demonstration 
purposes, and to fill an emergency order. No skilled 
mechanic is required to operate the machine and 
the rapidly growing demand makes this specialty 
a profitable one even in the smaller centers where 
electric current can be obtained. 

Other electric specialties, with which the hard- 
ware trade is already familiar, include household 
utensils, such as toasters, chafing dishes, sad irons, 
etc. The margin of profit is attractive, and it is 
stated that one sale almost invariably leads to an- 
other. 

There is a rapidly growing demand for swing- 
saws for pattern and woodworking shops of all 
kinds. These machines are especially adapted for 
small shops as they are comparatively inexpensive, 
and they can be arranged for either motor or belt 
drive. One dealer, who carries the line, sells en- 
tirely from the manufacturer’s catalog, and has been 
successful in disposing of quite a number of the 
machines without the investment of a cent for stock. 

Electric fans have also proved to be a profitable 
line to many hardware merchants, and the motor- 
driven washing machine is fast becoming a house- 
hold necessity. 

The foregoing only represents a very small num- 
ber of electrical appliances and motor-driven ma- 
chines that the hardware merchant can handle to 
advantage wherever electricity is used. The re- 
luctance of many dealers to take hold of these lines 
in the past has been due to a mistaken conception 
that an expert was required to handle them. The 
advent of the universal motor, together with the 
recent simplification of electrical appliances, has 
done away with this idea. Common sense and sell- 
ing ability are the only things needed for the sale 
of things electrical. 
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An Eveready window that will draw trade 











September 27, 1917 HARDWARE AGE 


97 



























a. 
SS ee . 

HETHER pow are planning to betes bow - . “s ardy a8 earner tome fom pene 
Wao soce, 2 ee tare eines: 
B49 Pare - 
peceveed and whach we are dupe 


bad wn A 3s 
. “st 
Stanley Garage H\ <= ar 
\ 
on sertnve im moe este \ a 
rir tt s\ Mesos ines VEE: —-> om SESS 
WS itemet ames wee Sener egrse eS = a fee = 


Sen, ' ~— oop toaee 


cage Hardware 


 Comernarm+ amfet, amd wom 





— me mt Sega 
— te oe 





Your name and address goes be \ ‘on as b eo? aH a a ae ae sad eddress ge here j 
\ ac ' - ~ ~ j 
eee al 





== \ = ard a 

















Newspaper Advertisements 


For Your Use 


O the people of your city who read advertisements 
of Stanley Garage Hardware in the national maga- 
zines know that they can buy it at your store? 


The easiest way for you to tell them that they can is to 
run a Stanley Garage Hardware advertisement 
occasionally in the principal newspaper of your city. 
Because of the liberal margin of profit you get for each 
sale of Stanley Garage Hardware, the line is well worth 


your advertising. 


If you have not yet received a copy of “‘Selling , 
More Stanley Garage Hardware,”’ cut out and - 
fill in the attached coupon now and mail it today 


New Britain 


New York, 100 Lafayette St. Chicago, 73 East Lake St. 


“See our advertisement on box strapping in * & S oe 3 d 
this issue” s ra S 3 RS > ee 








An attractive series of one, two and ments you select you will be sent elec- 
three-column newspaper  advertise- trotypes of the illustrations only. 
ments has been prepared for you to Suggested “copy” in proof form will 
select from. These are fully repro- accompany each electrotype, how- + 
duced, and a blank for ordering them ever, so that you can change or Pd 
is enclosed with the booklet, ‘Selling add to your advertisement Ps ~ 
More Stanley Garage Hardware.’ It as you wish before it is Ys es 
will be sent you on receipt of the set in type by your news- =? 
attached coupon. For the advertise- paper. Pap 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market 
by Hardware Manufacturers 


New Light Weight Carpet 
Sweeper 


The Hugro Mfg. Company, 327 
South La Salle Street, Chicago, IIL, 
has recently placed on the market a 
new model carpet sweeper known as 
the No. 28 “Kleanwell,” which the 
company fully guarantees against any 
mechanical defects for 5 years from 
date of purchase. 

The sweeper, it is claimed, is made 
almost entirely of steel, overcoming 
the possibility of warping, cracking 
or shrinking. The top, the company 
states, is made of a smooth finished 
sheet steel, artistically embossed and 


New light weight carpet sweeper 


finely finished in a mahogany enamel. 
The brush is constructed with four 
rows of genuine animal spiral-set 
bristles, and the steel guard over the 
wheels and brush roller is heavily and 
attractively nickeled. Both dust-pans, 
it is said, open with the utmost ease 
by slightly pulling a small lever on the 
side of the top of the sweeper. A 
heavy braid bumper encircles the 
“Kleanwell” and protects it against 
bumping into furniture. The sweeper, 
which weighs 3% lb., and is construct- 
ed with thick rubber-tired wheels, is 
packed very carefully in a separate 
carton and crated in dozen lots. Illus- 
trated descriptive matter and prices 
will be furnished to dealers upon re- 
quest. 


Jackson” Sanitary Glass 
Knife 


The E. S. Pease Company, Inc., 198 
Main Street, Buffalo, N. Y., has re- 
cently placed on the market the 
“Jackson” sanitary glass knife, es- 
pecially designed for cutting lemons, 
oranges, grape fruit and all other acid 
fruits. 

The glass knife is made with a 
keen cutting edge, ground by a special 














“Jackson” sanitary glass knife 

process. The utensil, it is said, is ab- 
solutely sanitary and non-corrosive 
and can be instantly cleaned by hold- 


ing it under a faucet. It is also said 


that this knife can be reground if nec- 
essary, but with care will retain its 
original keen edge for years. The re- 
tail price is 35c. 


“Jim” Wire Cone Toaster 


Harkins & Willis, Ann Arbor, 
Mich., have placed on the market the 
“Jim” wire cone toaster, which the 
concern states will fit all stoves. 

This toaster, it is said, is made 
with grooved edges especially made to 
receive any crumbs. The toaster is 
designed with four toasting compart- 
ments and an opening at the top of 














“Jim” wire cone toaster 


the toaster which permits the fifth 
slice of bread to be toasted. 

The top of the toaster may also be 
used to heat a plate, tea or coffee pot. 
The concern will furnish prices to 
dealers upon request. 


New Small Size «Stand- 
ard”’ Brooder 


The Buckeye Incubator Company, 
Springfield, Ohio, has _ recently 
brought out a smaller size “Standard” 
brooder, No. 18, designed especially 
for use in any room measuring 6 x 8 
ft. or more. The new “Standard,” 
which has a 46-in. hover and accom- 
modates up to 500 newly hatched 


brooder 


New small size “Standard” 


chicks, is an exact duplicate of the 
larger size brooder. The stove is 20 
in. high. 

A very interesting pamphlet en- 
titled “Buckeye Sales Bulletin,” illus- 
trating and describing the company’s 
entire line of brooders, will be mailed 
to dealers upon request. 
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New “Easiest Way” Elec- 
tric Washer 


The Easiest Way Mfg. Company, 
Sandusky, Ohio, has recently placed 
on the market its new model No. 2 
electric washing machine designed 
with a swinging reversible wringer. 
This new model has features that ap- 
peal to housewives. First, it insures 
sanitary conditions; second, it forces 
the hot suds through the clothes, leav- 
ing them sweet and clean; third, its 
compact construction does away with 
exposed gears and unprotected revolv- 
ing mechanism; fourth, the machine 
merits the approval of thousands of 
housewives everywhere on account of 
its safety and dependability. 

The reversible wringer is con- 
structed so that it may be swung into 


New model Easiest Way electric washer 


any desired position, enabling the 
housewife to wririg the clothes from 
the washing machine to the rinse 
water, from the rinse water to the 
blue water and from the blue water 
to the basket, all without even mov- 
ing the machine. 

This machine will wash and wring 
the clothes at the same time with only 
one lever to operate. Illustrated de- 
scriptive matter and prices will be 
sent to dealers on request. 


New Combination Coal, 
Wood and Gas Range 


The Leonard Hi-Oven Range Com- 
pany, Cedar Rapids, Jowa, recently 
placed on the market a new combina- 
tion coal, wood and gas range made 
in a very compact size, measuring 
only 87 in. wide. The firebox for 
burning coal or wood is located in the 
center of the body. There are two 
burners on each side of the burning 
compartment, a very convenient and 
compact arrangement. 

The elevated oven heats quickly and 
evenly when burning fuel. It may be 
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RIT- 


impels men and business houses to do 
things right when others resort to shoddy 
deeds and cheap practices. Grit to fight the 
game of competition clean is the reason be- 
hind the high excellence which marks 


‘The R-W line 


One R-W product combines in a 
special way the grit of clean char- 
acter and grit for keen cutting— 


R-W Mounted Grindstones 


The R-W grindstone 
line includes stones of 
assorted grits in fifteen 
stock styles of foot 








treadle and power 
grindstones; also a 
complete line of loose 
grindstones and sepa- 
rate grindstone fixtures. 
Each stone is made 
from selected Berea 
grit. 





R-W grindstones won’t come back; 


the customer who buys them will. 


Write for illustrated folder, ‘‘Pointers for Grindstone 
Buyers’’ and prices. Sent without obligation. 


Richards Wilcox Manufacturing (0 








——— Aurora, ILurmors, USA. a 
aan Richards-Wilcox Canadian Co,Ltd.London .Ont. pan 
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“A hanter for anu door that slides™ 
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easily changed so that it can be heated 
with either artificial or natural gas. 
Illustrated descriptive matter cover- 


New combination coal, wood and 
gas range 


ing this concern’s extensive line of 
ranges will be mailed dealers on re- 
quest. 


New Revolving Cabinet 


The American Bolt & Screw Case 
Company, Dayton, Ohio, has brought 
out a new revolving cabinet. The 
cabinet is built with a variety of 
drawers of different sizes especially 
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New revolving cabinet 


designed for plumbers, garage owners 
and automobile accessory and hard- 
ware dealers. 

An illustrated catalog with prices 
showing the company’s extensive line 
of cabinets will be mailed to dealers 
on request. 


New Westinghouse 
Catalog 


The Westinghouse Electric & Mfg. 
Company, East Pittsburgh, Pa., has 
recently issued its catalog No. 8-C 
covering an extensive line of electric 
heating and cooking appliances, such as 
flat irons, toaster stoves, percolators, 
milk warmers, radiators, immersion 
heaters, solder pots, ete. A new de- 
vice called the “Sew-Motor,” for sew- 
ing machines, is also described there- 
in. A copy of this catalog will be 
mailed to all dealers upon request. 


THE TRUMBULL ELECTRIC COMPANY, 
Plainville, Conn., electrical supplies, 
is building an addition, 50 x 100 ft. 
four stories. 
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the battle. 


It’s up to you. 








It’s Up to You 


A subscriber writes: 


“Thanks for that ‘new goods’ department. 
It means money to me nearly every week. 
following this department closely I have been 
able to pick up many new items ahead of my 
competitors—and I consider a good start half 
I get away ahead of the gun so 


often in announcing new goods that folks just 
naturally come to me for the latest.’ 


It pays to get in the lead and keep in the 
lead in offering new goods in your community. 


Do you want to lead or lag ? 


By 

















Newly Improved Gasoline 
Fire Pot 


The Clayton & Lambert Mfg. Com- 
pany, Detroit, Mich., has _ recently 
made two improvements in its No. 1 
gasoline fire pot, which adds consider- 
ably to the service and efficiency of the 
device. 

These improvements consist of a 
dust-proof cap or filler plug for the 
funnel used for filling the tank, which 
prevents dirt from getting into the 


Newly improved gasoline fire pot 


gasoline, and also a cushion protection 
band around the bottom of the tank, 
which serves to protect the fire pot in 
case it is roughly handled. The tank 
of the fire pot is made of seamless 
drawn steel and the bottom and fit- 
tings are welded in, making it practi- 
cally indestructible. It is claimed that 
the improved construction of the burn- 
er represents the highest development 
of generating power and heat efficien- 
cy from gasoline, and saves the fuel 
to a remarkable degree, producing an 
ideal blue flame entirely free from 
smoke, easily regulated, giving satis- 
factory results under all reasonable 
circumstances, including windy or cold 
weather. The burner is_ swiveled, 
which permits moving the flame up or 
down. It is stated that a pair of 12-lb. 


soldering coppers can be heated and a 
pot of lead or solder melted at the 
same time. The top section can be re- 
moved, thus producing an open fire. 
An interesting catalog showing the 
company’s extensive line of gasoline 
and kerosene fire pots and torches, in 
addition to trade prices, will be mailed 


to dealers upon request. 


+¢3-in-1”? Adjustable Post 
Hole Auger 


The Hall Mfg. Company, Monti- 
cello, Iowa, has brought out the "3- 
in-1” adjustable post-hole auger, 
which is made in three different sizes 
adjustable to the following dimen- 
sions: No. 1, 5 to 6 in.; No. 2, 6, 7 
to 8 in.; No. 3, 8, 9 to 10 in. The 
blades of these augers are heated and 
hammered to a cutting edge and then 
sharpened and polished. A_ strong 
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“3-in-1” adjustable post hole auger 


malleable arch is securely riveted to 
the blades which are locked together 
by an improved hinge lock. 

With this auger line post holes or 
corner post holes may be dug by 
merely removing one _ bolt. 
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Send Your Orders Now F or 


PROMPT SHIPMENT 
No. 1010 # No. 2 


RELIABLE No.2 ROUND TRACK and HANGERS 
























ONTON ( Patented) 

Sold ig ou 
by 

fficient Reliable Round 
the Track Sold to reach 

, all points indicated above 

Train nae 
Load 


Famous vem ten’ Watershed Track and Hangers 


= Weather, 
Weight and 
Bird Proof 
Self-Cleaning 


Our New General Catalog No. 85 ready 
for distribution. Copy sent on request 


Allith Prouty Company 
Danville, Illinois te 


Door Hangers and _ Fire-Door Hard- 
Tracks ware 

Spring Hinges Overhead Carriers 

Rolling Ladders Hardware Spe- 


Garage Door Hard- cialties 
ware 
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-‘Resistal” Goggles 


Strauss & Buegeleisen, 37 Warren 
Street, New York City, have recently 
placed “Resistal” goggles on the 
market. These ,oggles are con- 
structed to withstand a tremendous 
impact. 

It is stated that even though a lens 
may be broken in small pieces every 


“Resistal” goggles 


particle will be held firmly in place. 
The lens consists of two layers of 
glass welded together with an inter- 
vening layer of celluloid. This weld- 
ing is done under great pressure and 
heat without using cement. Illustrated 
descriptive matter and prices will be 
mailed to dealers upon request. 


‘ Steelbilt ’’ Shock Ab- 
sorber for Fords 


The Walker Mfg. Company, Racine, 
Wis., has recently brought out the 
“Steelbilt” double-arm shock  ab- 
sorber, designed in cantilever type for 
Ford cars. The company states that 
the shock absorber is made of steel 
throughout and it is solidly con- 
structed, light and unbreakable. The 
springs are made of all tempered 
spring wire, extra long and resilient, 
making riding more enjoyable. 

It is also stated that this shock 
absorber will reduce the consumption 


“Steelbilt” shock absorber for Ford cars 


of gasoline on account of the easy 
riding of the automobile, and its abil- 
ity to go over rough places and street 
ear tracks without the necessity of 
slacking up. There are no sliding 
parts or friction, it is claimed, nor 
any parts to get out of order. No 
machinery or drilling is necessary to 
install the absorber. The front set 
fits on the regular suspension perch, 
and a special perch is furnished for 
the rear set. 

Spring bolts are 
oilers, which, it is said, 


supplied with 
give perfect 


Nad OM TON SS. 


lubrication. The centers of the lev- 
erage are arranged to give free ac- 
tion to the coil and leaf spring, and 
also prevent the spring from striking 
the axle. The list price for a set of 
four is $7.50. Descriptive matter 
will be mailed to dealers upon re- 
quest. 


‘¢ Dead Easy ” Tire Pump 


The Globe Mfg. Company, Battle 
Creek, Mich., has recently brought out 
the “Dead Easy” tire pump designed 
to quickly fill any size tire with clean, 
pure air at its rated pressure with but 
slight exertion. 

The pump measures 5 x 8% x 9 in. 
and the handle is constructed in two 
sections, each 16 in. long. The weight 
complete is 13 lb. and the price is $15. 
The pump is equipped with a clamp 


“Dead EKasy” tire pump 


for attaching to the running board, a 
pressure gage, 12 ft. of hose, and: the 
Globe improved self-retaining acorn 
nipple which holds the tire valve open, 
registering the tire pressure on the 
gage. The pump, it is said, is attrac- 
tively finished in nickel and_ black 
enamel, and is made for long and hard 
service. Illustrated descriptive matter 
and prices will be mailed to dealers 
upon request. 


‘ Waterproof” Mohair 
Top Dressing 


The Nu-Back Mfg. Company, New 
York, St. Louis and San Francisco, 
has recently placed on the market a 
new liquid dressing known as “Water- 
proof,” which, it is claimed, will posi- 
tively prevent rain from dripping 
through leaky mohair automobile tops, 
insuring the same comfort and pleas- 


102 


ure during rainy as well 
weather. 

The liquid dressing, it is said, gives 
the top an attractive, uniform lasting 
shade of black, which leaves the ma 
terial soft and pliable and will not 
rub off. The company states that the 


as dry 


dressing wil jthin 1 hr. after 
being applié ated gescriptive 
matter and prices will be ailed to 
dealers upon request. . 


“Giant Grip” 
Chains 

The Challoner Company, Oshkosh, 
Wis., has recently brought out its 
“Giant Grip” non-skid chains for 
solid tire motor trucks. 

It is claimed that for strength, sim- 
plicity and high anti-skid efficiency 
these chains, by exhaustive tests, have 
established a high standard. 

The new chains consist of a series 
of cross chains with one cross chain 
or unit for each alternate spoke. Each 
unit, it is said, is composed of a drop- 


Non-Skid 


non-skid chains for sol d tir 


“Giant Grip” 
motor trucks 


forged clamp, two drop-forged eye- 
bolts and two “T’’-shaped drop-forged 
hook links, to which is attached a 
cross chain which goes around the tire 
and felloe. 

The clamp, it is claimed, is drop- 
forged from the toughest steel ob- 
tainable and is lined with the com 
pany’s own special “Gripoid” lining so 
as not to injure the spokes. 

The clamps, the company states, 
can be left permanently attached to 
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Every Week 


—One of the weekly full truck load de- 
liveries of Diamond Tires necessary to 
supply the customers of the Long Beach 
Rubber Company, Long Beach, Cal. 
This big business rests on the solid foundation 
of Diamond quality. No tires regardless of 
prices, promises, or guarantees are piling up 
bigger mileages than Diamonds whether in 
California or any other place. 
And the business is bound to keep on growing 
fast, because it is backed by the Diamond ad- 
vertising campaign conducted in local papers 
and on city billboards. 

This unbeatable combination will build just as 
successful a business for you. 

Send for the liberal Diamond sales plan for 
1917. 


Every Diamond is sold with the understanding 
that it must deliver full value in service. If 
ever a Diamond Tire fails, a cheerful, willing 
adjustment will be made promptly. 


Diamond Tires 


Factories: Akron, Ohio Distributors Everywhere 
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Snapped at the Goodyear Tire & Rubber Company Field and Track Meet 


l—The spacious open-air dancing floor was patronized continuously. 
Boxing was in progress all day. 


characteristic style. 3 
opponent. 
The pole 


the Goodyear dirigibles flew over the 


work. 13-—A 


military tinge to the day’s activities. 


the spokes, and are thus always in 
place when it is desired to attach the 
cross chains. The eye-bolts, it is 
stated, are also drop-forged and serve 
two purposes, namely, to bolt the two 
clamp members to the spoke and also 
receive the “T’-shaped hook links to 
which the chain is connected. 

The drop-forged hook links, it is 
stated, are of a special design, having 
at one end a “T”-shaped arrangement 
which can be hooked very quickly into 
the keyed eye of the eye-bolt. The 
chain is attached to the eye-bolt by 
passing the end link over the “T”- 
shaped end and around to the end hav- 
ing the round knob. The hook link, it 
is said, can be attached to the clamp 
without the use of any tools. It is 
also stated that the chain is of a 
special design, heat treated and highly 
polished, and has a twisted wire in the 
links so that it will lie flat on the tire. 
For purposes of adjusting chains to 
take up the slack, the company has 
provided several straight links on each 
end of the chain. 

It is stated that when it is desired 
to attach the cross chains it is not 
necessary to jack up the car but sim- 
ply to apply as many cross chains as 
possible or desired. The driver does 


field, dropping paper 
deaf mute, “Silent Howard,” won heavyweight boxing honors. 
youthful Scotch aspirant for Harry Lauder’s honors 
lightweights fought the final for champion honors. 15 


bombs 
12—The 
14—-After 


A grand review of the 





not have to get out in the rain or 
muddy place and unrave! long pieces 
of chain. j 

When these chains are not needed 
they can be quickly detached and car- 
ried in the tool box for another 
emergency. 

The company states that with the 
“Giant Grips” all annoyance of broken 
pieces of chain knocking around the 
fenders every time the wheel revolves 
is eliminated, for when the chains 
wear out and break they can be easily 
unhooked and the remaining “Giant 
Grips” will be sufficient until a new 
cross chain can be secured. Substan- 
tial hexagon nuts are used in fasten- 
ing the clamps together, and the hooks 
are attached to the outside of the 
clamps. Illustrated literature and 
prices will be mailed to dealers upon 
request. 


Martin Low Price Tire 
Cover 
The Martin Mfg. Company, Lan- 
caster, Ohio, has recently placed on 
the market the Martin Style “C” tire 
cover, especially designed as a low 


price cover for extra tires on such 
cars as the Buick, Reo, Paige, etc. 


Goodyear girls proved good climbers in the obstacle race. %& 
Chief announcer Fred Fuller kept everybody in expectancy. 
containing prices for the 


2—Scotch comedians made sport for the crowds in 
4—This shadow-bower had no trouble in defeatin 

5-—This happy youngster was picked from more than a hundred as winner of first prize in the 
vaulting was of a “high” order. 7 
5-mile cross-country run causes big smiles. 9 


his imaginary 
aby show. 6— 
Winning the 


crowd, This husky 


wrestling was interesting, but looked like hard 
eliminating a 
Goodyear 


dozen aspirants these two 


Flying Squadron lent a distinct 











The cover is made of heavy enameled 
drill and is durable and attractive in 
appearance. It is listed to sell at the 
following prices: 28-30 for $1.70; 





| 
| 
| 





Low-price tire cover 


31-32, $1.80; 33-34, $2; 35-36, $2.15; 
87-38, $2.20; 39 up, $3. 

The same company manufactures 
the Martin door pocket designed for 
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The Fastest Selling Radiator Ornament 





The Field 


Have youan Auto 
mobile, M otor- 
cycle, Motor Boat, | 
Truck, Bicycle or |} 
Canoe? 


Fly Your Flag |! 











On It 
| 
LANL | 


A Great Opportunity ! 


JOBBERS if you are or are not 
handling a Radiator Ornament 
get Whirling Flags. We want 
more quick distribution. 3500 
were sold in Columbus and sur- 
rounding counties last month. 
Write for details, price lists, etc. 
Write for the proposition today. 


LAURIE PAM AAA "5 


Ever Offered to the Hardware Merchant 













Dealers 


Don't wait. Be the first in your 
territory to show this wonderful 
new seller. 


Order from your Jobber. If he 
cannot supply you, use the at- 
tached coupon and mail today 
Sample mailed prepaid upon re- 
ceipt of 75 


sac. 


THE PRISMOLITE 
COMPANY 


Fourth and Gay Streets 
COLUMBUS, 





$1.10 West of 
Rocky Mts. 


OHIO 


An ornament of beauty, made of 
metal, made to last: made to 
whirl in the slightest breeze 
New, attractive and bright and 
inspiring. Every one now wants 
some patriotic emblem on thei 
car, something new, something 
different, whirling, bright and 
attractive Something strong 
that will outwear the weather 
Whirling flags are just this 
Thousands are going to be sold 
in your city. Many thousands ot 
motorists are going to buy them 
That it is a whirling seller is ab 
solutely proven. It sells upon 
display. It is attractive and 
appealing 








Little sales effort is necessary 
Over a thousand were sold in the 
city of Columbus the first month 
introduced and 3500 in the Co 
lumbus territory. In the hard- 
ware stores they were particu 
larly successful. This is only one 
indication of what will happen in 
vour city 





Whirling Flags are whirl 
wind dollar counter sellers 
They are taking the mar 
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Ford or Chevrolet cars. The pocket 
is made of a very high grade leather 
cloth, the same as is extensively used 
in upholstery work. It will not crack 
or peel and will last as long as leather. 
The price is $1. An eight-page illus- 
trated circular showing the company’s 
extensive line of automobilists’ needs 
will be mailed to dealers upon request. 


New Ventilating Wind- 
shield Attachment 


for Fords 


The Humboldt Machine & Stamp- 
ing Company, Long Island City, 




















Nese 





ventilating windshield attachment 


for Fords 

N. Y., has placed on the market the 
Humboldt ventilating windshield at- 
tachment, No. 1500, designed to re- 
place the hinges originally supplied 
on a Ford windshield, converting it 
into a rain vision and ventilating 
shield and providing safety and com- 
fort in all kinds of weather. 

The new attachment may be easily 
and quickly applied with a screw- 
driver. No holes need be bored nor 
are any changes necessary. The at- 
tachment is finished in a special baked 
ebony enamel and is packed one com- 
plete set in a carton retailing for 
$2.50. Illustrated descriptive matter 
will be mailed to dealers upon request. 


+A-Y” Hand-Operated 
Horn No. 3500 


The Angsten-Koch Company, 215- 
219 Englewood Avenue, Chicago, IIl., 
has recently brought out the “A-Y” 
mechanical hand-operated horn, No. 
3500, designed with a 5-in. bell, 
4%-in. diaphragm and 1%-in. stroke. 
The horn is easily operated by a 
slight pressure on the knob, producing 
a loud, distinctive warning. 

To fasten the horn to the car all 
that is necessary is to remove the four 
small screws holding the bracket and 


New 


“A-Y” hand-operated horn No. 3500 


secure the bracket with the two 
wooden screws provided. Then put 
the horn back on the bracket. When 


attached in this manner the horn will 
not rattle. 

The mechanism is simple. There 
are no gears to wedr or get out of 
order. A rack and small pinion are 
all that are used to drive the ratchet 
wheel, and the slightest pressure on 
the plunger causes this wheel, which 
weighs nearly 1 lb., to revolve at a 
high speed. 

The horn is fully guaranteed 
against defective material and work- 
manship for one year from date of 
purchase. The price is $3.50. Illus- 
trated descriptive matter will be 
mailed to dealers upon request. 


Outlook Windshield 
Cleaner 


The Outlook Company, Cleveland, 
Ohio, has recently brought out the 
Outlook cleaner for automobiles, con- 
sisting of a rubber strip on the 
weather side of the windshield which 
is held firmly in place by a rod on 
each side of the glass. A_ rubber 
roller is attached to the glass holding 
the strip close to the outside of the 
glass, producing a squeegee effect and 


Outlook windshield cleaner 


permitting the cleaner to act easily 
and freely. 

It is said that snow, rain or water 
is effectively wiped off the windshield 
at one sweep by simply moving the 
cleaner from left to right, or vice 
versa, giving the driver a clear vision 
at all times. The Outlook windshield 
cleaners are made to readily apply to 
any car. Illustrated descriptive mat- 
ter and prices will be mailed to 
dealers upen request. ’ 


Emmons-Hawkins Issue 
Automobile Accesso- 
ries Catalog 


Emmons-Hawkins 
Company, Huntington, W. Va., has 
recently issued its catalog No. 1 cov- 
ering a most complete line of automo- 


The Hardware 


bile accessoriés. The catalog, which 
measures 10% x 7% in., contains 84 
pages showing merchandise of stand- 
ard manufacture. Among the items 
shown are vulcanizers, pumps, tire 
covers, tools and tool kits, bumpers, 
goggles, tire chains, speedometers, 
piston rings, horns, spotlights, flash- 
lights, spark plugs, parts for Ford 
cars, etc. A copy of this catalog will 
be mailed to dealers upon request. 


New Convenient Radiator 
Filler 


The F. H. lawson Company, Cin- 
cinnati, Ohio, has placed on the mar- 
ket the “Lawco” galvanized iron ra- 
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diator filler. This is substantially 
made of heavy galvanized iron with 
bail and handle for convenient carry- 
ing and pouring. Its capacity is 10 
qt., a size that can be handled con- 
veniently by a woman or child. Two 
decorative bands of crimson enamel 
give it an attractive finish. 

The radiator filler is fitted with a 
splasher and funnel which prevent 
spilling and insure convenience and 
ease in use. Another unique feature 
of this filler is that the rest or shoul- 
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New convenient radiator filler 


der underneath the funnel prevents 
any slipping and serves as a fulcrum, 
insuring perfect leverage and taking 
the weight off the arm. The fillers 
are packed six in a crate, having a 
total weight of 35 Ib. 


Sisson Wheelite for 
Automobiles 


The Sisson Wheelite Corporation, 
Lake George, N. Y., has recently 
brought out the Sisson Wheelite de- 
signed to show the approaching auto- 
mobile the exact location of the left 
front wheel of the car to which this 
light is attached. It enables the 
driver in a car passing from the rear 
to know exactly when to turn into 
the path. 

The lamp, which is small, is con- 
structed so as to give a flood of light 
where needed. It is protected from 
mud by its peculiar shape, preventing 
the lamp from becoming clogged or 
dimmed. It also serves as a trouble 
lamp, as it can be turned in any direc- 
tion or quickly detached for use on 
any part of the car. All sockets and 
connections are of standard make. 














Sisson Wheelite for automob les 


The retail price is $5. Trade prices 
and descriptive matter will be mailed 
to dealers upon request. 
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) Ky oe trade. Increase cash returns. 
Make more money. Share in the 
immense sales prosperity created by Stromberg 
publicity. No reason why you can’t. No excuse 
fer nct taking immediate advantage of this splerdid busi- 
ness getting opportunity. 

The publicity-power back of The 


New Stromberg Carburetor 


FOR FORDS 


is now reaching into every nook and corner of the 
continent. Stromberg edvertisements literally blanket 
the country. Their appeal is felt and acted on wherever 
leading national magazines are read. The new Stromberg 
HOLDS THE WORLD’S GREATEST POWER, 
SPEED AND ECONOMY RECORDS 


Knows positively that his 
that he can’t get 





The Ford owner knows it. 
Ford can’t be operated at the greatest savings 
the sure, swift speed, the dependable power without a New 
Stromberg Carburetor. No othe: carburetor begins to compare 
with it—thousands of tests prove it. 

THE NEW STROMEERG IS MORE THAN 

HALF SOLD WHEN YOU STOCK IT 

How to get 


We show you how to close the sale. 
quick, clean cash. 
In addition to our smashing National Advertising 
Campaign, we have a customer-winning campaign for 
your individual use, locally—attractive color folders 
—bearing your name—circular matter that possesses a well 
developed profit pulling punch. Ties your store tight to our 
National Campaign. Makes it yield you a handsome revenue. 2 
ALL SUPPLIED FREE 
No other article of merchandise offers so ? Dept. 923 
many great money making advantages. 4 64 E. 25th St 
o‘*mechanical " experience . Any one ? Chicago 
can instal. Notrouble. Little time. Tremen- 
dous trade. Sma!linvestment. Send for in- , 4 
teresting facts. _Use Coupon for particulars 
—samples of FREE advertising = and o 
wonderful Stromberg records. “ it 
now!” Let us show you how to get a big slice of advertising matter 
business that is constantly getting BIGGER. ; 


Send today. 
7 
Address 


Stromberg Motor Devices Co. 
Dept. 923 64 E. 25th St., CHICAGO 4 


Please send me particulars 
regarding ycur proposition to 
dealers and samples of FREE 


Your Name 
) 
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NOTES OF THE RETAIL HARDWARE TRADE 


BLEVINS, ARK.—The Blevins Hardware Company has been 
incorporated with a capital stock of $15,000, to deal in the 
following, on which catalogs are requested: Automobile ac- 
cessories, belting and packing, bicycles, buggy whips, build- 
ers’ hardware, building paper, children’s vehicles, churns, 
erockery and glassware, cutlery, dairy supplies, dog collars, 
fishing tackle, furniture department, galvanized and tin 
sheets, hammocks and tents, harness, heating stoves, heavy 
farm implements, heavy hardware, iron beds, kitchen cab- 
inets, kitchen housefurnishings, linoleum, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, poultry 
supplies, prepared roofing, pumps, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop and wagons and buggies. The in- 
corporators are H. M. Stephens, president; Daniel Pittman, 
vice-president, Carl Brown, secretary and treasurer; P. C 
Stephens and Charles F. Pittman. 


Jonesporo, ARK.—The Jonesboro Farm Supply Company 
has recently bought the implement stock of G. W. Culber- 
house. Catalogs requested on poultry supplies. 


NauGatuck, Conn.—H. R. Hawley is now occupying his 
new quarters at 102 Church Street. The building has been 


remodeled, and has better facilities for handling a larger 
stock. 
EaGie, IpbaHo.—The stock of the Eagle Mercantile Com- 


pany, consisting of builders’ hardware, building paper, gal- 
vanized and tin sheets, lime and cement, paints, oils, var- 
nishes and glass and prepared roofing, is now owned by the 
Boise Payette Lumber Company, which requests catalogs on 
builders’ hardware. 


Fier, Ipano.——-The Filer Hardware Company, Inc., doing 
both a wholesale and retail business, has completed plans for 
the erection of a new three-story building at an early date 


BLOOMINGTON, ILL.—The Holder Hardware Company has 
disposed of its stock and gone out of business. 


CHRISMAN, ILL.—The hardware business of Harry Storm 


has been taken over by Storm, Newlin & Watson. The new 
firm requests catalogs on automobile accessories, baseball 
goods, athroom fixtures, belting and packing, bicycles, 


builders’ hardware, building paper, churns, cream separators, 
cutlery, dog collars, dynamite, electrical household specialties, 
fishing tackle, furnaces, galvanized and tin sheets, gasoline 
engines, hammocks and tents, heating stoves, heavy hardware, 
home barbers’ supplies, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, plumbing department, pre- 
pared roofing, pumps, ranges and cook stoves, refrigerators. 
shelf hardware, silverware, sporting goods, tin shop, toys. 
games and washing machines 


Hriiisroro, ILu.—The F. I. Clotfelter Implement Store has 
succeeded Clotfelter & Grassel. stock of buggy whips, 
eream separators, dairy supplies, gasoline engines, ham- 
mocks and tents, harness, heavy farm implements. lubri- 
eating oils, poultry supplies, pumps and wagons and buggies 
will be carried, on which catalogs are requested. 


KENDALLVILLE, IND.—-The Noble County Hardware Com- 
pany has disposed of its stock to the Kendallville Hardware 
Company. Both stocks will be consolidated. 


SULLIVAN, INpD.—The Miller Hardware & Furniture Com- 
pany is now having the adjoining building remodeled. When 
completed it will house a furniture stock and be used also 
as a storeroom 


Conway, lowa.—-The Conway Hardware Company, which 
recently suffered a fire loss, requests catalogs on automobile 
recessories, bathroom fixtures, belting and packing, bicycles, 
buggy whips, builders’ hardware, building “oe. children’s 
vehicles, churns, cream separators, cutlery, dairy supplies, 
dog collars, dynamite, electrical household specialties, fishing 
tackle, furnaces, galvanized and tin sheets, gasoline engines, 
hammocks and tents, harness, heating stoves, heavy farm 
implements, heavy hardware, home barbers’ supplies, kitchen 
housefurnishings, lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, prepared roofing, pumps, ranges 
and cook stoves, sewing machines, shelf hardware, silverware. 
tin shop, wagons, buggies and washing machines 


CRESTON, Llowa.—The Creston Hardware Company has re- 
cently made some improvements in its store. A new room 
has been added 18 x 20 ft., to be used as a stove department. 
The space devoted to electrical supplies has also been en- 
larged. The concern’s business is both wholesale and retail 
Catalogs requested on electrical goods 


Seymour, lowa.—J. R. Allison has sold his hardware and 
furniture store to Harley Tucker 


The stock of J. C. Stevenson & Co. has been 

The Tabor Hardware Company is the purchaser. 
Yorktown, lowa.—J. H. Gwynn & Son 

cement building, 50 x 80 ft., two stories 
CHETOPA, KAN.—U. M. Fenis has bought the 


J. J. Wackerle, will occupy the 
by Mr. Wackerle. 


Scorr City, Kan I. 8 
a new location 


TaBor, Towa. 
sold 


will erect a new 


stock of 
building recently vacated 


Ruth will. about Oct. 1, move to 


LEXINGTON, Ky.—The Overstreet Hardware Company, com- 
posed of R. H. Overstreet and his son, Ellis M. Overstreet. 
has recently commenced business at 357 West Short Street. 
The new concern will handle a stock of the following: Buggy 
whips, building paper, children’s vehicles, churns, cutlery, 
dairy supplies, dog collars, fishing tackle, harness, heating 
stoves, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, prepared roofing; pumps and shelf hard- 
ware Catalogs requested on paints and blacksmiths’ 
supplies 


Ho.yoke, Mass.——The Wells Hardware Company, Inc., with 
stores at 346 Main Street and 78 Cabot Street, has been 
incorporated with a capital stock of $21,000 to deal in base- 
ball goods, builders’ hardware, churns, cutlery, fishing tackle. 





mechanics’ tools, shelf hardware, etc. Frank Rainault is 
president and Edward V. Rainault is treasurer 


CoLtoma, Micu.—The addition which is now being erected 
by the Coloma Hardware Company is nearing completion 
The additional space will afford better facilities for handling 
the enlarged stock. 


HILL City, MInn.—W. W. 
Braff Brothers hardware stock. 


Butte, Mont.—-The Western Hardware Company has been 
incorporated with a capital stock of $40,000 to deal in auto- 
mobile accessories, bathroom fixtures, buggy whips, builders 
hardware, building paper, children’s vehicles, churns, cream 
separators, crockery and glassware, cutlery, dairy supplies, 
dog collars, electrical household specialties, fishing tackle, 

Slranteed and tin sheets, hammocks and tents, _ harness, 


Day, Sr., has purchased the 


, 





eavy farm implements, home barbers pp » . 
lubricating oils, mechanics’ tools, ints, oils, varnishes and 
glass, prepared roofing, shelf hardware, sporting goods and 
washing machines. George S. Taylor, W. F. 8. nm and 
William ©. Smith are the incorporators. Catalogs requested. 


TuRNER, Mont.—Welcome Walker has opened a hardware 
store here. He will deal im automobile accessories, beltin, 


and packing, cutlery, washing machines, builders - 
ware, etc. 
ApAMs, Nes.—John G. Frey has succeeded the Winter 


Hardware Company. 


Apa, OxkL.—Brown, Bobbitt & Sparks are the new owners 
of the stock of Brown & Coffman. 


Prror, OkLta.—C. L. Samuel has purchased his brother's 
interest in the Samuel Bros. Hardware Company. The firm 
name will remain unchanged. 


TAHLEQUAH, OKLA.—The Hudson Hardware & Furniture 
Company has been incorporated by Waddie Hudson, M. R 
Hudson and W. B. Hudson. The capital stock is $20,000, 
and the firm will deal in automobile accessories, bathroom 
fixtures, belting and packing, bicycles, bug whips, builders’ 
hardware, building paper, children’s vehicles, churns, cream 
separators, crockery and glassware, cutlery, bee supplies. 
dog collars, dynamite, electrical household specialties, fishing 
tackle, furnaces, furniture department, galvanized and tin 
sheets, gasoline engines, hammocks and tents, harness, heat- 
ing stoves, heavy farm implements, hea hardware, iron 
beds, kitchen cabinets, kitchen housefurnishings, linoleum, 
mechanics’ tools, oil cloth, paints, oils, varnishes and glass 
ranges and cook stoves, refrigerators, sewing machines, shelf 
hardware, silverware, wagons, buggies and washing machines. 


READING, Pa.—The Obold Hardware Company, formerly 
known as the John H. Obold Company, has recently made 
many improvements in its store at 300 Penn Street. New 
large plate glass windows have been installed, and additional 
space secured for the accommodation of new stock and several 
lines of hardware not formerly handled. The concern does a 
wholesale and retail business. 


ABERDEEN, S. D.—G. Parsch & Son have recently opened a 
new store at 515 South Main Street. The building has been 
remodeled. A complete stock of hardware will be carried. 


EaGLe Pass, Tex.—The Garza Hardware Company, Inc., 
was recently reorganized and a new charter applied for. 
increasing the capital to $25,000, and adding two new 
directors. The company’s business is wholesale and retail. 
Catalogs are requested covering automobile accessories, base- 
ball goods, bathroom fixtures, belting and packing, bicycles, 
buggy whips, builders’ hardware, building paper, children’s 
vehicles, churns, cream separators, crockery and glassware. 
cutlery, dairy supplies, dog collars, fishing tackle, furnaces. 
galvanized and tin sheets, gasoline engines, hammocks and 
tents, harness, heating stoves, heavy farm implements, heavy 
hardware, home barbers’ supplies, kitchen housefurnishings. 
lubricating oils, mechanics’ tools, oil cloth, paints, oils, var- 
nishes and glass, plumbing department, poultry supplies. 
prepared roofing, pumps, ranges and cook stoves, refriger- 
ators, shelf hardware, silverware, sporting goods, tin oP. 
toys, games, wagons, buggies and washing machines. 


BROWNFIELD, Tex.—The Holgate-Endersen Hardware Com- 
pany has been incorporated to deal in automobile accessories. 
bicycles, buggy whips, builders’ hardware, churns, crockery 
and glassware, cutlery, dynamite, galvanized and tin shtets, 
gasoline engines, harness, heating stoves, heavy farm imple- 
ments, heavy hardware. home barbers’ supplies, lubricating 
oils, mechanics’ tools. paints, oils, yarnishes and glass, ranges 
and cook stoves, refrigerators, shelf hardware, silverware, 
sporting goods and wagons and buggies. 


PrrrsrurG, Tex.-The stocks of the Holman Hardware & 
Furniture Company and the Pittsburg Hardware & Furniture 
Company have been consolidated. The Holman Hardware 
& Furniture Company will be the new firm name. Catalogs 
are requested on sporting goods. 


APPLETON, W1s.—A. Galpin’'s Sons are now occupying their 
new quarters at 748-750 College Avenue. 


Cuton, Wi1s.—The implement business of Edward Broeker 
is now own by Decker & Stahl. A new —- will 
shortly be erected. Catalogs are requested on farm imple- 
ments, builders’ hardware, wagons and buggies and ng 


Horicon, Wis.—Schoenwetter & Boehmer are now estab- 
lished in their new building, which has recently been 
remodeled. 


MANITOWOC, Wis.—The J. J. Stangel Hardware Company 
has been incorporated to conduct both a wholesale and retail 
business in the following: Automobile accessories, baseball 
goods, bathroom fixtures, belting and packing, builders’ hard 
ware, building paper, churns, cutlery, dog collars. electrical 
household specialties, fishing tackle, hammocks and tents 
heating stoves, heavy ware, linoleum, lubricating oils, me- 
chanics’ tools, oil cloth, paints, oils, varnishes and 
prepared roofing, ranges and cook stoves, refrigerators. shelf 
hardware, silverware, sporting goods and washing machines. 


The incorporators are J. J. Stangel, Mary Stangel and C. G. 
Stangel. 


Catalogs requested. 
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ORE than 12,000,000 automobile tires see constant day after 
day use. Sooner or later punctures are bound to come to every 
one of them. And every puncture brings profit to dealers who sell 


MARVEL JR. 
VULCANIZER 


Marvel Jr. Vulcanizer welds patches 


over punctures in less than five minutes. rd 
No other device on the market works as 
cheaply, quickly or easily. Ask your jobber g . 
to quote prices on MARVEL JR. and y aS 
other Marvel accessories. Write forfull gp". 
line of sure sales-pullers we furnish 
FREE. Get the solid steel, outdoor Ye 
“gas” sign pulling business for you wos ie 
now. MARVEL DEALERS eso 
MAKE MONEY. Swing in &*'s Co 


Cc v2 
today. poe es 


s 
ay $< o 
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The Marvel Accessories “Se of Fs 
Mig C 45 as : 
0., aves * 
7251 St. Clair Avenue OSs & es 
Cleveland, Ohio gees we 
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sbipment in carload lots from mills, 





On a number of articles the base price only 


Current Metal Prices 


The quytations given below are for «mall lots, as sold from stores in New York City by merchants carrying stocks, 

As there are many consumers who-e requirements are not sufficiently heavy to warrant their placing orders with manufacturers for 
these prices are given for their convenience. 
it being impractiaple to name every size. 


is given, 











Iron and Soft Steel Bars and Shapes 
Refined iron : Per ib. 

1 to 1% in.. round and square... .5.00@5 

1% to4 in. x % to 1 in... 5 

1% to4in. x 4 to 5/16 in......5.20@5.30¢ 
Burden’s H. B. & 8. bar iron, base price. .5.80¢ 
Burden’s Best bar iron, base price. - +. + -6,.00¢ 
Norway Hars, base price... ere 
Soft Stee! : 

% to 1% in., round and square. . 

1 to 6 in. x % to 1 In oe 

1 to 6 in. x % and 5 
Rode—% and 11/16 ‘4 cee 
Bande—1% to 6 x 3/16 to “a Bae 
Shapes: 
Beams and channels 
Angles: 

3 in. x \% in. and larger.. 

3 in. x 3/16 in. and %& in 

1% to 2% in. x & in. 

1% to 2% in. x a/ie in. 


1 to 1% in. x 2/16 in 
1 to 1% in. x %& in 
% x %& in. 

% x % in 


% in.. 
8/32 io 


.00@5.10¢ 
5.00@5.10¢ 
15@5.25¢ 
.10@5.20¢ 
30@5.40¢ 


3 to 15 in .5.25@5.50¢ 


fogT bor 


5.75 @5.85¢ 
5.MWOMS THé 
30@5.40¢ 
30005.406 
-30@5.40¢ 


% x 
% x 
Tees 
ee eS Vee 4 
1% in. x 1% in. Xx 
1% to2%x \ I 
1% to 2% x 8/ 

2 in. and larger 


Merchant Steel 


3/16 in 


Per Ib. 
Bessemer mac Serer? 5.00@5.10¢ 
Tire ° 
Toe calk 
Open-hearth spring steel 
Rest cast steel, base price 
Special best cast steel. 


Tank 


7.50¢ 
14.00 @16.00¢ 
18.00@20.00¢ 
Plates—Steel 
% tn. and heavier. . .10. 2 
3/16 in babs tae rye thy 4 
No. & -10.00@10.25¢ 


Sheets 


Blue Annealed 
Per tb. 
10.00@10 50¢ 








No, x 10.90¢ 
No. 4! 10.95¢ 
No. vase ere 11.00¢ 
No. oberee 
No. eeeeees 
Genuine Russia, as per assortment. . 22% @2he¢ 
Patent planished W. Dewres Wood, 
A 11 to 11%¢: B 10 to 10%¢ net 
Galvanized 
Per Ib. 
10,.10@10.60¢ 
va ; ; 10 25@10.75¢ 
Nos. 18 and 20..... : ° .. 10.40@10.90¢ 
Nos, 22 and . 10.55@11.0%¢ 
No. Pre eens oo eee 10.70@11.20¢ 
No. jb Ed with b0 de Seed ..- 10.85@11.85¢ 
No. 3 rom . .11.00@11.50¢ 
No. 4 az ence ee - 12.00@12,50¢ 
‘o. 28, 36 in. wide, 10¢ higher. 


Corrugated Roofing, Galvanized 
2% in. corrugations, 10¢ per 100 Ib. over flat 
sheets. 
Painted 


roofing sheets, 
only to actual 


Corrugated Roofing, 

Quotations on corrugated 

painted are made by denlers 
buyers on application. 


Genuine Tron Sheets, Galvanized 
Nos. 22 and 24. .Per Ib, 13.25¢ 
me, BS .o% ss .Per Ib. 13.50¢ 
No, 28 ..Per Ib. 14.00¢ 


Tin Plates 


Charcoal Plates 
AA A charcoal ; 
Ic 


oO 
1C 14 x 20. 
IX 14 x 20 

Terne Plates 
IC 20 x 28 with an 8-lb coating 
IX 20 x 28 with an 8-h. coating 


a ¥ oO 


Brass Tube«, Rod« and Wire, and 
Copper Tubes 
Manufacturers have withdrawn all quotations 





Polished 20 in. wide and under, 1¢ per sq 
ft. extra; over 20 in. wide, 2¢ per sq. ft. extra 

Planished copper, 1¢ per sq. ft. more than 
polished. 

Tinning, one side, 4%¢ per sq. ft. 


Copper Wire 


Base price, at mill... Nominal 


Per tb. 


Straits pig . C6@656 
Bar 


Copper 
eee eee 


B0@31¢ 


Lake ingot 
Electrolytic 
Casting 


Spelter and Sheet Zine 
Western Spelter 
Sheet Zinc, No. 


@126¢ 


1 
9 base casks..21¢; open 21%¢ 


Lead and Solder 

American pig lead 
Bar lead 
Solder, % & % guarantee 
No. 1 solder 
Refined solder 

Prices of solder indicated 
vary according to composition. 


B4¢ 
by ‘private brand 


Antimony 


Asiatic +  1B@20¢ 


Per tb. 84.50 @85.00 


Aluminam 

(guaranteed over 99 per 
ingots for remelting 
per | 


No. 1 
cent 
lots). 

In 100 Ib. 


aluminum 
pure), in 
f.o b. mill, 
lots 


(ton 
2 


Old Metals 
Dealers’ purchasing prices paid in New York 
are as follows: 
Per th. 


Copper, heavy and crucible 24@24.25¢ 


Copper, heavy and wire. 





because of unsettled prices of raw materials and 
will only name prices to actual buyers. 


10.05 @10.50¢ 

10.10@10.50¢4 

10 20@10.50¢ 

anne aled— Black 
ne pass 

soft steel 


Copper, light and bottoms... 


Copper Sheets 
copner, hot rolled. 16° oz. 
base price, per Ib.. 35¢ to 37¢ 
mill, 38¢ to 39¢ from from stock, 

Cold rolled, 14 oz. and heavier, 
vance over hot rolled. 


machine composition 
No. . yellow brass turnings 
1 red brass or composition turnings. 
heavy 


Bor 
Sheet 
lots), 


(quantity | 
net from No. 

Lead, 
Lead, 


© R Wood's 
refined, 
per Ib. 

to 20. . 1¢ per Ib. ad 

and 24. 


OILS AND COLORS 


@50° 
@30 
@i\is 
@— 


aah 


PAINTS, 


Animal, Fish and Vegetn- MiscelNaneous— [ 
| Rarytes: | Brown Vandyke 
{French Ochre 


ble Oila— 
: __| White, Foreign @ ton. 7. 00@40.00 | Green, 
Linseed, Raw. Carload lots. .1.18@ Domestic, prime, white a 


City five-bbl. lots and over.1.20@— | 

Out-of-town, five-bbi. lots and or . floated, f.o 4 eo@ess.ce | Indian 

end 18@—| og color, fob. whe: ‘aoe mee G22 

Boiled, 1¢ 2 gal. advance yo Kaw » & ® ton 22.00@ 24.00 p—romen 22 
Fa cst 


Prussian, Foreign a— 
Soluble .........-.85 @1.50 
-+-1T @50 


| Blue, 

| Blue, 
Kiue, Ultramarine ... 
Brown, Spanish ........16.00@20.00 
Carmine, No. 40, bulk.. 4.20@ 4.50 
Green, Chrome, ordinary. 8 @10 
Green, Chrome, pure.....832 @50 

| Ssqpetite Paint, @ ton, 


Blue, Ultramarine 


@Q 
@iz 


2 
Lard, Prime Winter .05@2.1 . 2 ten cuntent| tee bo ie oa 
P ton nominal Umber, 5 21 | Bea ae SS 
Chrome @38 | . * . 
36.00 Ochre, American, @ ton. .24 30 
20.00 | American, Golden, @ TD. 6 & 


| Foreign, Golden. @ M™.. 5 6 
1.50@ 1.60] White and Red Lead, &e—| Freche’ ug 5 
Cents ® ™ | Orange, Mineral, English..— @— 
1-35 — | ea English White in Oil. nominal | Freich ....++++«+-++++..pominal 
45 iq | Lead, American White on 10 @11 
In Oil White, 100 ™ pac 
ages, or over 
| Litharge, American, 


weet eeeeee 


10) chalk, 

Bstre No. 1 1.40@1. 45 pond 
1 

China Clay, 


Rca z 
mill. a, 3 12@1.13 ®@ ton 20.00 
Yellow Summer, Prime.16.20@— 15.00 
White, Summer ......— _ 
Yellow, Winter 
Tallow Acidless Commercial 
Menhaden, Brown Gilders 
Strained sevees Ex. Gilders 
Northern Crude | 
Sonthern f.o.b. Factory. as 
Light Strained 
Yellow Bleached 92 
White Bleached Winter .94 
a a Ceylon genuine 


Domestic .. 
Cobalt, Oxide 
Whiting | 


1. 48@1.50 
German .... 
.~ american 
yet” @12 o~, Indian 
powdered. \™3 tandard @ 100 .....10 @14 
10% @12% lod. Tuscan ............25 @30 
ip | bieeters: $4.00@4.50 | Red, Venetian # 100 .. 2%@ 4 
an eee eer Zine, Dry— | Rose eee. ..30 @45 
Sienna, Italian, burnt and 
powdered .......... 6 @10 
Burnt, lump . 4 $ 6 
Italian, Raw, powdered. 4 6 
American. Raw ....... 2%@ 8 
American, rot and 
Powdered .......... 2 @ 38 
Tale. French ton $15.00@22.0° 
American . ton 15.00@18.00 
Italian..........ton 85,00@— 


Putty, Commercial— 
100 


Cochin Imported, spot 
Domestic 
Cod Domestic 


pm 

American :. 10%. @10% | 
Green Sl. (French proc.) .15% @15% | 
| White Sl. (French proc.).16 @16% | 
German Red Seal _ae | 

process) - nominal 

Green Seal ... 

White Seal 


French “— 
Green Sea 


Spiritse—Turpentine— 


P gal. 
44 @a— 


... 17%@ 17 wy 
Prime.....88 @90 
Newfoundland ... 90 @g2 


Corn Refined In Machine bbls 


Porpoise body 
Olive denatured 2. @2.15 
Neatsfoot Prime......1.55@1.65 
Palm, Lagos, spot per lb. .20% @21 
Soya Beau, English, spot 
bbis. 
Manchurian, spot, 


‘17.46@17.81 
80 @85 


Gam Shellac— 
nomina 


nominal 1.10 


106 

“$ 100 ® 1. 2 1.10 
| American. r) 100 No.1 .85@ .9” 
American. .@ 100 No.2 .70@ .75 
Umber, Turkey, 

and Powdered 

Raw and powdered. 

Burnt, American . 


bbis....14%15 | 


| Second Orange ... 
| Kala Button 
Mineral Oila— . N. Dry Colors— 


25@30 Pp &: 
wiuaty 


@15 


Rm 
Black, 29 gravity, Riack, Carbon Gas... or @35 
ld tex Riack Rone ... e 

-Black Drop 
Klack Lamp 
Black, Ivory 
Mineral Blacks, 
Rine, Celestial 
Blue, Chinese 


1.50@1.75 Blue, Italian 
1.45@1.70 Blue, Prussian, Domestic. .80 





ext 
29 gravity, 15 cold test. +4 
Summer ... -13 @ia 
Cylinder light ‘filte red. : _ @26 
Dark filtered 1k @l 
Paraffine, high viscosity. .29u4arn 
| ee 03.4 one 21%@22 
865 sp. gravity 
Red Paraffine ... 18 


Colors in Oil— 


| Black Lamp 

| Black, Genet: Japan 
| Black in of] ... 
Drop Riack 

Blue Chinese 

Bine Prussian 


Raw 
| Yellow, Chrome, Pure... . 
-50 | Oxide Red 
— ae ch 


— @1.%0 Chines: nominal 
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BRAKE 
LINING 


in his car. If it fails in the big emergency a wreck is bound to result. 
Protect yourcustomers. Tell them when their brakes need re-lining. 
And recommend GARCO for every job. 


GARCO resists wear. It is dependable. Our pledge of quality — of 
unquestionable safety—is back of every foot of it. 


Your jobber will gladly supply you. Ask him to quote prices on 
GARCO BRAKE LINING. Write us for complete line of Selling Helps 
and Display Cabinet we supply to every GARCO dealer, Free. 


Let us tell you about GARCO TRANSMISSION LINING for Ford 
cars and our full line of highest grade Automobile Asbestos Specialties. 


GENERAL ASBESTOS & RUBBER CO., Saris Charleston, S. C. 


Branches and Complete Stock: 58 Warren Street, New York 311 Water Street, Pittsburgh 
106 West Lake Street, Chicago 


Pacific Coast Distributors, HUGHSON & MERTON, INC., 530 Golden Gate Avenue, San Francisco, Cz 
LOS ANGELES, 1229 South Olive Street PORTLAND, 526 Ankeny Avenue SE ATTL E, 806 East Pike Street 


F VEN the most careful driver must trust his life to the brake lining used 
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Tell Us 


when you discover that sales 





on a line can be increased by 


a certain kind of -effort—tell us when 





you get a new method for displaying 





goods—one that brings business — 





tell us whatever you think would have 





interested you if you hadn't thought 






of it first yourself, 


For we want to be a clearing 
house of sales information ; 





through us we want dealers to ex- 





change ideas, to ‘““swap’’ methods, to 





aid each other in the general interests 
of the hardware trade. 






Hardware Age — 


239 West 39th St., New York City 
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AMERICAN BRAND 


Quality—Service 


SCREEN WIRE CLOTH 


GALVANOID Screen Wire Cloth will sell more. quickly, 
return to you a larger profit and give greater satisfaction to 
your customers than any other Galvanized Cloth on the market. 


REASONS WHY 


No. |. GALVANOID is heavily multiple-electro-zinced 
after the cloth is woven, by the most modern and improved 
process (of which we are the originators) that years of 
experience, money and science can produce. Then a light 
covering of transparent varnish is baked on, which protects 


the pleasing dull gray finish, and adds to the firmness and 
life of the cloth. 


No. 2. GALVANOID is firm, durable and attractive. It 
will outlast any other Galvanized screen cloth made. Its 
pleasing appearance, an additional selling factor, will appeal 
to your customers, who appreciate attractiveness in screen 
cloth, as well as durability. 
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No. 3. The growing POPULARITY of GALVANOID is 


evidenced by our constantly increasing sales. 





No. 4. We have increased our production to meet the 


steadily growing demand for GALVANOID. 


No. 5. GALVANOID has “made good” with the trade, 
having justified our claims that it is the best Galvanized 


cloth at any price. 


VM 


De 


VEE 


Order from your jobber. If he cannot furnish GALVANOID, write us 


and we will see that you are supplied. 


Wa 


Avoid substitutes, look for the red lettered tag in each roll. 


We also manufacture Painted, Galvanized, GALVANOID ENAM- 
ELED, Copper, American Bronze and many special grades. Catalogue, 
GALVANOID folder or samples sent upon request. 


AMERICAN WIRE FABRICS COMPANY 
CHICAGO, ILL. 
Factories: CLINTON, IA. MOUNT WOLF, PA. NILES, MICH. 
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Current Hardware Prices 


GENERAL GOODS.—Goods which are made by more than one retail trade. On some goods slightly lower prices are obtain- 

manufacturer are printed in Italics. The prices named represent able for large lots. 

those obtainable by the fair retail Hardware trade. Very smal] STANDARD LISTS AND DIRECTORY OF MANUFACTURERS, 

orders and broken packages often command higher prices, while —Contains the list prices of many leading goods. It is pub- 

lower prices are usually given to larger buyers. lished in loose-leaf form and is kept up-to-date by a monthly 
subscription service. 472 pages, 7 x 10 inches. Price, $5.00, = 

SPECIAL GOODS—Quotations printed in small type (Roman) ADDITIONS AND CORRECTIONS.—The trade are requested = 

Teiaie to goods of particular manufacturers who request the to suggest any improvements with a view to renderi these == 

publication of the prices named and are responsible for their quotations as correct and as useful as possible to Retail Hard- 

correctness. They usually represent the prices to the average ware Merchants, 


ae A eM 





Gimiet Bits— BELTING—Leather— BOXES—Mitre— 
Ao.susters—siing— (See Gimiets and Gimiet Bits.) From No. 1 Oak Tanned Butts. C. E. Jennings & Co D 
H. B. Ives Co.: List Feb. 1, 1917. Hollow Augers— Belting, Ex. Hvy., 18 oz 35% | Milters wusir, New Langdon, size 1, 
Upson’s Patent 335 Bonney Vat., per doz.. * 55.50 @ $6.00 Belting, Heavy, 16 oz cr. $5.66; Langdon Acme, size 
Window Sto Belting, Medwum, 14% seed 8.30; New Langdon, Imp. size 
Ives’ Patent. List Feb. 1, 1917 Machine Bite— Belting, Light S0e - 
. . i % Russell Jennings & Co......... 50 Second Quaisty, 


ives’ Stop Bead Screws and W we oe ey A ‘ Second Quality, Shoulders.... 


yaah- : 
ers. List Feb. 1, 1917 3335 % Screw Point cut Leather Lacing, veces “Intere uaigeabie ioe ous, | 
Sumbere Bits— ; aye ,% b0¢: 
ADZES— Lebanon Machine U Leather Lacing Sides, per a ‘ead; 2165 5, I 
Carpenters’, ‘ . No. 105 High lenes Z Twist, i a Hide, No. ing in sides 48¢. 
Ship Carpenters’, . 1&10% . ft. and over. 49¢ 
Shep, Lipped Ship Augers and Bits Uni er 17 sq. ft.. BRACES— 


Raiiroad, per doz 
Ship Augers Rubber— Common Ball 


ANCHORS— irwin Auger Bit Co.: Competition (Low Grade).. 50554 
Parker Supply Co. : Ship Augers Irwin List Standard 40& 54 | P. 


Screw Anchors .........-75&10% |C. E. Jennings & Co. : _.. | Best Grades Sweep in. 8 
1.’ thommedieu's ne Samson Per dozen 


| x 32 
ANTI-RATTLERS— B nie A ar BLOCKS—Tackle— 7000. . 26.00 
Fernald Mfg. Co. Burton Apti- | No. 118 High Speed Z Twist, Common Wooden ...cceeeeeeces 000 . 
Kattlers, @ doz. pairs, Nos. 1, | 80410 % paxkeouedaakGnne 
1.25: 2, $1.10; 38, $1.00; 4, No. 318 Cabinet Z........40&10% 
$1: 75: 5, 90¢. No. 1308 Finished, Black, Hol- Drill— 
ks . % Athol Machine Co. : 
aur! k-Shifter, @ doz. lo 60% 
. $2.25@$3.00 ae a . Hollow. - 608 10% Drill Blocks ... BRACKETS— 
doz. N 3 » Shanks & Edg , ~ 
* ss'toaes 25 “Profile 70% | SORe—Piame-— Fert Suast : 
Re Ce - No Ge 4308 Natorai Twist, ™ ou | Reuffe & Esser te eeerere Bradley e S545 to 6085% 
—American— : + a F 45% 
secuiins ‘ Be. 8 aes Profile Sets, ea 20¢ | | Soure Anchor— Griffin's Folding” “Brackets, *:* 306 
Pigecie @ | Ship Augers , Ankyra Mfg. Company ; McKinney wro't Steel... .387%&10% 
went Lisle, Berrie & Co. ur. Sola Cent «| Ankyra Anchor Bolts 5% | Stanley's No. 792 
=. om, 4 enter y Ankyra Collapsing Tools Stanley's Folding No. 7 
. ~ doz., $15.00 axes |Parker Supply Co. RK. & Ae Wrougit ‘Bhelf 
mportee=— vas | Anchor Bolts or Screw Anch ; 
Peter Wright & Sons, @ MD. 80 to | Single Bit, base weights, unhandled : | conical x 1b % BROILERS 
349 T. 18%4&19¢ ; 350 to 600 TD. | Per doz.| Star Expansion Bolt Co. : } 
WDkIDwHE| 5 . at dahee : no | Wire Goods Co. : 
~e irst Quality 2. ebco Screw Anchors. .65410&5% Broilers, Common .... - ee 
Anvil Vise and Dril Second Quality : Broiler, Sherwoods 
Millers Falls Co., $24.29) Double Bit, base weights: | Carriage, Machine, &c.— , 
First Quality .... 17.00} Common Carriage (ent thread): BRUSHES— 
APRONS—Blacksmith’s— | Second Quality oe 00 | % x 6, and smaller 30% | Whiting-Adams Co. : 
Livingston-Cooper Corp. : pEatra for handles: Per doz,|Ceumon Carriage trolled thread a Good, Rd. t oat 











. . ; Medium 
Leatber, Livingston list: Extra Quality x 6, and smaller 4 : 
Medium and Heavy Split. .net list | Excelsior ne ry 25 Larger or ord . . nish ......50&15&2 
Medium and Heavy. Mule. . .5% No. 1 | Phila., Eagle, 
| lo. BAG sb crsiseu 304 
AUGERS AND BITS— | me . *y rd Machine (out thread) 
Revised List a J. White : | 3% * 4 and smaller 
; ne : facia, 4 and 5 in. cut, per doz. Larger or longer 
Ordi ary Double Spur $13.50) 
Jennings Pat., Bright......... 13859 Ships, 6 and 7 in. cut, per doz. } Door and Shutter— 
Black Lip or Blued Oe 5 $27 | Wrought Iron 
Boring Mach. Augers. - SIYGS B Barrel Japanned— BUMPERS—Barn Door— 
Car Bits, 12-in. twist.. 33144 54 4A LANCES—Spring— Li cal National Mfg. Co.. No. 16 Barn Door 
Conn. Valley Mfg. Co.: noe; ||-ight Spring Balances Bumpers, ® doz $1.80 
Wrights, Jennings - tHe Chatition's BUTTS—Brass— 
Wright s, Solid Center $e Light Spring Balances Ligh Wrought 
Conn. Valley Bue Twist = Straight Balances ° g Adee: 
2 80% | Lircuur Hawuces ou Spring Jap pidcecevevesscus ed 254 BRIGHT 
unin den Bh Coe. : she: Large Dial agrees 20% |. Devil Nah .cccsescccesvenis 254 |Light Narrow 
: ene lnacobs Bros, Co., Ine.: Square ke rsibl aB 4 
Auger Bits, Irwin List. ; 50% Straight Spring Baiances. 10@5 ++. 2 — . eversinle an roa 
Auger Bit Sets, Irwin List... .50% Api > gy he. ? ; | Brass: Barrel, list +104. Ne PIE ev sede. és cancion ad a 
Cc. EK. Jennings & Co oe Light Spring Saliiem. . .cOOe Spring 2 Table Hinges 
No. 10, ext Be, = Sd list.25°% | Bat ERS—Waste Paper— | Spring ms Ag 104 |\Chest Hinges 
No. 30. standard list 25% : 8 eb. 
st ° ° ° Davenport Mfg. Company: 
Resell Jenalugs’. taminrd fie. | Schick Steel Balers, We. 1, 945; | iver, Mortine Door, 4% | rope oN eae 
Lebanon Machine Co. : aoe a Se ~ * ; ge Light, Nerrow, Looe Pin: sae 
we 3, Open Top 69 : Expansion— ” i 
No. 108 High Speed Z Twist $95, yo No 4. Ope n Top. Ankyra Mfg. Gounamae er a pair, : ; 
. . - 1 * 
No, 208 Cabinet % Twist, , No 2, Home Model, ea., $14.00; Aabyre Cotiagning Tools vreeme ie $1.80 2.15 20 2.80 io 440 
No. 3, Business Model, ea.. | ker 8 ly Co.: 
= Ss Site.” €o: Re aiken $17.50; No. 4, Institutional ats “y oan ..<., eos hae #- 2x2 24%4x2% 3x3 3%423%% 4x4 
‘orstner .. deca f Model, ea., $19.50. Machine Bolt Type , , . ¥ 290.00 35.00 
Pogh'’s Black Pe owe 159 Richards-Wilcox Mite. % * 368189 % 
Smith & Heme nway Ca.. Ine. : BARS—Crow— Richards-Wileox Mfg. Co... 7O&15% 
Red Devil is A. 20% | Steel Crowbars, 10 to 40 Ib....... Star Expansion Bolt Co.: 
Snell Mfg. Co.: fer 7 Sehbeo & Star Expansion Reit« S 
ptr peaeetae | shoes hue " oOn10% Fo, Lindemann &. Os. 
i Te ndemann ” 
Jennings” Pattern .. 10%  BASES—Porch— Stove Bolts . - Japanned Canary oo 8% 
Jennings’ wetter, Blned 50% S. Chenery & Son: Brass Canary 80% 
Star .... A Te Zimmerman Patent Parrot Cages, Aviaries, Cage 
\ Common Iron 
Car Bits— PE AMS—Scale— Eagl 
Irwin Auger Bit Co., Irwin List Scale Beams .... ’ American Screw Co CALIPERS AND Div s— 
50410% | (hatillon’s No. t Bay State, list Dec. 28, '99..50%| Athol Machine Co. : IOER 
Russell Jennings & Co --40% Chatillon’s No. 2. Lis Eagle Phil., list Oct. 16, '84..70% | Premier: A. M. ©... 
caeeeee ay B. , Tw a ey. £ ne 2 ‘ Toggle 
No. 112, zh Speer wist, Sargent & Co. noe I - 10% tit s 
cohen SAKIC % Ankyra Mfg. Company: —: ho 
No. 312 Cabinet Z Twist, | RELLS—Cow— Ankyra Anchor Rolts 40&10 % unt an edium, 1 prong, per 
40&10% Wrought Cow 0 SIG Ankyra Collapsing Toola......25% 
Dowel! Bits— Hand— Parker Sunnly Co : 
Irwin Auger Bit Co., Irwin List .50% Polished Brass 4 Toggle Bolts, No. 2 
Russell Jennings Mfg. Co.. White Metal . ¢ li Toggle Bolts, 10a and 10b. 
042% % . . Star Expansion Bolt Co. : 


Vickel Plated 7 100 Ib. HS bead eCe 
Expansive Bits— Sa to Poe x 0-54 Sebco Toggle Bolts Sharp, 1 prong, 100 ib.... 


Conn. Valley Mfg. Co.: Missotiansoue— =e -_ s 
Wright's Patent .. © Farm Bells £4\ Saterprion te. Oe an i. Mfg 
e ( pg Ba pee PTET Nan ” | Church end School erprise Ect over cats Sthams . 
- 4 Trip Gongs mee 4 Milk Cans 
. yo BORING TOOLS—Automatic— 
nr ns inge Mfg Co to 
ou in. 824 On Oo agin BELT DRESSING— Millers Falls, No. 3, per doz,.$12.44;| CARRIEFRS—Litter— 
Pexto Clark Pattern f See Dressing Belt. No, 4, $15.71; No. 45, $17.03. Hunt, Helm & Ferris Co 
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Team-Work ! 


T’S team-work, regular downright co-opera- 
tion that gets results every time. Whether it’s a gun-crew in 
action, an orchestra—or a bi} establishmeat like that of the Gibson Company 

—team-work produces results! 


Here in the establishment of the Gibson Com- 
pany, there is a real team-work—and it, extends 
beyond our organization—to you! 





In our vast stocks, you'll find what- 
ever you are seeking. In our organization there is 
the active, on-the-dot service you've been wanting. Other 
dealers have found itso. Let us prove it to you! Get our new 
400-page Catalog-—and let us put you on our permanent 
maiting list. Both are free to any hardware dealer today 
Let’s get acquainted! Write today for Catalo3 G-5. 








Get this Book! 











THE GIBSON COMPANY 


INDIANAPOLIS 


Motor Car Accessories and Tires 





Shop Equipment and Electrical Supplies 


LE 


‘““Gibson Serves the World” 


(oa Wm: na ii Waracaeh a7 jis re as . ul o. 
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‘ CARTRIDGES—Metallic— 
Black Powder, 22 Rim, $1.80. 


Blank 
32 am, $3.30 Blank 
32 €. F. $6.60 Biank 
38 CU, F $8.40 Blank. 
. B. Caps, Con. Ball, $2.65. Biss 
. B. Caps, Round Bail, 
$2.10 
F., 22 Short and 22 
‘Long, Black and Lesmok .3344% 
.22 Long Smokeless. 3348 
F. +, 2 Long Rife, 
‘Black, Lesmok 
Smokeless 
Smokeless, .22 Short...++ it 
All_other sizes 
Pistol and Rifle 


334% 


Muisory and Sporting plus. nee 


Peters Cartridge Co. 
B. B. Caps, Semi- ‘amokeless. 





bia % 
Cc. B. Caps, 


.22 Short Semi-smokeless 
-22 Long, Semi-smokeless F 
-22 Long Rifle, Semi-smokeless... 


Cc. F. Revolver & Rifle... 
Cc. F. Military & Sporting 
All smokeless cartridges. 


CASTERS— 
Bed 


Plate ...ccsccsccccccccessecses 
Philadelphia ..ccccccescccccees 458 
Truck Plate ...ccccccccceccees SOS 
Fauitiess Caster Co.: 
Fauitiess «Pivot Bearing), 
40@50% 
Fibre 


oececes 30@40% 

Glass (Insulator)........35@40% 
Leather Wheel .. 35@40% 
BOO. ce cvesccccenccccssOmane 
Hospital ..... covccccceevesOO 
Schatz Mfg. Company: 

Acme Ball-bearing 
M. Bt. Schenck Co.: 

Steel Gem, Iron Wheel, 

Steel Gem, Iron Wheel, 


ished 
Steel Gem, Wood Wheel. A ag 4 
Iron Gem, Nos. 437 & 637. . 50% 
No. 837 and Larger, 
66% % 


Seml-rmokeless. 


PITT TTT TTT tl 


Pol. .50% 
Unpol- 
- -50&10 % 


Iron Gem, 
Yale 


eee eee eee eeeseeeeeene 


CATCHERS—Grase— 

Specialty Mfg. 
Easy Bits Oo Nos. 1, 2..25&5% 
Easy Emptying, Nos. 1G, 2G, 

3, 11, 10G, FO 

E Enptying, Nos. 5 m 
ew Konrie 30&5 % 
Easy Emptying, No. 16G Yo 
Detachable, all styles 

Pennsylvania Lawn Mower Works: 
Pa. Brawn Grass Catchers....25% 


CHAIN—Proof Coli— 
Small lots, f.o.b. Pittsburgh, per 
00 


American Coil, Straight Link 
3/16, $14.10; %, $11.55;5/16, “s10. 3; 
M%, $10.00; 7/16, $9.85; 4 &9/16. 
aese. 411/16, $9.60; ROU. 
ge & 15/16, $9.40; 1, $9.30; 
eI $9.40. 


Halter— 
German Pattern: 
4/0 to 2/0, incl... 
0 to 6, hs cséeccdencssuasouuee 


Jack— 
Teds Cheite occcccccccccccccces cde 
Brass Chain ..c.cccccccccccess L$ 


Pump— 
Galvanized Pump Chain, per lb, 1l¢ 


Safety— 
Safety, Brass ....seccesseesessdo® 
Sash— 
Niagara Falls ay Romeing 
Premax Stee bain 
oe gee 
Brass and Zine....... 
Parker Supply Co....e.+-- ” TAst at 


Worke: 
right ; 
N ickel, 
.7¢ 


CHAINS—Miscellaneous— 
Niagara Falls Mistet S empseped Works: 
Premax Coil Cha 40% 
Premax ob 
Dog lead 


Trace— 
6 wey F estern Standard: 100 pr. 
6%4— 6-3, Straight, with ring. .$70.00 
64— 62 Straight, with ring. .$71.00 
6%4— 8-2, Straight, with ring. .$76.00 
Y—10-2, Straight, with ring. .$81.00 
NOTE.—Add 2 or Hooks 
Twist re as | or Nos. 
and 3, No. 1, 4 47 No. %, 4¢ to 
price of *bhraight Link 
Eastern Standard Traces, Wagon 
hain, 


CBC, aeccceeeeceeeceees 


per pair 
per pair 


CHALK— 

Carpenters’ Blue ..0+00000+970-, 95¢ 
Carpenters’ Red ....+++++.970., 95¢ 
Carpenters’ White .erccos 1970. 85¢ 


CHECKS—Door— 
8s jor Spring Hinge Co.;: 
"Bupertor Screen Door....+..88% % 


"| W. A. Ives Mfg. Co.3 





CHESTS—Tool— 

Cc. E. Jenni: & Co.’ rpenters' 
Machinists’ B hg ~ 
Household em Bee: 

CHISELS— 

Socket Framing and Firmer 


Siandard List: 


Socket Framing ...+0++++33 
Socket Firmer 


"38% 


cocesscome 


o3 


Mephisto 
C. E. Jennings & 


Co. : 
Socket Firmer Nos. 10 and 70, 
15% 


Socket Framing No. 15.......5% 
Pexto Firmer, Cabinet, Pocket. 
tt ee 


os &5 % 
+++ 33% &5% 


Tanged Firmers ....c00000++ A5G@5% 
C. BE. Jennings & Co., Nos. 191, 181 
16% % 


Pexto 


CHURNS— 


Sturges & Burn cits. Company : 
Sturges Steel 
No. 1, a. -7 eevee s 88.46 
No. 2, 7 gal. SN 6 sean ok 4.40 
No. 3, 10 gal. each....... 4.85 


CLAMPS— 
Athol Machine Co.: 
Machinists’ and Tool Makers’. 


Ilammer & Co. 
Adjustable 00ee0eseo une 
Carriage Makers’ i: P. Screw 

love, 6 in., 20%; 8 to 12 in., 

y. & W. Star: 
Canes Makers List + 20% 

Ut * « [ : co 

arriage aoe’ ame, @ doz 
» 23....88.00 Ne. 13.... $3.50 
, - 16.... 5.50 
17.... 8.50 
50 
00 


-net 


It. Williams & Co.: 

Machinists’, Agrippa .....20&10% 

Machinists’ Vulcan ......20&10% 
flose Clamps, see Hose Attachments. 


CLEANER—Automobile— 
Crew, Levick Co.: 
Mistolkleen 
Mistokloth 
Grease-in-Tuves 
Tractors 
Tire Seal 
Unit Tire Chains 


Automatic— 
Vital Mfg. Co., ea oo eee 0 $21.50 
Lawn— 


Fegeeyivania Lawn Mower Works: 
. Lawn Cleaner Rake... ..33 14 % 


«80% 
30% 
- 30% 


30% 
co 0e + BO% 


CLEAVERS—Butchers— 


Foster Bros, & Chatillon Co. 
List June 30, 1917, 20% 


CLIMBERS—LInemen’s Poile— 
Smith & Hemenway Co., Inc.: 
Red Devil ..cccccccccceses B® 


CLIPPERS—Horse and Sheep— 


Chicago Flexible Shaft Co.: ) 
No. 2 Chicago Liorse, each 
$12.75 
Lightning Belt Horse, each 
$15.00 
Stewart's Enclosed Gear Ball 
Bearing Horse, each. 15 
Stewart's New Model “Sheep 
Shearing Machine, each 
$12.75 
Stewart Enclosed Gear Shesr- 
ing Machine, No. 8 each 


11.00 
Stewart Ball Bearing Enclosed 
Gear Sheep Shearing Ma- 
chine, No. 9 each... .$12.75 J 





CLIPS—Nali— 
H. C. Cook Co,: 
Gem, per dOB...csescsses 
Ansonia, per 


je | CLOTH—Emery— 
See Paper. 


cocKs— 
Brass Hardware list: 
Plain Bibbs, 6065%; Globe, 45&54 ; 
Kerosene, 50&104; Racking, 45&. oi 
Liquor, 40&2¥44; renee 40& 24 
Compression Bibbs ......50&10 10610 
Iron Petroleum 


COMPASSES, DIVIDERS, &c.— 

Ordinary Goods .......+. éeces 

Keuffel & Esser Co 0@ 25° 
Pexto ..ceeses eve 


CONDUCTOR PIPE— 
Corrugated, Round or Square: 
Galvanized Steel ..... 4 
Galvanized Charcoal Iron.....30¥%4% 
Copper 
See also Eave Troughs. 


ewer 


omy ap i gga 
Cordley & Hay 
XXth b Gentery, ‘No. 56, soeee. 





‘ » Osi: 
Galvanize * Lined, side bandles, 
Gal. 2 3 4 . Ss 


Each 

White Enameled Lined, Side 
llandles;: 

on. 2 3 4 6 8 

Agute Lined Side Handles: 

Gal, 2 3 4 6 8 
Each 

COPPERS—Soldering— 

300 Ib, lots. .cccccccevcces Base 42¢ 

J00 20 HO ID. cccceccccccvcsescse4S@ 

less than 100 Ib... cccceceseeeee ASG 


7 


CcCORD—Sash— 
Braided, Drab......s0+000+-0bb. 62¢ 
Braided, W hite, Cm. 40¢; Nos. 8 to 
12, 394¢; No, , 40¢; No. 6, , MA 
Patent Russia ‘1b. 4 
Cable Laid Russia 
India Hemp, Braided..... ry lb. 38¢ 
india Hemp, 1wisted b. 17 @22 
Patent India, Twisted........1b. 
Samson Cordage Works: 
Braided, Nos. 8 to 1 


24¢ 


Massachusetts, White, @ Ib 55¢ [ % 
Massachusetts, mea v Tm 70¢ 
— White, to 

1 


Yilver Lake Mfg. : 
Silver Lake, per Ib. $ 
A. Drab, 75¢; A. White, 
Italian Hemp, $1.00; 

Linen, 50. 


$1. 
Silver Lake, Drab, 65¢; wiih. 


Eddystone White. 2 45 


Wire, Picture— 
Tinned 25 ft. Coil vaso es ePSIOE 
25 yd. Coils .. cccee J S104 
Gilt 25 ft. Coils + 708 
Full Length . 
Turner & Stanton” Co.” ‘Wire Picture 
Co &10 Yo 


eee eeeeee 


COTTERS—Spring— 
Spring cotters in packages......85% 


COUNTERSINKS— 


Cc. B. Jennings & Co.: 
Countersinks Nos. 001 & 002 


16% % 

CRAYONS— 

White Round Crayons, Cases, 100 
gro., $8.00, $8.50, $9.00 and $10.00 
according to grade. 

Joseph Dixon Crucible Company: 

No. 520, Eh ee (when in soe b'80 


CRUSH ER—Ice— 
Athska Freezer Co.: 
Toy Town, each.......++.00+$3.25 
Priming— 


Morgan Mfg. Co.: 
Priming Cups so cccc ccc s e0K20% 


CUTTERS—Glass— 
Crescent Co.: 

Crescent No. 6 poceocece 
Fletcher, Terry Co.: 

Glass Cutters 30 @50&5 % 
Smith & Hemenway Co., =e ' 

Red Devil 


Meat and Food— 
eseprten 


10 22 
Each $2. 50 $4.25 $3. 75. $6. Bo, $8.60 


Nos. 501 602 703 
Each $2.00 $2.25 $2.75 


P. S. & W. Favorite: 
Small, No. 17 
Family, No. 
Large ey, No. 
Hotel, No. 47 


25 


Blnffton Slaw Cutter Co. : 
Rapid Slaw and Vegetable Ng eng 
o. 0. per o> with metal 
$15.00; No. 1, per doz., $4. 33: 
No. 2, PbO, * No. 3, per doz., 
On Nos, 0, 1 and 2, 


$1.00, 
extra 8% disc. in gross lots. 


Tobacco— 


Enterprise oeceeee + - 250@Q30% 


ae oe 
E. Myers & Bro.: 


“Myers Polished Iron, Brass and 
Brass Lined Working Barrels. 


30 % 
Brass Body: Brass Lined and all i 
Brass Cylinders and Pneumatic 
Cylinders 20 
Damper Quadrants— 
Parker Supply Co 


pees ie w. 








DisPensers—tiquid soap— 
at meg i walls 4 $25 305, 


No. 


$2.00; No. 5 slab, $2.50, 
DRESSING—Belt— 
Jubbers’ Mfg. Compa 
Blue Ribbon Stick. ‘t. 
Paste, 5 & 10 ID. cans, 
Liquid in gal, cans, wey 


OSL e AND acs. 
STOCKS— 

Twist, Bit Stock, new list..60@60&54 

Twist, Taper and a Shank, 
new list 

Wire Gauge, Jobbers’, ‘S is ae 
EE i vidcee ot dihine 508 

Brace Drills for Wood. .W@60&5% 

Goodell Aneeyete Drills, —e 
June 28, 1917. 

Ratchet, Parker's. 

Smith & Hemenway wie Inc. : 
Red Devil . 


Brick and Stone— 
Star Expansion Bolt Co........75% 
Parker Supply Co....ssssees + 210% 


ORIVERS—Screw— 
No Co.: 


27¢ 
sve 
+ $2.00 


es ° oo 
13 50% 
Goodell’ 8 Auto. List, June 28, i917. 


35% 
Hytield Mfg. Company: zi 
Hligh voltage Electricians. . + +25% 
Ives Mfg. a 

Mephisto ..cccccccccccccces-B0% 
M-B Tool Co.: 

jusulectric 
Millers Falls, 

ge. $34 a. $22 

2 6.48; 41, oa 42, 
Pexto Solbar iat a 
Suiith ‘ Hemenway” Co., Ine. : 

Red Devil 


rr, 
tT; 20 $15. 


Eaves TROUGH— 


Galvanized Steel ...0000++4.50&10% 
ome Charcoal Iron.......46% 

COPPET wcccece cesecee LS@20E 
m4 also Conductor Pipe and EI- 


=-LBOWS AND SHOES— 
Galvanised Steel: 
lain, Round and Corrugated, 
all SiseS £0 O-1N..ceeeeeeeese 
piperee, all sizes to 6-in......50% 
per, all sizes. ovee sens QZ 
Ferd band Dieckmann Co.: 
sie — © eee and Round Corru- 


EMERY—Turkish— 

Out of market at present time. 
DON, Weds covvcctescevices cll 
On J. Chilis Gor5 a 

eee” Tank, 40 gal., ea. 
200.00 @ $350.00 
EXTINGUISHERS—Fire— 

0. J. Childs Co.: 
occcce etd % 


Nu-Ex Auto Extinguisher.. 
In lots of 12 or more. 
EVELETS— 
Solid head, per 1000.. 


crceceree cA 


FasTenens—siing— 
H, B. Ives 
Upson’s pies, List Feb. a, 230i. 


1, % 
Cord and Weight— 
B. Ives Co.: 

‘Ives, List Feb. 1, 1917....338 14% 
Titan, List Feb. : 1917. . .33'4 % 
Corrugated— 

Acme Steel Goods Co. : 
Saw Edge ... 
Plain Edge . 

Cary Mfg. Co.: 
Saw Edge 
Plain Edge 

Stanley ve 
Saw . 
Plain Edge oe 


FAUCETS— 
Cork Lined, Common, 504; Best. 405 
Metallic Key, Leather Lined 50% 
Red Cedar 
Petroleum 
Jobn Sommer Faucet Co.: 
Diamond Lock 
Peerless Tin Key 
Boss Tin Key.. 
Victor Metal Key.. 
popes Metal Key 
I. X. L. Cork Lined 
Reliable Cort Lined 
O. K. 


Chicago Cork Li oe ° 

Washington Red Cider... 

Leader Butternut Key.......40% 
Enterprise Mfg. Co.: 

Enterprise, ‘seit Measuri and 

Priming Pump, @ dos., 0 0% 


+ -45&1085 % 
+ +0 e60&10% 


50K&10&5% 
65&106% 


+ 45&1085 % 
60&10% 


+ 60% 
- 40% 
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A National Campaign 
ToHelp Hardware Dealers 


Here is a brief description of the biggest opportunity for 
the sale of flashlights ever offered to dealers. The big 
feature of the campaign is the quality of the flashlight 
itself. The campaign includes a national drive in the big 
magazines to win consumer interest and a complete tie-up 
with show window material, display case, dealers’ helps 
and a local contest feature to get the consumers into your 
store. 

Send for your copy of “The Big Book” describing the 
whole plan. 

some Kwiklite quality features: 


No. 1—All Kwik-Lite batteries made with seamless cells so that 
no soldered joints to leak and cause corrosion. 
No. 2—All Kwik-Lite cases have a self-locking switch and all 
— ag ee apna 
0. 3—Scientific des of the reflec s use 
tina tack Gea oe , tor gives a perfectly diffused 
No. 4—All cases have the telescopic joint, which guides screw threads i 
orem the parts together and eliminates trouble in removing worn out 
Ss. 


Don’t forget your copy of ‘“‘The Big Book.” 


THE USONA MANUFACTURING CO., Inc. 


Saturday 309 So. St. Clair Street, Toledo, O. 
Evening Post One Hudson Street, New York, N. Y. 


there are 
are non- 


light 


Ci ; : : a ’ L tterary 
ollier’s SS ig Digest 
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FILES--Domestic— 
Best Brands 
Standard Brands 
American 

Arcade 
Black 
Delta 
Deita 
Delta 
Eagle 
Gireut Western 
Kearney & Foot .... 
McClellan 
Liverigut Rros., 
Liveright Lros., 


Liveright Bros., Electric 70% 
McCaffrey Amer. Standard. .50&10% 
McCaffrey Precision (Swiss 
Pattern) 
Nicholson 
Simomts 2 a 
J. Barton Smith 
X-F Swiss Pattern 
J. B. G 


FIXTURES—Fire Door— 
Kichards-Wlicox Mig. Co.: 
No, {02, Monarch A; 

Mutual 
Fusibie Links, No. 96 
Grindstone— 
Net Prices: 

Inch .. 

Per doz.. “95.85 $6. Yo 7, 00 
FRAMES—Grindstone— 
Athol Machine Co.: 

Iron Grindstone Frames. List + 20% 
FREEZERS—ice Cream— 
Alaska Freezer Co.: 

Alaska 4-qt., 

Nor Star’ 4-at., 

North Pole, all ‘metal, 

per GOB. .....sscecees 
Peerless Freezer Co. : 

Peerless, 4-qt., list, $3.80. 
, . 4qt., list, $3.00 
FUSE—Safety— 
Ensiga-Bickford Co. : 


oovccecs 50& 104% 
os 605 5% 
OKT My % 

. WOa7T 4 a‘ ke 

Diamond ye 

Brand 

Utility 

Swiss 


Go Medal. 10% 
Blue Libbon Special, 
0% 


21 
$7.70 


net 


- 80% 
+80 % 


© Brand 
Reliable Autta Percha. 


(Gates—Moiasses and Oll— 
Stebbins’ Pattern.........++ 708108 
GAUGES— 
Varking, Mortise, etc 
Athol Machine bs 
Depth, Screw Pitch 


25& 10% 


net list 

-.-net list 

GIMLETS AND GIMLET 
BITS— 

Gimlet Bits, Per Gro. 
Common Dbl. Cu 6.75 
German Pattern, Nos. i to 8, $8.65; 

No. 9, $9.60; Nos. 10 & 12, "$12.50; 
ass'd, $9.60. 

Single Cut Gimlets Ass’t fer 

Nail, Metal, No. 1. Fa 

letal, No. i, "$5.50: 2 
ail, ‘Wood Handied, No. 1, 


3; } 
Wood we 
pide $5.50; : $6.00 


gro. 


94 


Spike, 


Sinaia 

Safety Wire Gas Globe Company: 
Protect-a-lite Inverted ty; Up- 
right, per doz., ; 


Brotect.a-tie inner Wire Globe, 
per ., -80¢; per gross, $9.00 


PS = the Cents per Ib. 
Cabinet 
Common Bone 
Fish, liquid, bottles or cans, 
with brus 
Fish, liquid, 
per gallon 
- Foot Stock, 0 
Foot Stock, Brown.......- 22(@ 27¢ 
Medium White 40@ 50¢ 
Cement— 
L. W. Postinené 4 &,' = 
noleum, 20t ntury, r gal. 
mn ptcciigl $2.65 


00 


Marine— 
L. W. Permieset & Co. 4 
Marine, Jefferys, small cans. 
83 \4 % 
Marine, Jeffery’s, bulk, per I. 
12¢ to 40¢ 
Waterproof, liquid, per gal...$4.65 
GONGS—Stee!— 
P. Wall Mfg. Supply Co. 
Foot or Hood, Streec * matiway, 
25% 


Spring or Locomotive 


GREASE—Axie— 
Common grade: 
L-lb. tins, per doz... 
I5-ib. pail, per doz 
Dixon's Everiasting, 
o6¢ s a ] dos., 


bois. oy 138. ona % bbis 
., 12 ; 50 MD. tin, 


a 


Ib., 15¢; 50 Ib. tin. 
rd Ib, tin, $4.58; 
tin, $2.05; 5 Ib. tin, i. 08. 


GRINDERS— 
Athol Machine Co.: 
Bench Grinders 
8. Cheney & Sun: 
Royal 
Luther Grinder Mfg. 
Dimo-Grit: eac 
No. 14 (Mechanic Special, No. 
No. 
16 (Meebanic Special, No. 
$4.85 
Special, 
6.80 
No. 35 Compacto..........85,00 
51 (Best Made) $4.85 
AT) 


. CS harm Special, 


. 83 (Spartan) 
104 Maultigear 
271 (Hummer) $14. 
. B09 (Power Beuch Grinder 
‘o. 310 (Power Bench Grimicr) 
Star ae. Co 
Hyfield 
Perfect ne ry “Wheel 
Wonder Electric 
Wonder Ft. Power 


Valve— 
Frank Mossberg Company: 
For Fords Nos. 605, 
Improved, ea,, 32¢, 
M-B Tool Co.: 
M-B Valve Grinder, 
doz., $15.00 


GRIPS—Buffalo— 
Smith & paralegal Co., 
Red Devil 


GU iy a 
Iver Jobnso 
Gusengton dingle Barrel, 


+ 


606, 607 
2he¢ a 


List per 
4 


Ine. : 


Ee 3 


7.5 
Hammerless Double Fitna 25.00 


Hacters AND TIES— 
Cow Ties, new list, per doz... .$3.85 
Hatters 154 
Niagara Falls Metal Stamping Works: 
remax Halter Chains 
Iremax Special alter Chains. 00 


Web Halters 2 
Jute Rope Halters and Ties. ..25% 
Sisal Ro Halters and Ties. .2 
Cotton Halters and Ties...... 
Cotton Livery 25 
Leather Halters 


HAMMERS — Handied 
mers— 

Maydole new list: 
lacksmiths’, Hand . 
Bricklayers’ 
Parriers’, Driv 
Machinists’ Dell” 
Adz E 


Ham- 
32144410% 


Pein 


Note. —For extreme Western states 
00| prices are mpeneneately 54 higher. 
—_ Machinists 


$3.50] Nai 


Heavy Pees and Sledges— 
3 to 5 Ib., List, net 
Over 5 ib., % iiwnsceneewes List, net 
Magnetic— 

A. BR. Robertson: 
Horseshoe Magnet os 


0¢@$2.00 
Billposters 


1 15@$2.50 
HANDLES— 
Agricultural Tool— 
Axe, Pick, &c 
Hoe, Rake, Spade, Fork, Showed, 
&e. -, New Last 410% 
Also net prices of axe handles under 
axes 
Cross-Cut Saw— 
List, net 
Mechanics’ Tool— 
Auger, assorted. ..gro., $3.50@$4.00 
Brad Awl +-970., $1.75 @$1.85 
Chisel Handles, Ass'd, pr. gro. 
Tanged Firmer, Appfle.. .$3.00@ 
$3.25; Hickory 00 « 
Socket Firmer, 
2.35; Hickory A 
Sochet Framing, Hickory 
File, assorted 
Hammer, Hatchet, 
Hand Saw, Varnished, a $1.30; 
Not Varnished . $1.20 


Plane llandics 
Jack, doz., 80¢; Fore, doz... .$1.12 
®@ gross 
- $5.00 


Atkins 


Apple.. 


Grover File Co. : 
Grover File Handles, 
for 6 in. 
‘o. 2 for 8-10 in... 
‘o. 3 for 12-14 in... 


9.00 
‘o. 5 for 18-20 in. and sold- 
ering coppers 0.5 

Nicholson 
Handle 

Pott’s Sad tron— 

Aluminized or ede d, per doz..$1.10 

Tinne: «Per doz., $1.35 


HANGERS— 
Note.—Barn Door Hangers are gen- 
erally quoted per pair, without track 
and Parlor ag? _ per double 
set with track 
Allith- Prouty Ney 
House Door ...... 
Accordion Door ... 


45% 
+-45@50% 


wee 





Garage +- 45@50% 


nw 
BC 
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Gritin Mfg. Co. 
Solid Axle, No. 10, 
Kolier Bearing, Nv. 


$12.00. . 
li, 


-35% 
Pio, 
35% 
Roller A ces Ex. » sa : 
$18.06 
Bull 
Hnue. Hein. Ferris & Co.: 
Cannon Kall 
20th Century, Round 4 doz. $1: 3 e 
Flexo doz. 10,08 
MehKinney Mfg 
Roller Bearings, Nos. 1 and 2. 
Anti-Friction 
Hinged Hangers, 


00% 
King Charm, 
40 


Pittsburgh Trolley 
. E. Myers & Bro., Stayon; O. K.; 
O K Adjustabie; Sure Grip; Sure 
Grip Adjustable; Sure Grip Tan- 
Sure Grip ‘Tandem Adjust- 
Tandem Adjustable Myers 
Garage, new lists 
New Way Tandem Tubular. . 
New Way ‘landem Ajj. Tubular, 
259 


Giant Tandem Tubular 
Giant Tandem Adj. Tubular. . 
Faultiess Tandem and Faul 
Tandem. Adjustable .......... 
National Mfe. Co., ® doz. : 
ig 4, $10.20; No. 66 Storm 
roof, $14.00; No, 77, Storm 
Proof, $15.00; No. 88... .$17.00 
Richards-Wilveox Mfg. Co. ; 
Hangers, Nos. 147, 247.. 
sr ad earings, Nos. 37, 
4 


83 4 % 
‘38, a 
7% % 
No, 44, size 1, $12.00; size 2, 16. 00 
Anti- friction, No. 42 ts Mo 
No. 44, sizes 2% and 3. 


996.008087 00 
ria ay B. R. Swivel 


0. 
womey Underwriters F. 
Trolley B. D. No 20 

1), No, 1203 No. 121; 


Trolley B. D. No. 24 

Garment— 

Wire Goods Co.: 
Common, 17 


fold’g nick’ 4. per doz. ibe 
Picture— 
Moore Push-Pin Co. : 

Moore’s Push-less Hafgers, 
doz. packets, 80¢; per gross. 
Soret and Storm Sash— 

National mg 

Screen an Storm Sash Hangers, 

No. 80, Jap. ey 


doz. 70¢ 
No. 80, Sherardized..... 85¢ 


HASPS— 
Wrought Hasps and Staples... 


Griffin's Security Has 
McKinney's Safety No, 


HATCHETS— 


Regular list, first quality.. 
Second qua lity 

Common 

Pexto 


gro. 
Tourists, 


yer 
9.00 


. 70% 


30% 
820. .net list 


. -List net 
104 


HEATERS — Automobile and 
Carriage— 
Chicago Flexible Shaft Co.: 
A B C Coal, doz 
Clark, Carbon, doz 
lark, ~*~ a 1,00 ; . 
50 3, $1.75; No. 7C, 
73; Re 7D, $2.25; Big Hit 
Assortment, #@ case, $13.80; 
Tank— 
oe, Helm, Ferris & Co.: 
Sta each $18.00 
4.50 
5.70 
$4.86 


Standard No. 
Harvard No. 1 
Harvard No. 2 $6.30 
Black Jack Ne 1F'l't Grate 


each $6.00 
Black Jack No, 2 F'l't Grate 
each $7.50 


HINGES—Blind and Shutter— 
Wrought Steel Gravity Locking Blind: 
Doz. Sets with Fastenings, No. 
1, $1.65 without Screws. 
Surface, No. 3, $0.95; No. 4... .$1.30 
Varker Wire Gouods Co. : 
Hale & Benjamin 
Blind 


Automatic 
List + 333,‘ 
ouenes Steel Gravity Blind. 

No. 1647%, ®@ doz. sets, with- 

Fy screws, $2.00; with screws, 


Gate— 
Western: 


With Latch cccccccece 
Without Latch 


Miscellaneous— 


-doz., $2.40 
.doz., $1.70 


°| Grimn Mfg. Co. : 


ir de _ Surface Hinges P 
pre $1.60@$1.90 
Mexinney 9 


mall wantene Timboned p 
"pes. 


doz. 
50 @$2.00 


serene 


Bommer Bros. Pivot, Ball Desring 
, 15410% 
pring— 
Holdback, Cast ae 
Non-Holdback, Cast Tron. 04+ $9.00 
Ae. -Prouty Co 


."180@40% 








Bommer Bro: 

Spring Butt. Hinges 

Surface Floor, latl Bearing... 
Mortise Floor, Ball ee, * 


Lavatory Hinges . 

Engive tloure Spring: liinges a, 
Latches 10K ‘ 

Non- Holdback Sereen Door ’ 


2600 
Nou - Holdback 
Hinges, No. 2104 
- Holdback 
Hinges, Ne. 90F 
lloldback Sere — 

vy 


v 
Chicago Spring Butt Co.: 
Chicago Spring Hibnges.. 
Triplex Spring Hinges. 
Chicago Mortise Floor 


ce Li 
206108: 

13000). 
" 83! iy 
Chicago F loor (6000) 
eeeetees te % 
Premier (4000)... .16%, ° 
Chicago Ajax (3000) 4 ¢ 
Chicago Fire Station... Liktde10 
Lavatory Door Hinges..... .20&5°, 
Chicago Screen Door 


telax 


Chicago 


Chicago Screen Door 


a <senes Screen 
Ite PR wn Wilcox Mfg. 
— Acting Floor Rhien No. 
. a | 
Shelby “Spring: Hinge Co. $ 4 
Bue a All Holdback 
nm Door ? er $8.00 
No Wt, Sheet Steel Holdback, 
$8.00 
No. Sas Non-Holdback, @ gr.$8.00 
Chief Ball Bearing Floor Hinge 


6585 % 
Ball Bearing Spring Butt Hinges . 
45% 


Adjustable 8c. 6405 


60% 
+ «-50&10% 
Wrought Iron— 
Strap and T Hinges, &.: 
Light Strap 
lpndg pore 
Light T 
Heavy T 
Extra Heavy T 
Hinge Hasps 
Cor. Heavy Strap 
Cor. Ex, Heavy T 


H. vocescce cdg 
Heavy Eye’: eeenoope 1. dd per ib. 


HODS—Coai— 


Net per , 
Inch.... I 


Jap., open . 
Galv., funnel . 
Jap., "funnel . 
Masons, Etc.— 
Cleveland bd 
po mee Brick, 


idieteiaediuils 
Zcovit and Oval Pa 


HOLDERS—Door— 

Richards-Wilcox Mfg. Co.: No. 
Everready, 30%; Nos. ‘118, 
Sure Grip .. 

File and Tool— 

Nicholson File liolders and 
Handles 


Sanitary Tooth Brush— 
Safety Wire Gas Globe. 
er doz., $1.75; per gro., $19.50 


HOOKS—Beilt— 
Nos. 1 to 15 


Ben 
See Stops, Bench. 


Bush— 
Light, doz., $8.75; medium, $10.00; 
$1 


Atias Mfg. Co 45& 55% 
shelby Spring Hinge Co 65% 
Coat and Hat— 
Atlas Mfg. Co.... . 4545 to 
Morgan Spring Co.. 
warker Wire Goods Co.: 
iss. cee 10, Steel 


55 % 
. 


50% 


60& 10% 
$5a10% 
80%; Chief, 50&10% ; 
Chieftain, 50&10%. 
Corn— 
North Wayne Tool Co,: 
Brooks ... 


® doz. 
ede Sek k ca cdeekane.b0 
sooecescesceces 4.00 


Grass— 
Bent shank, per doz.....+.0+:- 
North weyee Tool $ 
Little Giant . 
Lawn King és 
— - Concave oes 


Wall, etc.— 
C. T. Williamson Wire Novelty Co. 
Wall, Picture, Thumb, Moulding | 
or mice ..... ° 80% 
Punch Bowl-..... 
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Now is the time to buy 


Service Motor Trucks! 
4 Because: 


—Service Motor Trucks occupy the strongest position among 
the Dominant Ten Manufacturers whose products find larg- 
est sales among careful buyers. 


—the value in performance, adaptability, economy results, rank 
Service Motor Trucks first in all chassis sizes. 


—the superiority of motor truck service in all delivery and 
hauling work is an accepted standard. 


—You can get in Service Motor Truck any desired chassis size 
—and each size presents highly individualized construction 
adapting the model to the work it will have to do. 


—20% super-strength in every detail of design, without excess 
weight, gives an endurance under all conditions of driving that 
makes Service Motor Trucks first in real strength. 


These are features essential to your satisfaction. In 
Service Motor Trucks you get the proved best in 
motor truck construction in every detail of design. 


$1500 314 ton truck. $3300 
. 2200 34 ton truck... 3600 


(Special Contractors) 


2500 5 ton truck 


‘Prices cubject to change without notice) 





Send for these booklets: 
Catalog 
The Service 13 Pointer 
Specialized Folder 














Service Motor Truck Co., main Pde Wabash, Ind. 


Gaicago. | itacie Beaton yungstown, Uhio Beitimore, Md Hoboken 
oO tammy as, Ohi Philadeiph + he 
perfot, ven Nd pureh, P Gacieatl Obie Roches ter, N 
Louis, Mo L » was . Wash neton, L.C. South Bend, find Knoxville, Tean 


wille, Ky. 15 Hridgepor? C. Sevan: “ Dayton, Ohio Memptus, Tena 
Kooi Neb. Salt L oon s, be New Orieans. La. Nashville, Teon. Birmingham,Als 
Kansas . Ohio 
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HgOKs AND sves— 


Br “ns 
Malleabie ‘Tron  cecsbesatcon a 


HOSE ATTACHMENTS— 
Morgan Mfg. Co.: 
Hose Champs sevcecee + 00Q@80% 
Stuber & Kuck 
Hose Menders, ® doz., % in. $0.75; 
™%™ In., 90.75. 
Hose Couplings, @ doz., % and % 
in., $2.85. 
William Yerdon: 
Hose Clamps, Garden Hose, Cast 
Brass, per doz.........32@35¢ 
All other sizes, Water, Steam, 
Air, ete., according to Bored 
5A OK Ne 
HOSE—Rubber— 
Garden Hose, Ya-inch: 
4-ply Guaranteed ..sccceceess+ 86 
5-ply Guaranteed .ececeeeeee BYE 
7-ply Guaranteed ..scccceees le 
Gerden Hose, “%-inch: 


Competition ..sscceees {t.7@7%¢ 
3-ply Guaranteed ... .ft. 84 @9V¢ 
4-ply Guaranteed ....... ft.10@1l¢ 
Cotton Guden, Y-in., coupled 
Low Grade ....e006 cove cht. 7@9¢ 
Good quality wssseseees ft. 11@13¢ 


Ice TOOLS— 
Gifferd-Wood Co, 3 
Bue TOON «ccccdcceccccces ccm 


INSECT POWDER— 


Kotanical Mfg. Co. 
ited Wing, 10¢ sise, per doz. ..75¢ 


t\RONS—Sad— 

From 4 to 10 ib,, List net 

Vrs. Potts’..Nos. 50 55 OO 6 
Jap’d Caps ....$1.14 1.12 1.21 1.08 





Tin’d Caps .... 1.19 1.23 1.39 1.27 
Note—-Some W estern manufactur- 
ers quote lower prices. 
Bar and Corner— 
Richards-Wileox Mfg. Co., Bar 
Irons, 80%; Corner Irons, Nos. 


77 and 7D... .ce0- cocccceses 80% 
Jacks—Wagons— 
Richards - Wileox Mfg. Co., Tiger 
Steel, No, 180......cccesees 25 % 


K NIVES— Bread— 
North Wayne Tool Co. ; P dos. 
Brooks Bread Knives........ $2.50 
wutcher, Kitchen, &c. 
Foster Bros.’ Butcher, &c....List 


June 30, 1917.......-+++s06 20% 
Drawing— 
Stentord Lhe vcccsncuseveors® 25¢754 
i. Jennings & Co., Nos, 45, 46. 
15% 


C. E. Jennings Folding Handle. .25% 
Jennings & Grillin, revised list, 


Nos. 41, 43........ oe Bb IAT MS 
Pexto Nos. 5 & 15.....++6+- 2545 % 
Hay— 

North Wayne Tool Co.: P doz 

BrookS cess ccccesccesesecs $12.00 
KNOBS— 
Base, 2%-inch, Birch or Maple 

Rubber Tip ...scsesees gro., 4 
Cherry and Oak... .sssceeesees 4.40 
Deor, Mineral ....+++++0+ doz., Hi 50 
Door, Por, Jap’dscsecesvessees $1.60 
Door, Por. Nickel.....++++ “dos. $4.00 
GLASS— 


Moore Push Pin Co.: 
Push Screw Knobs, % in. S. 
gro. eee eer reeesesesese + -$3.20 


L ADDERS—Store, &c.— 


Bicycle Step Ladder Company 
Ladders, nay ie ait re $13.50 
Track, per ft....... 12%¢ 30¢ 

Myers’ No eae Store Ladders. .380% 

Milbradt Mfg. Co.: 

Rolling Step Ladders, each $8.00 t 
$14.00; Tracks, per ft. 15 to 25¢ 


LADLES—Melting— 

L. & G. Mfg. , ©.” s list, Melting 
and Plumbers’ ..... evveccecs 35% 

LAMPS— 


Hammer’s M. I. Hand.........-10% 
LANTERNS—Tubular— 


R. E. Dietz Co.: Per dos. 
D-Lite Short Globe........ $10.75 
Wizard Short Globe........ 10.25 


Little Wizard Short Globe.. 8.25 
Large Fount Wizard, No, 2.. 10.75 
Victor Hot Blast.......... @.25 


Monarch Hot P'xst........ 6.25 
Jamlor ....ssseoe Cocceeces ; 
Sy re 10.25 
Buckeye Dash Lamps...... 9.00 
No, 2 Blizzard Dash Lamps.. 14.25 
Victor Wagon Lamps...... 12.00 
Junior Wagon Lamps...... 12.25 
No. 2 Wizard Wagon Lamps eo 
Octo Driving Lamps........ 28 
Union Driving pooh vie SOG 32:00 
Eureka Driving Lamps...... 14.25 
Bestov Hand Lamps....... 6.75 
Pioneer Street Lamps....ea. 5.25 


LATCHES—Door— 
National Mfg. Co. : 
Washburn, No. 28, per doz. .$2.25 
All Steel, No. 29, wr doz. .$2.50 
nicer’. Wileox Mfg. Co. 
Bull Dog, Heavy, No. igs. -+ 15% 


LEADERS—Cattle— 


Small, doz., 75¢; large...esseees 90¢ 
Pexto, malleabie, mak 70¢; large 80¢ 


LEVELS— 
Frank B. Hall Co.: 
Stevens Line Level, per doz,.$12,00 


less 66% % 
Keuffel & Esser Co.: 
lavorite Ferm Level...... «+ -80% 


LIFTERS—Stove Cover— 
Morgan Spring Co.: 
Straight Hale. with ring, 


BW gro. $5.00 
Roop Tidle. ..-ccscce Pgro., $7.50 
Transom— 
BR. B&B. .crccccvccccece cece ee 8b% 
LINES— 
Wire Clothes, Nos. 18 19 «20 
BD £668 cccvcves -+ $3.65 3.25 3.00 
Beer $3.05 2.55 2.45 
Chalk Lines, Cotton, Y-lb. 
Balls, PF Becceveseses onsen 55¢ 
Mason Lines, Linen, Ya-lb. 
Balla, POP WDicccccsoevcvedse $1.50 


Samson Cordage Works: 
Solid Braided Chalk, Nos, 0 to 3, 


Solid Braided Masons’ . Lis* 
Masons’ Lives, Shade Cord, 
&c., per doz.: White Cotton, 

No. 3%, $1.50; No. 4, $2.00; Sel" 
No. 4%, $2.50. 


‘Tent andl Awning Lines: No Ms 
White cotton, $7.50 per doz. plus 
30% ; Samson Spot Clothes Line: 
560 ft., $8.15; 75 ft., $12.23; 
100 ft., $16.30 


Silver Lake Ctoltes Lines: 
50 es ee? eee | 
75 ft., per gr., 64.80..... net 
100 ft., per gr., 86.40..... } 
Chalk “Pn No. 0 to 8. 20% 
White Cotton Mason and Shade 
Cord, 8% to 4%.....06 420% 
Awning, White, No. 5....+20% 
Linen, 3% to 4%........-. +40% 
Turner & Stanton Co.: 
Solid Braided Chalk, Mason's and 
EE ROD 5 sok oc 5 oie 10% 
SEE C4 3-4 o'e-a'k Mlels « #0 wa - +» BO% 
Twisted . ure 10% 
Clothes Lines, White Cotton. .10% 
Shade Cord, Cotton.......... 10% 
LOCKS— 
Sash, &c.— 
Ives’ Patent: 
> MTUREETORECTERE EE 8314, % 
Automatic Gravity Metal Sash 
Se DY ere 33 14 % 
Window Ventilating ...... 8314 % 
List Feb. 1, 1917 


M ACHINES—Boring— 


Com, Upright, without Augers. .$3.50 

Com, Angular, without Augers. 4.00 

Millers Falls, Nos. 145 and 146, 
ee ere Secrsvevesacees $8.42 


Ice Cutting— 


Cc. E. Jennings & Co. 
Chandler's new list.. « -83 4&7 % % 
Washing— 
Dexter Compan Each 


ny: 
Dexter Double Tub Power, 








OT BP ce nccccccscece 5.00 
Dexter Double Tub Electric, 

ES. eee eee 59.00 
Dexter Hand, Model DH. 9.00 
Geyser Vacuum .........-. 9.25 
Dexter Electric, Stave vs ie 

Pee 

Duchess, Power, 3P. ° 
Duchess, Electric, SS 40.50 


Eagle Woodenware Co. 

Hydra, Water Power....ea. $11.00 

One TMinute Mfg. Company : 

No. 5% One Minute Hand 
WOEREE aoccdscccsesscscs 8.50 

No. 11% Bench Power Washer. 


No. 15% Electric Bench Washer. 
$50.00 


27 Twin Tub Bench Washer, 
No, Peg Dolly, 1 Vacuum Dasher, 
$35.00 
No. 37% Twin Tub Electric Bench 
Washer, 1 peg dolly, 1 Vacnum 
ob cc ab ek ese ea $60.00 
No. 40 One Min. S’g’le Tub, 
Power, Swinging W eiager . $22.50 
No. 41 One Min. S’g'le Tub, 
Electric, swinging “Wringer, 
4 





Voss Bros. Mfg. Company: Each 
Sunshine, Hand Power...... $8.50 





Vacuum, Hand Power....... 9.0" 
Platform, No. G-1.......... 28.00 
Platform, No. E-1, Electric... 51.00 
Swinging Wringer, No. G-41. 24.00 
MALLETS— 
Hickory ..ccccccscocccccce List, net 
Lignumvitae ...... . List, net 
Tinners’ Hickory ‘and- Apple. 
WOOE wicvccscessccces ist, net 
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Acme Flexible Steel 40% 
cary's Kverimeating Flexible Steel 


new list......-25% 
Glen Folding, stock sizes. . 
Glen Folding, special sizes, per 
ft. net 
he 1 Pig gp Corn, Etc.— 


Bo ene, Sheil and Gorn... 
Charles Parker Company: 


MOWERS—Lawn— 


Vennsylvania Lawn Mower Wot: 
Pennsylvania and oa - 
Pennsylvania Junior 


Pennsylvania Trimmer, $12.00 
- $12 


n. Golf Ball Bearing: 


> 
a 


Cut and Wire. 1% Market Re ort. 


Ho 
Jobbers’ Special Dronds. 
Union Horse Nail Co.: 


Turner & peeetee Cus 


NUTS—Blank or Tapped— 


Cold Punched, C: T. & R.: 
Pah ae eccvete ee he List, net 
Square, C. T. & R 50¢ 


BE 5s viv ceickecmase List, net 


Steel, Copper Plated 
Chace, Brass vot Sete 


, LOPPETEE cacorevevs WES 


» Itammers’ Improved, 
and 13, List, net; 


i, 
. Wall in Supply Co. : H 
«sees sean 


“SC ENERS—Box— 
Morrills No. 1, Doz... 


ie ee Terry Co.: 
ip Bi ae 
Schatz Mfc. Company: 
per gross........ 8.00 
Ashestos, Packing, Wick and 
Rope, any ye a 


(Fair quality goods.) 


Sheet, Pure Gum....... 


& ; 
Star, Fibre, per doz.... 


I 
$350 4.20 4.60 4.80 6.00 
$7.70 8.10 8.90 10.20 


PAINTS— 

Joseph Dixon Cenatite 
Silica- —— i, as Amey 
= 65; gal. Bd 2. 5 gal 


kegs, $2.46; 10 & coos $2.05 ; 
25 gal. bbis., $2.00; 50 gal. bbis., 
$1.95, 

Moller & Shumann Co. : 

Hilo Molmanite White Fnamel, 
A Prete 
Hilo Compo Coating (Flat 
* Wall Enamel), # gal. .$4.00 

Montauk Paint Mfg. Co.: 
Di-mel-ine Prepared Paint, Screen 
Enamel, Stovepipe Enamel; 
pints, ea. per gro., $14. 40 
Di-me R.. Enamel Paint ‘White 
and 6 colors; 4 zo 


x 
ra 
€ 
e 


per $14.40 
Di-mel-ine Gold and pp 
Paints, % pints, per gro.$14.40 


PANS—Dripping— 

Standard List ...00660+++ 66% @70% 

‘ hotrigarater, bas” geet ean 
ne ee 

Per doz. $4.90 5.60 $90 it, 10 


‘| PAPER—Bullding, L. a L.— 
Per Roll. 
Rosin sized Sheathing; 500 sq. ft. 
rolls, 36 in. wide, 
BS (BG, G0 FOR eccvcscccstees OH 
TO 1 PO CON on vccccscopes $1.05 
Ch Pe 08 Pls oc 0 8.v0408 Gee 
, Felt, 50 sq. yd. oF oy 
365 €, Per tons eee. oe $85 
Recline. y see Rooting. 
Flint and Emery 
Flint Paper and Cloth..........20% 
Emery Cloth caWed Thee vaca eee 


BOTS. FOOSE | diceeseus cnpaes 174% 
Garnet Paper ...........List + 15% 
Garnet Cloth ...0.++++-List + 104 


Tarred Felt— 
l-ply, per ton.. bak obtaeecariang. 
POs BOT GOs cer veccescvasnes 
3-ply, per roll. soraermmoneyri ss. | 
Slater's Felt, per roll: 
on EEE svevetseccs coer olay 
GOTO. cdevvccccecvsccsscecechle 


PENCILS—Carpenter— 
Joseph Dixon Grectite Company: 
No. 997, 7 in., Red with Blk. 
Bevel, POF GTO... sercccee 
No. 998, 9 in., Red with Blk. 
Bevel, A, Te 8 
No. 585, in., Tortoise, Bevel 5.40 
No. 586, 9 in., Tortoise, Bevel 6.38 
No, 511, 7 in,, Cedar....... + 4.88 
No. 512, 9 in., Cedar........ 6.00 


PICKS AND MATTOCKS— 


Railroad ...-ccceccccceesee MENS 
Contractors’ Picks ckcvnecs cpa 


PINS—Escutcheon— 
DIGG 6c vicvdsceviveveces AA, O08 
Push— 
Moore Push-Pin Co. : 
Moore Push Pins, per doz, pack- 
ets, 80¢; per gross.......$9.00 


PIPE—Vitrified Sewer— 
Standard Pipe and Fittings. 
f.o.b. by ew York points, carloads: 
3 to 24 in...esee nevese oF 
- O8F 





37 4090 iM.seee eenee 
33 to 36 in. Mein i re uves Coke 
PLANE |IRONS— 
Wood Bench ....cccccccsccesees LOS 


PLANES—Wood— 
I 
Bench, meena Rayrreveccoonss sill 
ee EP Pe rere etree 


PLIERS— 
Supten, wry quality, F sae des, 


hh 495 635 340 
Gas Burner, i ss” per doz., 
e. in. $3. 14 
Pipe. . 8 10 l2in 
ae 461 4. 0 5.18 7. Re 
Pexto No. 30 per doz.: 


5 8 9 
10.95 12.00 14.50 17.00 25.50 
mith & Hemenway Co., Ine.: 

‘Red Devil’ Button Pliers No. 1000, 
per doz. : 
h . 6 in. 8 in. 10 in. 





$4. $5. 25 $6.50 $8.00 
sollahed Tack 
Solidned Eyelet, per doz... .$12.00 
PLUGS—Spark— Lots 
Champion ag Plug Co.: 10 to 100 
Hea WEED aseerevs cévcee rs 60: 
Regular & ‘Buick: SAbawaseeees 47¢ 
Overland & Metz............. 47¢ 
Ford X in lots of 10 or over. . 43¢ 
Emil Grossman Mfe. Corp. 
Red tien 
Stentard (Ford) ..... weeeee 404 
ME: dale we tis ds be e6eé> oes 45¢ 
Standard. Ms tabs cdccas 50¢ 
a revere oesee 804 
Se IRs: Drv cose cave evoosve 65¢ 
Piatt Poiat, Weis css useses roo 
saving #6 0 4 abide <sies ie 
babinet ‘No. 50, with plogs, 
$25. 95 


Cabinet No. 100, with plugs, ea. 








$55.87 
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MakeYour 
Sidewalk 
Pay Your 


Rent 


Get some of the business that has been passing by your door. Make your place the 
stopping point for that ever-increasing heavy-buying motoring trade. A Milwaukee Type 
35 Filling Station standing at your curb will do the trick. The Motorist will appreciate the 
speedy, accurate service you are able to give him and he will come again and again. You 
will find the sale of your other goods increases also when you have the motorist stopping at 










your store. 





Why not increase your business right away? Put your store in the limelight and keep 
it there. 













Clip the corner of this ad and MAIL TODAY. 9agR™ 


Milwaukee Tank Works 


Kinnic Avenue Milwaukee, Wis. 


Milwaukee Tank Works. 
Gentlemen: 


fo ation and complete prices mn J 


ling Stations 


? 
' 
' 
' 
5 
' 
' 
' 
' 

; Name 

Manufacturers of the famous “MASTER ELECTRIC” Filling Station ' 

24 types of gasoline and oil pumps and storage « : Street 

Stocks carried in New York and Milwaukee for prompt shipment ' 

' 


vity 
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Without obligation please send me fall in 
rination yur curb 











This NEW. 
DAMSON 


MODEL “T=” 
5-MINUTE VULCANIZER 


Repairs tube punctures anywhere, in five minutes— 
the patch that outlasts the tube. 





















Uses common gasoline—no discs to gather dampness 
and fail to ignite. Gasoline is always easy to get 
and sure in its work. 

Similar in design and principle to the larger “Adam- 
son” models for all tire and tube repairing, priced 
at from $1.50 to $12.00. 


$ ] .00 complete, including box of a dozen 5-Minute Repair Gum Patches 
Extra box of 12 patches—25c. 


Adamsons are the largest-selling Vulcanizers 
in the world—because simplest and surest in 
operation 

Use “Adamson” Repair Gum—a special qual- 
ity to ensure tight and lasting repairs with any 
vulcanizer. 

Sold by all Jobbers and Dealers. 


ADAMSON MFG. COMPANY 
EAST PALESTINE, OHIO 
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+ ee 
| Hartford Machine & s—s 
i Master in te tha ee REVOLVERS— Millers Falls Company : 
oot ae gpebicaliegener Awning or Tackle, zn i Pererer 5 his eer 15 Safety Automatic Ham- Butcher Saw Blades: 
oe ot s00"snd’ over’. . 22! 240g | Awning or Tackle, Gal....... 305] mer Hammeriess, $8.75; 16 16 18 
A. R. Mosler & Co. : Hay Fork, Swivel or Solid Eye. “305 ia 2 Model lyuu Doupie Actiou,| Per ~~ $13.04 14.58 15.15 
Display Cabln.t, 57 Plugs.. .$25.70 ae House seteeeeeeesecess SSAS .50, $16.10 1938 atte it 
Splt-fre, P latioum Point, ea. -90¢ Eeeepesre eo nanke ontecsseveee RINGS AND RINGERS— ag Mfg. Co.: 75 
‘ ne Re PE ee Sash Bull Rings— ane ol toecevocscecces Last, net 
esol ca. ctrenaath B54] Common, Frame; Square or Round ey ER ther ngrtntit or os 
Superiee, Ford Special.........3: End, barrel lots, Per dos....e-27G¢ 4 Steel .. e000 $0.75 0.80 0.85 doz. Susana even eape™ ae 
Vesuvius Display Stand. $19. Bu Small lots, per ME ane satan’ 33¢ Copper .cceeee $1.40 2. 3 2.65 dos, Buck— 
Bivex jn: wisgare 8 Vals metal stamping Worse: gps cnccceeteohlaae Red oe Brace, ber dos.. $5.45 
thichem, 1 polnt...list 777) Pe. ere occcee GO e Brace, per doz... 
ee ag ‘in ae are ¢ Pulley” - = RR be beg ERE TA Hills piog Rings and egere= Plain Frame, per * Gewaatgy ©: food 
ye od aE eee ipgna: 30. oe Oe" GeO. CORTE. 
Ford type, %"in., ea.. +... ,.30¢| PUMPS— 50@H75; per dos, boxes... .6O4] Crescent o.r nee ane Frames— 
Mica insulator % % in. Cistern, [rom ..ssccccccceeess+ +308 u's ingers, Gray Iron, doz., Crescent @o. : 
' MEY Si ve taanddenead BEE Me Eh. adannensae eae - 206105 $1.20] Crescent .....- ee serene eee 25 
1 Mica-Pore. Insul. % in. hietrtc, Pitcher Spout, Iron. .ececeees Hill’s Ringers, Maileabie Ivo, y OTHeNE ve eeee sea seeeeeeeeres 10% 
H sien tines Ss > ae b Eis Soewreccese eocesee 308106 Blair’. Ri os., 75 @85¢ C. [k. Jennings a a 180 83% % 
| eccccccccccs sOMe Rarees Mfc. O : ‘a Rings...per gro., $5.00 N 1 some eo 
Pitcher BO ae a aatnaiaewne 62% [Blair's Ringers....per dos., save pexalipoat: am CE 
PLUMBS AND LEVELs— No. 4 Fig. 606 set length with Arrow Head Blades......List, net 
ron E .ccsesseus eee ° : 
Athol Machine Co. : Double "iaties eoccecess ane ° yt-4 RINGS AND HOLDERS— Goodell’s a ‘une “der 
Carpenters’ and Machinists’ Iron Uoulds Mfg. Co.: C. T. Williamson Wire Novelty Co.: eR? er 35 % 
List, net} Double-Acting Thresher Tank, Key Rings and Holders, No. 02. | Millers Balls Go; 7° °°°"°"""" 
Plumbers’, Pocket ......List, net ‘aida 3 s. BTO., $12.00....00+000+.80%| Ine 6° 7 
aphragm No. 3, Side Section, ieee Per gro. $4.13 $4.43 #4: 81 85. 11 
POINTS —Gliaziers— Spraying Fi 1129 White: ee re 
Per. Doz. washing . Sd ke oe at ee na. 73| Copper and Burrs........List + 10% sinh yo | = m— 
Bulk and 1-lb, papers....e+++-$2.90| Lift and Force Pump Standards ; Tinners’ and Miscellaneous. .....30%| Millers Falls Co a 
Wald. POPETs wsccscccccccccscs 200 Force Pump Heads; Packing Bifurcated— rs, complete, 7h 
; Y-lb. papers secccecccescccces 110 Box Heads; Cylinders (Iron) ; Assorted Pasteb 4.80 and $5.60 
D. A. Force Challenge; D. A. Per d. ed in Pestebooré Bones, 
H Force Diaphragm end Sec- ya poral boxes, 50 COUNND» 00 »« TTS SCALES— 
; ti Re ‘ 0 COUNE .....+ser00. 
' Morgan, Spring Co. : denne ees ane Jog | Cee de Clinch, Asst. 91¢, Solid. ..2 ) bas ~ petro £15 % 
J oP Goulds Comb. Pumpg. Hd. & Fav alpen omednade , 
Nlek 1 Piatea, Straight oF Bent. te SRE: s s ndwnews averse’ 30% mete arcs Tri sagegteeseees 20% 
re ee oe | ef eeeee 2 gy ue ~ ; a : 
F. B. Myers & Bros., List July 1, onl Mtg. ‘Go . +25 % Portable Platform’ ;.....80 40% 
POLISH—Auto and Furniture— Doubie Acting Force and Lift; was Seer stays, No, 18, B ori 28 sa ila ine art acai 
Sater Pectess Come Cistern and Well; Touse; | Richards-Wilcox Mfg. Co.: SCiISSORS— 
' . ; Windmill ; ; . . “ 
: 0-80 ceds* oil polis ee. te a — Meaty Adj. and Reversible - * See Shears. 
: seit matis Bulld P oO rland | eke gar ttt teats esata f 
; Fae ap ata e eee ‘ om Bg Mos i H 0. Ke “Adj. ‘and ‘Reversivie’ No. |SCRIBERS— 
ae a io oe payee ars] remote, and Litt... + 88% % Af. PEE aS 15% F. Brais & Company: 
: 1 pt. No. 70, case, 1 doz. s se 2.25 and °F Faultle - ‘Low “Down Underwriters’ » Nos. 59, 60....15% Improved Gem, per gre... .926.00 
: 1 Ht. No. 80, case, 1 dos.... 8.75 Seak Pinin and Favorite, Ne. Gh. cccccccces 15% SCRAPERS—F 
; gal. No. 59. case, ? doz.. 8.50 Handle, List July 1, US1T 40% ng 
j 1 gal. No. 90, vase, doz.. 6.00 9 ROOFING— “Noun O1,. Bett Gi per doz. 
10. 
; iia ump Leathers— Rubber, we sq. ft. rolls, 32 in. wide, : 100." #1. om 
Plunger Leather, si per doz.:| per roll Richa tds. Pie’ at: ay 
Jox. Dixon Crucible Co. : gr.| Cylinder or te * Fi st Quality: Safety Wire Gas G ema ”** “ne 
Joseph Dixon .......-.+++5- 6.86] Inch 2% 2% 4 _— Sim Helty hy ly 
Fireside 60sec cece eceeeee 2. $i: 23 Py ib $1.86 $2.28 of. 45 1 ply—35 Ib. rolls. ...++0+++ $145 r epbvexthevrelincs 10; 7.00 
—etleeigeiaeatete | “ ry ; 2 ply #3 Ib, rolls. «...+0.04. Ri th hate ren 
Japanese | seeteeceaeeeasees $3.60 #375 $4.48 ply— VOUS. se sevceves 2.05 ZCREWS—Bonch ,and Hand— 
Ssen's Ptambage....-.-. ®  12¢ Not Crimped: a Second Quality: Bench, a 
Maer Become: EEE > ne 2 2% 2% 2x6 | 1 ply—35 Ib. rolle..s...00+-.$1.30| 4, 9618; 1% IE; 13, $885; 1%, 
Wie dines 84¢ a a7} #1. 12] 2 ply—4 Ib. rolls........... 160| pons 
pny 3 ply—55 Ib. dt ied Salona 190 Bene, Wood seus 6b eebbeneken ee 
5 oz. cans, paste, No. 5... .$2.65 valve Leath $1. 33 ti. 8 2 24 SORE, WOE 6 vice dcveccioses 055% 
™D can, , No, er - seed 
teats Na is... $048 | Inch Se vacies sa tae 
6 os. can liquid No. 6....... 2.65 $i. 05 $i. by $1.40 $1.51 $2.10 Eastern Retail J rade, Bor WERE eee ER panes snes es By 
% pt. can, liquid, No, 8....$3.76 Manila, % in. diam. and le Coach, Gimlet Point........... 308 
1 pt. can, liquid, No. 12..... $6.45 ge. 0 3. 57| Highest Grad pee eee Jack Screws— 
% pt. alr drying enamel, No. PUNCHES— Gocend Grade ..-2.2.cccc.5e RA] re OD wvesernvne soon dd HE 
es rrr tii yy. | 4.80 Saddlers’ or Drive, good full polish, Hardware Grade ....css+00+ 0 -26¢ Machine— 
uhh Veneer S588 eeeeeeesrouesces Sisal, $ in. diam. and larger, Cut Thread, Iron, 
wiietn seats Ge. aed [° tee cccccececececeees ae Highest Grade ....++seeeeees 226 Flat Head or Round rae 4 
es Eaaepneneceoveersone $ Sade Gee 2. ceen at 2i¢| Filister Head .......eeeeeeee 
Regular— Spring, single. tube, vase dl ae Sisal, Hay, Hide and Bale Ropes, wane We! d R 
4 on. ROG. GUE Oe vc dcncacivisotesvenetone $3.15 Medium and Coarse: F ‘iister Hea oot empucaappcotie ie 
Per dos..... $2.00 4.00 8.40| Revolving (4 tubes)....... doz. $6.80 First quality ..seseesseesens 226 Rviied Thread Iron, F. R. or - 
nies gal. gal.| Revolving (6 tubes)....... doz. $9.35] Sisal, Tarred. Medium Lath Yarn i anka's <a “A 66%% 
+ VE eee es 1.20 2:10] Bemis & Call Co.'s Cast Steel First quality ..csccceseeees 21M%¢ ‘ Bitiseed BROOD occ ocedtsccc os OO 
For Automobiles— Morrill s No. 1, Doz. $12.00." tan) Rope: ra? 
Lv Sprayer, per doz....... $12.00 : 7 es 515 418% % Best 5-16-in. and larger.......37¢ . H. or R. H., Nos. 8 to 14... 258 
1 gal. Veneer and Sprayer, ea.$2.10| Hlercules, 1 die, each. 54.10 pon 90 aroen pow! ferae: ""360| Filister Head .......0+04+ 15&5% 
83 14&16% % ommon, 5-16-in. and larger... .34¢ Set and Ca 
RACKS—Whip— % Jute: SH GOR) iciceasees 4 ere. 
POPPE RS—Corn— John H. Best & Goes: iii ee ne 4s 1, sa -in, and wei es Ris} ny A (Steel) net advance over 
1 at. Square... .dos, $1.25; gro., $10.75 ' z D Display,| VO. © cence eceeeece oe LSE] STON -.ceee PTeTT CCT TT TTT 25% 
oS Be a a oe oe cach, No.1. with (Disblay” Shek No. 3 fea dixetegcaesienue ieee $a. Hd. Cop... cevereccccccces 
1veqt. Square..dos. 1.25: gro. 13.75]  Sbeif, 610.60." J Wire— Le hy att 
2 qt. Square...doz., 2.10; gro. 16.80 R Golt alee’ mabe sees en ee re hater Be. w 258 
oe ecial brands ..cccecsecees lTT54 — 
POTS—Giue-— eg , Bright Steel innkb gateoneegnd est List “ar 1903. 
Si EE ER See Track, Barn Door, &. Bright Ivem oicccccetscsecsssMeew Fiat Heed, iron FPebessien +2 10% m 
Tinned and Turned. ...++.++++.-208| RASP ee ate tener errs tee | & 
nAy a. OE ies ae ae RULES— Flat Head, Brass.........42%%| & 
’ ° : Iv Round Head, Brass......++.- 404 + 
PRESSES— o. & Ce tee 50@$5 TDL TVOTY .seccccccccccccccceceess I$] [eiat Head, Bronze.....+.. 374¢| 2 
ra a a . i yper, , $5. ios. 25 Kenffel & Esser Co. Round Head, Bronze ......+.35% & 
ein il i ee Folding, Wood ee BE COVOEE oSidvicc cen veeson 704) 2 
wise ' Heller Bros. ......-.5. 10% widing. Steel... ; 
meer” aorteeeeeie 7” McCaffrey, Am. Standavd aiser HARRY GRORLEGD «+ +6 00¢000SN en 
Lard Presses and Sausage’ Stu. |S!holsom «4... +--+. 50&10@60% | Lufkin Rule Co. : Porter Supply Ov........ dst, net 
A PARR 15 @ 25K 4 % Steel Board ....sseseesese+ 10% 
RAT CORN— Hickory Lumber ..sceseeees.30% SCYTHES— 
Seal Presses— Kctanical Mfg. Co.: . Per dos. 
Charles Morrill: 25¢ sie, per des. ccvccscccesGeOn S rte. Grass, Cutting Edge semen. 50 
: mn and ‘‘Pocket,” J 5O¢ size, per doz.....+.++-. 4.00 remem |, APT ee re @ 
» $20. conte ” $1.00 size, per dos.......... 8.00} AS : Clipper, No. 2 Finish. .$10.00@$10.50 
“Pocket™ “Nickeled, $24.00, E. C, Atkins & Co,3 Soli: Steel, Web and Backs MPol- 
3314416% % | REELS—Hose— Circular ishe d ee ee -$11.00@ $11.50 
Snecialty Mfg. Co. : Band a Buch, Ived. and Brambte. 
PRIMERS— — Retcher ‘ as _Painte ; ~ er ~S10. 0@ $11.00 
All Nos. 100 in box, new list. 3348 Sneco ... +s os alt ainte utting 00 
‘All Nos. 250 in box, new list. .33%47 Handy Hose Rack and sister eat eg MN Polished.» ++.00-« - $12.00@$12.90 
ROK Hand, Rip and a. Rie RIE Ss PY Wes. $13.25 
REFRIGERATOR Miter Box and panel ss seee To es! 
PULLERS—Nail, Etc.—- Traverse City se esi Co.: Malay, Mill and > sascha noe Mig By —Renly b Ay 50 
Millers ged No. 2 per doz. #14. 93 Economy, Fibre, No. 9, ea. .$12.42 Wood Saws .....-.. sorccccse Little Giant Bush and Weed. 11.75 
ae Gk ter ek. . coset se 1.91| Economy, Fibre, No. 1, ea.. 15.121, Black Diamond, Grass...... 10.25 
ina: uae aoe Economy. Fibre, No. 3, ea.. 19.44) ‘pao rap vanings & & Gas 0% < Black Diamond Bush and 
No. 1, Nail Puller, ® dos. $20.00 necisTeRs— Rnicher st Oreo aie 6% % ,  ponrrirryys étcves SD 
meee Reg Spike re dO% ’ jaalones Electroplated and Compaae set, Bay reverie ue SEEDERS—Cherry— 
See ORME ie 55206 00308 ‘ lo ES eT Tee err « AOEE “Bae ick ccc ueeas: pier Mnterprise .....-.+.-++++- ++16% 
Smith & baad Co., ine. : White Porcelain Enameled. oa Wood Saw Blades” ves sopecwaa Ralsin— “ 
aa waeeee eee + +80% | Solid Brass or Bronze Metal..List, net) Combination Sets ...... ek 25@20% 























September 27, 1917 HARDWARE AGE 


CACC Ree a ta SEES TERR ee Eats 
Sete ansome ee. eT... 











fan 


SELL ROLLING HANGERS 








bees 














Rolling hangers vs. hinges is what the garage hardware 
problem bolls down to. Remember that doors hung on roller 
hangers are weather-proof, cannot sag and above all eannet 
slam and damage the automobile. 


But stick to the original line of rolling hangers—the kind 
that are designed right and made right— 


Pesce tineas 
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SELLCOBURN HANGERS 


Cosurn Troiiey Track Mec.Ca 
HOLYOKE - - MASS. 
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(ready to use) 








“That’s the Solder I Want” 


Kester Crystal-Core Wire Solder for 
automobile repair work Users like it be- 
cause it’s easy to handle and ready to use. 
The solder is a hollow wire filled with an 
acid flux (see cut) which flows as solder 
is used. 


Kester Crystal-Core 
Wire Solder 


For spark plug and battery terminals, elec- 
tric light connections, cracked fenders, gaso- 
line pipe and tank joints, radiator leaks, 
speedometer flexible shaft, and general 
garage use. 

Sold in one pound coils and on one, five 
and ten pound spools. 

Order from your jobber. If he cannot supply 

you—then send direct to us. 


| CHICAGO SOLDERCOMPANY |; 
= CHICAGO, ILL. = 


‘ 
ld I> 
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Great 


Hardware Store 


Seller 


People everywhere are becoming acquainted 
with the 


Casyon Chains 


through the advertising campaign in the big 
magazines. 


Take advantage of the demand we are 
creating, and sell your share of Easyon 
Chains. 


EASYON CHAINS‘can be attached easiest, 
quickest, surest, by any man, woman or 
child. 


‘*Grip like mud hooks, Ride like bare 
tires’’ ; 


Packed in a set of eight In a bag, four for each rear 
wheel, enough to give a good grip on any road. 
Size 3% fits 3” or 3%” tires. $4.00 per set 
Size 4% fits 4” or 4%” tires. 5.00 per set. 
Size 5% fits 5° or 5%” tires. 6.00 per set. 
Sent prepaid on approval to any part of the United 
States or Canada on receipt of price. If not satisfied 


after examining return them at our expense and we 
will refund the full amount. 


DEALERS—Write 


for our dealer proposition and open territory. 
Handle these necessary automobile accessories 
which sell on sight. Half the weight, half the bulk. 
— the price. Only three sizes to stock. Write 
today. 


WOODWORTH MFG. CORP. 
2015 Whirlpool St., Niagara Falls, N. Y. 


Also ask about Easyon Truck Grips 
for solid tires. 
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SETS—Awi and Tool— 
Millers Fee Compa 
Tool Hold ders, pe rd 
Nos. 1 6 
$11.31 $13.84 $16.96 $11.31 
Cellar Window— 
a a Pai Co. : 48.60 
n sets.... " 
Gebvant ees: 22.00 
National Mfg. Co.: 
No. 70 Galvanized, @ doz.. 
Naili— 


ed “gcrocenecninm 
Swan's, Knurled, ® gro 


est ret 
Rivet— 
Reguler List ccevccceccce SOGUGSS 
Saw— 

Morrills No. : io 8. ®@ doz. ay oe 
No. 1, @ da 
Nos. 10, ii, 00, P doz. 
Special, 

Nos. 3 and ? Ovens Cut, 
doz.. 20.00 
. 30.00 


Screen Door— 
McKinney Mfg. Co.: 
Japanned per gross set 
" $25.00 @ $32.00 
Plated 


-$29.00@$36.00 
SHARPENERS—Razor Clade— 
Hyfield Mfg. Company: 

Hatfield Machine ...........-25% 


SHAVERS—Beef— 
Enterprise Mfg. Co.........25&380% 


eee 
iE de dye densass.co'nee ..doz. $1.50 
W loud doz., 4-3 in., $3. 40; 3 im., $3.95 
Millers rue Oo ¢ 

Nos. 1, $7. 943 2, $14.50 net per doz, 


Knurle 


% % OTP SE 






SHEARS—Cast Iron— 
7 8 Y in, 

Best ....$3.55 3.95 4.45 doz 

Good ....$3.00 3.50 4.00 doz. 

Cheap ...$1.50 1.75 2.00 dos. 
omen ’ sng 4 s, &¢.: 

Best Quality Jap— 

6 7 bites 8 10 in 
$4.35 5.00 5.70 9.00 

oo Quality N o's 

7 10 in 
$5. Ss 6.40 4 11.55 
Tatlors’ Sheers ...ccccccces 40& 10% 
9 ee 

Pexto No. R $10 


No. 50, $4. 28: "No. “60° "$6.00 ; “No: 
R 85, $14. 








oe Snips— 
Ce rr eae re 
Steel Laid Blades .......... 155% 
Jenuings & Griffin Mfg. Co.'s 6% 
OO 80 Ades igs vsccs New list,15% 
Pexto Original 7 .. List, net 
» & W. BAMBN...cccsecase 20% 
Smith & Heme eth Inc. : 
“Red Devil" 
SHELLS—Brass, Empty— 
Remington Arms - Union Metallic 
Cartridge 4 
First Quality, all gauges....33's % 
Club, 10 and 12 gauge...... 334s % 
Paper—Empty— 


Peters Curtridge Co. ; 
League, 10 and 12 gauge.. 
League, 16 and 20 gauge 
Target and High Gun. 
Ideal and Premier.........3 $ 

Remington Arms - Union Metallic 

Cartridge Co.: 
Arrow, 10, 12, 16 and 20 ga 








— Bsa 10, 12, 16 and 
New ‘Club, 10 and 12 gauge. .33's % 
New Club, 14, 16 and 20 gauge, 
33's % 
Loaded— 
Black Powder ......... (+ 33S 
Smokeless Powder, medi- 
um grade .......+. +++ -33KHS | > 
—— Powder, high ® 
SS ts hada Sn be ool 3348-45 
Smokeless isaac 410 ~ 
aie cues bee 33%% 18 
Bor ys scout "Shot, case 
SRE cae AES $5.30 
a g homes Co.: 
League, Black Powder...... 33% % 
Referee, Semi-Smokeless....33's % 
— aud itigh Gun, * Smoke 
oda vabe Sabeeaeetouus 33's % 
Ideal. and Premier ........ 33'5 % 
Remington Arms-Union Metallic 


Cartridge Co.: 
New Club Black Powders. . 
Nitro Club, Smokeless 


33% % 
Arrow, Smokeless Powders. .33 ‘s % 


SHIELDS— 


Parker Supply Co.: 
Lag Screw Shields............78% 


SHOCK ABSORBERS— 


Silvex Co., South Bethlehem, Pa. : 
Bethlehem Pneu. Spgs., for Ford 
Cars, list set........ . $25.00 
For Packards, Cadillacs, Plerce- 
Arrow, etc., list set....$200.00 


Mule, 


-383 4% 


Powders. 


SHOES—Horse, 


Etc.— 


and \% bbis. per ID, 19%¢; | & 
25 I tins, ea. $5.70; 10 ID. S 
tins, $2.50; Ib tins, ea. > 
$1.30. 

SOLDER— 

FEO ORE TROY 6 ices cncgess sees 36¢ 

OO, b wave eeeeee ceeuctecaveue 
PONEE <cviesetress oocccecces oF 

SPITTOONS— 

Indu-Namel per doz. )w 
me © apse newee ens $17.40 x} 
OD ates ncesekenter es 13.80 (° 
POs D créivecies becove 12.00 

SPOONS AND FORKS— 

Silver Plated— 
Good Quality ...sceccercessess 10% 
Miscellaneous— 

LAO cock) :ahcsbaer whee ee ° 20% 
German Stlver ..cccccccscccsees 254 
- eee Iron— 

TOR: v vvdinies deb'aseunes per gro., $2.60 

FERNS «0 cnn vsssoveerves per gro., $5.20 

SPRINGS—Door— 

Chicago Spring Butt Co.: 
¢ pecnae (Som) ued uae New List 
Jap. finest ..... Caren 0&214 % 
Reliane e coil) cae ne See ee 7% 

Morgan Spring Co.: 

Perfection ........ ee veseeees 15% 
Carriage, Wagon, Etc.— 

1% in. and larger: Per 100 Ib. 
BiGCh _,..s.0020 00 ecenecsces tee 
Half Brvght wee kdee snes secu 
BOS otk kv nencéacesceds $11.50 

Tuthill Spring Jo.: 

Ground bl’k and half br’t....$7.25 
Ground bright .............. 7.75 

Painted Seat Springs: 

114 ¥ 2 x 24 in........per pair $1.00 

1% BE A Ber cccecase per pair 1.15 

14 #3 # 2B..... see sfer pair 1.65 

SPRINKLERS—Lawn— 

ES ee 25@30% 





F.0.b. Pittsburgh: 
Irom or Steel......per keg. $5.70 


SHOT— 25-lb. bag. 
Drop, « $0 Bea. -.cerecvees es o6te 70 
zed rf oo Ge 
Chilled . 3.20 





ete ead ag che pad se 


SHOVELS, SPADES AND 
scooPs— 
Add to list all goods, $2 per doz. 
viain Back: 
First and second grades, 
Net list + $1.00 
Third grade ......... List + $1.50 
Fourth grade ........ List + $1.75 
Hollow Back and Back Strap Shovels: 


PGE BPGEE op ccisncns List + $1.00 
Second grade ........ List + $1.00 
Third and fourth qedes, 

List + $1.50 


Back Strap Eastern and Western 
Pattern Scoops: 
First and second grades, 
List + $1.00 
Third and fourth grades, 
List + $1.50 
Snow Shovels— 
Long Handle, steel blade...... $9.60 
Wood and Mall. D Handles.... 


s1EVES AND SIFTERS— 
tlunter’s Imitation, per doz.... 
‘lunter’s Genuine, per dos..... 


SINKS—tIron and Steel— 
Uarnes Mfg. Company : 









Cast Iron, painted, 20 x 36 in. 
Oe GRMer oc. csccccess es 5% 
Cast Iron painted, 20 x 40 in 
ONG LATE ..rcsccsescvees 10% 
Lalanve & Grosjean: 
MM Eien s tens then cadee 6 ee - - 25% 
SKATES—Iice— 
Conron-McNeal Company: 
iixtension Rocker and Hockey: 
Men's and Boys, per pair: 
ES PE . $0.70 
Polished and ‘plated 1.16 
‘Tempered, polished and 
ee eee ee 1.66 
Flint Flexible, polished and 
plated... re | 
Girls’ and Ladies’, > ‘per D r: 
SaaS 1.10 
Polished and plated. - 1.50 
‘Tempered, polished d 
ere re ray eee 2.50 
Semi-Hock¢ey, per pair. . 2.50 
Roller— 


Boys’, per pair 
Girls’, per pair..... 


SNAPS—Harness— 
German 
Domestic 
Ningora Falls Metal "Stamping Wespes 
Niagara Harness and Rope... .40% 


Senta pn Pa 








SNIPS—Tinners— 
See Shears. 


SOAP—Automobile— 
A. W. Harris Oil Co. : 
Harris Motor Soap, bbls., 19¢ 


Stuber & Kuck; per doz., Nos. 1, 





$5.60; 2, $8.90; 8, $2.50. 


SQUARES— 
Nickel Plated Steel and Iron, . .15&5% 
Rosewood Try Squares and 
TBOGGE cccccceccccescee seb QOn 
Iron Hdi. Try Squares ab T- 
BGUGHS ci cctccvcevacecessceae 
Athol Machine Co. : 
Combination 
Pexto 





. -LAst, net 
0% 


see eeeee eee enw eeeeeee 


SQUEEZERS—Lemon— 
Wood Porcelain caneds 
Cheap ..+.- 
Goo eenl< ces 
Tinned lron: 
Low GIENOs «9-2 00000ess00se Oe 
Medium quality.....seeeee+ 81.2. 
Good ..sees cvccevccocoecce pee 
Iron, Porcelain Lined....s+e+- 


STALLS—Cattle— 
Hunt-Helm-Ferrig Co. : 

Star, Steel ...... ccccccces O® 
STANCHIONS—Cattie— 


liunt, Helm, Ferris & Co.: 
Sta sus bien panes aoe 


Per dos. 
1.00 


AP seeeevee 


STAPLES— 
Fence, Bright, $ 

Galvanized, # rod tf. 0.b. Pittsburgh 
Poultry Netting... .-Per 100 lb., $6.75 


STEELS—Butchers’— 

John Chatillon & Son: 
Chatillon’s..List June 30, 1917, 15.9% 
Foster Bros.’..List June 30, ' 

ROE. . ciccccccvescetcesoes 

STEELYARDS— 

Peck, Stow & Wilcox Co.,, 

List + 20% 
ene DIES AND er 
pis pa Wials Re COMA Ne eae 4 

Hand Tade, 36°00 Lite vesccie 5054 


Hand Taps, smaller Fal Y% in 65104 
M.S. Taper Taps Nos. 2 to 12 inc., 


65&7 104 
M, S. Taper Taps, Larger... .50&5% 
STOPS—Bench— 
Morrill’s: 

Nos. 1 2 

Per doz. $10.00 $12.00 334%4&16% % 
STRAPS—BOX— 
Acme Embossed, cases....... +-.5% 
Cary’s Universal, cases........ 15% 
Stanley Twinrold, cases - List, net 
STRETCHERS—Wire Fence— 


tlunt, Hlelm, Ferris & Co.: 
Elwood Rod, No. 191, = doz.$9.75 
Elwood Pattern, No.’ 190 per 
Perr tere e rere. 9.00 
L ittle Giant, Sr., per doz. 8.62 
Star, No. 482, Plain Bearing.§ 12.75 
Star, No. 482, Roller Bearing.$13.50 
F. J. Townsend: 
YVownsend's Wire Fence Stretcher, 
POP GM. ce sccccccsencvns $9.00 


~ ch in a ig cal 


Enterprise Mf 
Stuffers an ted Presses, 


25@25&7% Vo 
ne eee and Vac- 
Biseell” Carpet Sweeper Co.: Per Doz. 

Am. Queen, Cyco B.B. Nic. .$84.00 
Crown Jewel, Nic.......... 26.00 
Crown Jewel, Jap'd Fittings. 23.00 
Elite, Cyco B.B. Sr: 36.00 
Grand, Cyco B.B. Nic...... 43.00 
Grand, Cyco B.B. Jap...... 40.00 

Seene Rapids,’’ Cyco B.B. 
ey SF Prere eee ee ey 31.00 

“Grand Rapids,’ Cyco B.B. 
pehads Chamkeeugew ee 28.00 

Grand Rapids, Vacuum Swpr. 

Pen ce evercebirerzedcee 58.00 
Household Vacuum = Swpr., 

MM, iis wielhwiese tant ee enae 7.00 
pusies Queen, Cyco B.B. Nic. 37.00 
Princess, Cyco B.B. Nic.... 32.00 
Standard, Nickeled Fittings. 27.00 
Standard, Japanned Fittings. 24.60 
Superba, Cyco B.B. Nic..... 43.00 
Superba Vacuum Svpe., Nic. 70.00 
Triumph, Cyco B.B. Nic. 40.00 
Universal, Cyco Bearing Nic. 29.00 
Universal, Cyco Bearing Jap. 26.00 


Vacuum Cleaner 
brush 


Subject to quantity aliowances. 
SWINGS—Lawn and Porch— 


without R 


Myers Low Down Roller...... 30% 
Myers Porch Swing............ 30% 
TackLe—Fishing— 


Wise Sportsmans Supply Co.: 
“Jim Dandy’’ bait, per doz. . $6.00 


TACKS— 
Carpet, Bill-posters, etc...List + 254 


Finishing Nalis— 


OT ETE Oe per lb., 53¢ 
COPPES TORE bi cs civecs xs lb., 59¢ 
Trunk Nails, etc.....0.0+ ist + 254 


See also Nails, Wire. 
Double Pointed— 
Double Pointed Tacks... .List + 104 


Thumb— 

Solidhed Thumb _ Display As- 
sortment No. $8. 
No. 24 asstmt....... 5. 

Handitax % in. steel, per “4600: 1:50 








TAPES—Measuring— 


American Asses’ Skin. ...4... 163% 


Patent Leather .....+0++..List + 54 
CO Ore occccccccccces. LUE 
Keuffel & Esser Co.: 

ree nape teens sages % 

RD we ve.cbeeseeanes 

Asses’ Skin ..... ee ‘is@use 10 
Lufkin Rule Co.: 

Asses’ Skin ......... 19 O20 % 
ERTS E ra ist, net 
getent and Bend, Leather List, net 

POCROE coc vecsnes 1@20° 
Steel Cece eeseeseseoes 10@1i5 


Wiebusch & piles 3 
Chesterman’s Metallic No, 341, 


GB ccucscccsicece List + 20° 
Chesterman’s "Steel: No. 1035) 
Qe: ccccevecerecccscccsse 15% 
TAPS— 
See Stocks, Dies and Taps. 
TEETH—Harrow— 
Steel, poo or headed, % 
and larger, per 100 Ib. .$3. wets 25 
THERMOMETERS— 


Tin Case, Cabinet, Flange, Dairy, 
New list, 30% 


Coreeeceveereeesees 
TIPS AND BUMPERS— 
Elastic Tip Co.: Box Compete, 

Hach $11 

Rubber ploes Nails, per. gro., Now, 

0, GO¢; 1, 55¢; 2, 45¢; 3, ase 

Bum ers, per gro., Nos. 
i. 45¢; 2, 50¢; 2 
Woo 

$1. oe 
Slotted Screw Tips, ee ha Nim 

231, $2.25; $8.50 i 5 aS 

$3.00; 234, $3.50.......... 1% 
Rock\ug’ Seahe® "so per = 


Dr caupeke seks senna ne Ce 





TOOLS— 
Cement— 
8. Cheney & Som....cececees+-50% 
TOOLS—Haying— 
Hunt, Helm, Ferris & Co.: 
Harvester and Peerless wey 
COMES cccoveccccress 40 
Track, Track Hangers and Brack: 
GUE - caer eavevesteees nvente 25% 
Harvester and Peerless —- Y 
Forks, Pulleys, etc...... 34% % 
PF. K. Mye rs & Bro.: 
me Fork Unloaders ; Myers 
ouble Rail, Myers Single 
Rail, Clover Leaf and Fault- 
less, = all wood track “a 
WEEE ccc cb eccgeevevecs 25% 
Sling Ualoaders; 3 ous 


res 
Myers Hay Forks, 


WEG cv ctcenedcncenesct % 
Saw— 
Simonds’ Crescent ..........--9% 
TORCHES— 
Hammer's, Engine, ®@ doz......$6.50 
’. Wall Mig. Supply Co.: Dread- 
naught Bruzed Steel ‘Torches; 
Gasvtine Blow ‘Torches, per doz., 
No. 8, $16.50; No. ; 
No. 31, $35.00; No. 10, Brazer 
Torches «.cccccccces'ccccees @#0.00 


TRACK—Barn Door, &c.— 
Sliding Door, Painted Iron, per 
IGG Fh. civcvtncesveese coves cpned 
Griffin's: 
Hinged Hanger, im Bee ft., 1% 
x 3-16 in., $8. 


Hunt, Helm, Ferris & ao 


20th Century, round, per 100 ft. +00 
Phas, pet 200 Bbs cis cocccx 6.50 
McKinney Mfg. Company: 
Miinged lIiapger ‘rack, ® ft.. 
Bae vesses Sweabee sees eeeete 
1 x 3-16 WORMS os ckiecescas 5 %o 
Trolley Track ....cccccess ++20% 
Myers’-Stayon Track. Myers New 
Way and Giant Tubular = 
oO 
Faultless self-cleaning ......... 25% 
National Mfg. Co.: 
Braced Rail, per "100 ft...... 


ft 
Storm-Proof Rail, per 100 ft. gz: ‘0 
Richards-Wileox Mfg. Cw. 


a. RRS Arr: 
Special Ilinged Iianger Rail, No. 
Lag Screw Rail, No. 65...... 20% 


— Trolley Track, } ft., Nos. 
81, 32, 20%; No. 33. List + 5% 
Nos. 61, $4.25; 62, $4.50; 63, 


$4.75; 64, $5.75; 68, $6.25; 
69, $6.75. 
Hero, Adj. Track, No. 19,....20% 


Adjustable Track Tandem “Troiley 


Track, No. 
Royal Adjustable ‘Track No. 1a 


TRAPS—Fly— 
Balloon, canoe or beg doz. 
(i Se. ppm aera ..gro., $10.50 
Harper, ihe ov “Paragon, 
doz., $1.75 


Safety Wire Gas Globe Company: 
Columbus Sanitary. ..per doz. $9.55 
Der gross $9.60 
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EMPRESS encase" curs 


¥ f 


No. 299 Leather a Short Pat. Marine 


The Cups 
shown repre- 
sent only a 
part of our 
line. 


l 


Spring Comp. 


f 


Invisibie 
Ratchet 








BOWEN MFG. CO. 


AUBURN, N. Y. 
CATALOGUE ON APPLICATION 


¥ 


Wire Lock 


Write for full 
information. 


J 








“D"0.C.  “N”"O.C. 


Ask for 
Catalogue L. 

















it shut. 
glance its gr:at value. 
The Garage door swing- 
ing to and fro in the wind 
is annoying and trouble- 
some, expensive and dan- 
gerous. The old way of 
blocking or hooking the 
door open is not satisfac- 
tory or practical. 
The automobile owner 
or buyer nowadays wants 


30 Warren St. 
New York 


No. 1914 


GRIFFIN Garage Door Holder 


S as necessary to hold the door ope» as the bolt to hold 
The mere sight of it enables one to ste at a 


Made in'U. S. A. 


THE GRIFFIN MANUFACTURING co. 


Erie, Penna. 


JOBBERS! 


United Action by Manufacturer’s 
Salesman Moves B & D Line. 


SMALL STOCK 


FAIR PROFIT 








the new and modern im- 
provements on his car 

and he gets them. So it 
is when he builds his gar- 
age. He wants the latest 


LECTROFLATER 
Electric Air Pumps 


The Lectroflater is 
ready for use as 
soon as unpacked. 
Simply place plug 
into electric light 
socket. 


Copy of booklet, 
“Friendly Touch,” 


upon request. 


$70.00—110 Volt f.o.b. 
Baltimore; 32 and 220 
Volt, $3.00 extra. 








improvements that add 
materially to his comfort 
and convenience—and he 
gets them. 


17 E. Lake St. 
Chicago 








£4 Calvert Street 


THE BLACK & DECKER MFG. CO. 


Baltimore, Md., U. S. A. 





Retails for 25c. 





If the Button Fails an Accident 


A Universal Push Button would have prevented this. 
at any point on the top a sure contact is made. 
in your store, illustrate how easy it works and the sales follow. 


Garford Mfg. Co., Elyria, Ohio, U.S.A. 


May Follow 


Suppose an automo 
bile is traveling at 
full speed and a per- 
son crosses its path. 
The driver thinks he 
pushed the button but 
the 


sound. 


warning fails to 
A serious ac- 
cident follows. 


Jobbers! 


Pressed 


Show this button 


Cleveland 














to have his horn push button where it rightfully belong» 
of the steering column in the CENTER of the steering whee! 


Don't wait! 


75 cents 
Every Ford 


er 


Needs It—Buys 
On Sight 


HANDY 
Horn Push Butten 
and Holder 
FOR FORD 
CARS 


Dealers! 


Here is a little article—easy to handle, small inrestment—right 
discount—BIG SALE—needed by every FORD owner in the land. 
The HANDY push button makes it possible for the FORD owner 


on TOP 


Write us to-day! 
Manufactured by 
THE FRANCIS-RAND CO. 
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Game— 
~o— Falls Metal Stamping Works: 
btning 80% 
Clincher 75&10% 


Oneida Community Ltd. : 
Vietor— 


doz. 
Without 
Chains 


Per 
With 
Chains 


%. 
Without 
Chains 
$1.06 
1.22 


Per doz. 
With Chains 
$ 2.24 


Triumph Trap Company, Inc 
High Grip Less thas Bbl. 
vo. 115 $ 1.88 


These prices are with Chains 


Mouse and Rat— 
Meuse, Wood, Choker, gro. Sa 
16 


Mouse, 


Round or Square W ire, 


Lovell Mfz. 
Erie Rat 
Star Rat 
Dead Easy Rat 
Sure Catch 
lhend Kaxy Mouse 
Sure Cately Mouse 
Dejusion Mouse 
Tin Choker Mouse 
Wood Chokers, 4 hole 


Niagara Falls Metal 
Works; Enticer Rat 


Oneida Community Ltd.: 


Co. ; 


Victor Mouse 

Hold Fast 

Victor Rat 

Hold 

Official Rat 

Tin Choker Mouse 
Wood caeer Mouse, 

holes . 

End o' Mice, pe 

Victor Mouse, oer bu 
. tier Rat, per bu. 


&W.: 


P. 8. $ 
No. 


Hopper. 1, with Chain, per 


on. 
Hector, 
dos. 


TROWELS— 
Wm. Rose & 
Phil. Pat. 
$10.35 


10 
Wide Heel. 
$10.65 11.05 
10 10% 
E. C. Atkins & Co.: 
Plastering 


Bro: 
wa. “Hais. 
10.75 11.50 


10% 
wa 


TRUCKS—Warehouse, &c.— 


nee Mfg. Co.: each, net 
. $21.50; No. 2, $18.50 
"Mo 8, $15.50. 


TUBS—Wash— 


Nos. 0 1 2 ; 
Gal.. per doz..$10.00 $12.00 $13.50 $15.50 


Cypress— 
Eagle Woodenware Mfg. Co. 


Nos, 1 2 38 
$13.50 12.00 10.50. ..15% 


61 ¢ 


( 


? 
*s 


\ 


Vv 


oj} J. 





National 
No. 195, Japn'd, per dozen.. 


Colle 


India, 3- 


Athol 


Athol 


Athol 


Mfg. Co. 


Flax, 


otton Seine, 
Soft Laid 
45¢; 


Medium Laid thread—6, 4914¢; 9, 
5 


1644; 
larger 
Hard Laid 
486 ; 
Staging, 2 to 4 oz. 

rels, 43¢; 


12, Y¢; 


thread—9, 
15 to 42, 46446; 


TURNBUCKLES— 


Screen Door, 


thread—9, 


15 to 


larg 
balls, 


$1.20 


Ll pte en gare eg 
i and ¥,-lb Balls: 


42, 45¢; 


446 


9'4A¢ 12 


Was 46. 
in bar- 


in 5-lb. sacks 


Trut Line, in balls, 42 to 3 ib., 


in barrels, Nos. 1, 2 and 3 ib., 


per Ib. 
n Ibvapp.ng. 
to Ib.: 
Common 
— 

rT li rapping, 
5 balis to Ls 


4 
y lb, 
American 3-Ply Hemp, 1-ib. 


(Spring Twine) 


Common Indi, No. 
0. 204 sluttraess, 4 
Balls, according to 


Vasonepan 
Moller 


Hilo Floor Finish, per a. 


Montauk Paint Mfg. C 
Furniture 


Di-mel-ine 
% pints, 


Di-mel-ine Varn 


ISES— 


Sulid Box 


Athol Machine Co.: 


Hand Vises 


white, 


tan 


— 


Cable | ee No. 
Italian, 


18 
No. 18, 45¢; 
Wool, 3 43 oP 1 


Schumann Co.: 
Hilo Sriat Finish, per on 


0.: 


4 -1b. 


5 baiis 


ssdeee ceveracreodere 36¢ 
eeverdvecvonseeosnevees 42¢ 


eguted, 


Ball's, 
9, 


India 3-Ply Hemp, 1¥%-lb. Balis ‘ 
19 Derk an. ap eeupeus 
India, 3-Piy Light Hemp 
3, 4 and 5-Ply Jute, 


sry 


2 
+P 


WAITERS—Dumb— 
Nedgwick Machine 
Nov. 1, 1916 


Works, 


WARE— 
Enameled— 
say ow & Grosjean Mfg. Co. 


te Nickel Steel bitc.o: 
-an-g' 


Vollrath Co.: 
New Idea Kettles, Cast Iron. .40% 
Imperial Hollow Ware, Cast Iron. 

15410% 
Enameled Ware, Steel. White 
and White, 30% ; Special Blue, 


, 
00% 


WASH BENCHES— 
Eagle Woodenware Co.: 


olding Wash Benches, per doz., 


$17.00 
WASH ERS—Bibb— 


Durst Mfg. Co.: 
Dumaco, all sizes, per 100.. 60¢ 
Cast— 


Over \%-inch, barrel lots, per ib.. .5¢ 


Iron or scot a 
vce bolt. .5/16 3g 
WwW ashers. . $10.40 9.50 i400 8.20 glo 


he above prices are based on 


$1.00 off list. 
Leather, Axie— 


PY 
- 804 


"1% ‘inch. , 
34¢ per box 


Patent 
Cvtl 


22¢ 25¢ 


WASHING MACHINES— 
See Machines— Washing 


5¢ WASTE-—-Cotton— 


é 
a 


4 
oo SS 


Varnish ; 
per gro., $14.4 
is 


Stains ; 
¥% pints, per gro. .$14. '40 


Parallel— 


Machine Co.; 
Simpson 
Standard ... 
Starrett, Improved 
Vise Attachments, 

600 Line, Stationar, 
600 Line, Swivel 


2 3 
Ea. $1.75 $2.09 $2. 


Parker's: 


Combination — ‘ 
Eclipse 

Regular 

Trojan 

Victor 


Oval Slide. 


Machine 
Combination .... 
87 Series, 3314%; 
5% ; 
tion 
Trojan 
Ii. Williams & Co. 
Vulcan Chain Pipe 


Competitive 


y Jaw. 


Jaw, 


List + 22% % 


54 $3.2 


Varker’s Combination : 
No. 
Combina 


aa “H8s Falls Oval Slide Pattern, 


7 $3.72 


870, 


50% 
"30810 


20£10% 


Wood Workere— 


Machine Co.: 
Simpson 
Standard 


VULCANIZERS— 


A. Shaler Company 
5-Minute, $1.50; 


Tube-Kit for Fords 
Tube-Kit 

Ford-Kit 

Vul-Kit 

Motorist’s 


W avs— 


Price Per M 
B. E. 


1 up 


- # 
ae pe 10 


W AGONS—Coaster— 
Hunt. Helm, Ferris 
Overland and Star.. 


& Co,: 


in Baas lots. 


- -38%% 


Ww + ae fer lb. Colored ber Ib. 
No. 24¢ N 


o.1 


Oil Finish 
WEIGH TS—Sash— 


Eastern Market .. 
Middle West 


Per ton 
1000 chown eae 
+» $37.00 


WHEELS—Well— 
fe ely NSP ore 


WHIPS— 
Drop Top wae. per dos. 
Str’'t Buggy Whips, per doz 


WHITE LEAD AND OXIDES— 
National Lead Co.: 
wae White Lead, Dry and 
on 
In 100, 250 and 500 > kegs.134%¢ 
In 25 and 50 & keg 138% 
e 
1. 5 ™ cans, as- 
sorted. (100 in a case). .151%4¢ 
On lots of 500 pounds or more, a 
diseodnt. of %¢ per pound ix al 
lowed, 
Dry, Red Lead and Litharge : 
In 100 ™® 
In 25 


in 
pT 


On lots of 500 pounds or more, a 
Aereget of % cent per pound is al- 
owe 


VIRE—Barb— 
See Market Report. 
Fence— 

Market 100 * Bundi 
See Market Report. ee 
Bright and Annealed: Per 100 Ib. 

6 and 9 l.c.l. 1000 
and over to retailer... base $3.70 
Smaller sizes take fence 

extras: for smaller 

uantities, viz.; to 999 

b..and 100 to 499 Ib. 

extras are charged. 

Galvanized, subject to same 

conditions 

Coppered, subject to same 
conditions 

Tinned, subject 
conditions 


Less than car loads to retailers 
Bright and Annealed 
os. a. eae 20 
Per 1001b., $7.20 $7.50 $7.95 $8.45 $9.00 


Spooled— 
Annealed and Tinned.. 


Copper 





Retailers’ Assortments, per ‘box. 


WIRE GOODS— 


Steel Wire Goods..., 
Brass Wire Goods. 
Cup and shouiaor Hooks 


Wire Goods Co. 


+ BOE 104 


WIRE CLOTH AND NET. 
TING— 


List Sept, 1, 1917 
‘sanised LVonitry ee 
Before Weaving 
After Weavi.g 
ms Cloth, rr Mesh, Per 
t 
vanized, 
siuundard Galv. Hardware Grades; 
i00-jt, rolls, 24 to 48 in. wide, 
cr 100 sq. ft. 
1 2 MOEB. oc'cves 
10. 2% mesh... 


ua 


‘taf 4 
Painted Black, $2.00; 
$3.00; 14 Mesh: Beg 


4 
5 
jo. 6 
Sf 
8 
American Wire Fabrics Co. 
Galvanoid — 2 ogeincked after 


omg Ye it 
16 mesh, $3.40; 18 w 
Gilbert & Bennett Mfx. 
Regular — net, 
8q.. ft. 
dua. livy. 
sq. ft. 


80; 
» $4.25 


oe 100 
- $3. 


New York Wire Cloth Co.: 
Sereen Cloth galy., pr 100 sq. ft. 
bey Pag Coated mesh, 
$2.5: 14 mesh, 1 


rem, Wire Co 
AluminA Rust proof galv. 
100 sq. ft., mesh, $2. 
14 mesh, $3.00; 16 mesh, $3. 45; 
Sun Red Selvage Black, > mes esh, 
; 14 mesh, $2.50; 16 
$2.90. 


per 


mesh, 


WRENCHES— 
Agricultural 
Alligator or 5 appa 
Drop Forged 

Stillson pot 
Genuine Stillson 
Athol Avie uttte Co. : 


Ad atnble ‘3 25% ; Adjustable 
Pipe, 25% ; Str’t Hd'le Auto, 
25% ; Briggs Pattern, 30%; 
Combination Bright, 10%. 
Steel Handle Nut... 
Combination Black . 
Merrick Pattern 
Motor No. 
Steel Handle Serew 
Wood liandle Screw 
Coes’ Genuine Knife Hdl 
Coes’ Genuine Steel Hdl 
Coes’ Genuine Key Model 
& W.: 


yA 
Pexto, Stillson Patn. 
Lakeside Forge Co.: 
Drop Forged 
Adjustable 
Frank Mos*berg Company : 
Sterling No. 1, N. 
No, poet. s Set 


eac 
No. 

eac. 
No. 


Niagara balls. Metal Stamping Wovas : 

wren, sae Double End Vest rohit. 

rene 

Richards- Wilcox um, Os 

Shark Adjustable ipe.. oneet 

Wizard Adjustable Ratchet.. 
Whitman & Barnes es ; 
Agricultural . 
Alligator Pattern, 
Machinist, case 
Less than case lots 
Railroad Special, case 
Less than case lots 

it. Withams & Wo.: 
Agrippa Chain Pipe ....: 33! 
Vulean Improved Chain Pipe, 


-60% 
50% 
= 94 


ull os 


25 
lots. .: 


J. 
,&10% 


5&£10% 


WRINGERS—Mop— 


Eagle Woodenware Mfg. Company: 
Eagle Mop Wringer and Bucket 
Combined: 


Ste rd 14 qt. per 
Janitors 22 qt. per 
White Mop Wringer Co. : 
Tlousehold ner dog: 
No. 2 Small Size, Wood, 
21.00 


No. : Pam pay Size... .$26.00 

No. Fam. Size, All Iron, 
$34.00 

Janitors. ner doz.: 

No. 0 

No. 

No. 8 Hotel, All 


Note.—Slightly higher | “extreme 


“i435 West 
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MOTORHORNS 


“Clear the Road” from Danger to All. 

Approved by Engineers of 42 Leading Automobile 
Manufacturers. 

Bring Profitable Business Relations to All Dealers. 


The Sparks-Withington Co. 


jf olesome } Jrotil : 
IN 
CONVERSE 


©/RIPLEXTREAD 
TIRES 


Make more money sell- 
ing Gemco Bumpers for 
front and rear. Built 
— on correct ead-thrust 


principle. Diamond or 
End Thrust channel bars — extra 
Bumpers heavy, can’t rust. 
Ask your jobber or write direct. 


Gemco Mfg. Co., 672 So. Faves St., Milwaukee, Wis. 


Popular Automobile Accessories 
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Make Your Grease 
Sales Mount 


By selling the one kind of lubricants that 
serve your customers best 


pIXON's 


Automobile 
LUBRICANTS 


bring vour customers back and 

make increased sales for you be- 

cause they are the 100% Ilubri- 

cants 

Send for Dixon's Dealers’ Deal 
No. 40-G 








Josesh Dixon Crucible Co. 
Jersey City, N. J. 


Est. 1827 xx 


eyo 


SaMEPOnne ek be 








Adams Auto Top Holder 


“Stops the rattle—saves 
your top”’ 


Neatest — Quickest — Strongest 


Dealers everywhere will find a 
ready sale for this best of all Top 
Holders. An ornament to any car. 
No unsightly projecting arms, nor 
dangling straps. Can be installed 
in two minutes and operates 
quicker than any other. 


Two sizes—% in. holes for small 
cars, % in. for large ones. 


Price, $2.00 per pair 


Write for discounts to dealers 


ROCK ISLAND MFG. CO., Dept. B, Rock Island, Ill. 











rkx BETTER SPRINGS 


Unrest rieted 
Stop the new Ene Gnorantes 
earrean — 
reahage srninos a Sas 
for One Year 
Dealers everywhere sell them—Prices right 
NEW ERA SPRING & SPECIALTY COMPANY 
856 Woodward Ave., Detroit, Mich. 
Send for une of ‘Better’ 
FACTORIES AT CHICA and GRA 


Ac eesories 
ND RAPIDS, MICH. 








POSTED arectory of Sanutacen 


U. P. C. BOOK COMPANY, Inc. 
241-249 W. 39th St., New York 

















"ee naa 


Stops Punctures from Stopping You. 


One of ‘the best motor accessories for dealers is Crew 
Levick Tire Seal, Live dealers should know about it. 
Write us for information. 


CREW LEVICK COMPANY, 2227-51 Land Title Building, Philadelphia 
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HERE IT IS 
in The Finish that gives 
the utmost value among 
flat varnishes 
Hilo Fiat Finish gives a 
beautiful smooth soft dull 
tone on interior woodwork 
and furniture. It’s easy 
to clean, and it’s won- 
derfully economical. 
Want a free sample can 
to test? 
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Oil—More Oil 


Every car that passes your door is using 


up oil. 


All day long cars pass 
your door. Every one of 
these cars is using up oil. 


Are you getting your 
share of this lubrication 
business ° 

Up-to-date hardware dealers 
who carry Gargoyle Mobiloils find 
that practically every car owner, 
whether local or transient, is a 
possible customer. 

These hardware dealers have 
discovered that they can sell high- 
grade lubricants to motorists just 
as well as any other dealer. 





Do YOU want to replenish it? 


Gargoyle Mobiloils have won 
high popularity through their 
sheer lubricating efficiency. Dodge 
owners, Paige owners, Overland 
owners, Cadillac owners, Ford 
owners, Marmon owners and hun- 
dreds of thousands of other own- 
ers of all makes of cars are using 
the grade of Gargoyle Mobiloils 
specified for their cars. 


Hardware dealers who display 
the four grades with the Chart of 
Automobile Recommendations are 
equipped to supply the oil that is 
scientifically correct for every car 


on the road. 


TUNA LAMONT 9a RRNA Pee ATHENS NNR aN Tete 
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The display of Gargoyle Mobiloils brings 
more than sales of a popular brand of oil. It 
establishes you as a lubrication expert backed 
by the prestige of the Vacuum Oil Company. 

For half a century this company has pro- 
duced lubricating oils for engines and machin- 
ery of every type. Years of research have 
established an automobile lubricating service 
which is unique. 

The foundation of the Vacuum Oil Com- 
pany’s service is represented in the Chart of 
Automobile Recommendations shown in part 
on this page. 

The Complete Chart contains the name of 
practically every make and model of car and 
specifies the correct grade of Gargoyle Mobil- 
oils to be used in summer and winter. 

Dealers who sell these oils use this Chart as 
their authority. No matter what car the cus- 
tomer owns, new or old, low-priced or expen- 
sive, the correct grade of Gargoyle Mobiloils 
is specified for each and every one. 

Alert dealers are getting their full share of 
lubricating oil business by using this Chart. 

The field is limited only by the number of 
cars that pass your door. 


Mobiloils 


A grade for each type of motor 





The four grades of Gargoyle Mobiloils, for 
gasoline engine lubrication, purified to re- 
move free carbon, are: 


Gargoyle Mobiloil “A” 
Gargoyle Mobiloil “B” 
Gargoyle Mobiloil “E” 
Gargoyle Mobiloil “Arctic” 
Write today for our booklet. “Correct Lubrication,” contain- 
ing Charts of Recommendations for all makes of Automobiles, 
Motorcycles, Tractors and Motor-boat Engines. We shall also 


be glad to send you a description of the Gargoyle Mobiloil line, 
with price discounts to dealers. 


VACUUM OIL COMPANY 
Rochester, N. Y., U.S. A. 
Specialists in the manufacture of high-grade lubricants 


for every class of machinery. Obtainable 
everywhere in the world. 


Domestic Branches: 


Detroit Boston New York Kansas City, Kan. 
Minneapolis Philadelphia Indianapolis Pittsburgh 


Chicago 
Des Moines 








Correct Automobile Lubrication 


Explanation: 


In the Chart below 


the letter 


opposite the car indicates the grade of Gargoyle 


Mobiloils that should be used. 
means Gargoyle Mobiloi! 
il ‘‘Arctic,"’ 


Gargoyle Mobil 


Board of Engineers and represents 


ey 


e 


te. 


For example, 


Are 


wis! 
means 


The recom 

mendations cover all models of both pleasure 

and commercial vehicles unless otherwise noted 
This Chart is compiled by the Vacuum Oi! Co.'s 


our profes 


sional advice on Correct Automobile Lubrication 






































Model of 1917 191 1915 | 1914 | 19 
» | + be 
BPE; SEs] 2) s} t 
ame elelelsleizie | 
Ake CB hed Ca ed Cd 
Abbort- Detroit Are Arc jAre Are |Are Arc JAre A | A A 
- em] | ;AITALA 
Allen A Arc] A Arc) A Ar ;A/A iA ‘ 
* (Mod. 33-34-35) | | A Arc] } 
Are (Are jAre jAre jArc Ar pA \ } Are 
* (Sey) A\AJAIA 
Asura (4 cy!) AlArc] A Arc] A| ATA) A 
* 6c Are jAre jAre Arc fArc Arc |Arc. Arc 
Autocar (2 cy®. . A Arc] A fare] A jArc| A Arc] A jAr 
A Arc} A Are] A Arc] A A 
= (Bey) AA | | 
Busck Are $Are Are jAre Are Arc} A Arc} A Ar 
Cadillac ; Arc Arc (Arc A 
* €@o) ° A} A]A|A jArc.Ar 
Case A Are] A jArc} A Are} A Arc} A Ar 
Chalmers : Acc tArc fAre Arc} A | A jArc Are 
@ (Mod. 6-40) ja Are 
© (Mod. 6@jo). JA} AJAIA 
Chandler Six... Arc jAreJArc}Arc [Arc Ar Ar Are} 
Chevrolet Are Asc tAretAre Are Arc} A Arc] A A 
. Age jAre jAre Arc JArc (Arc jArc Are 
* (8cy) A|ALA|AIA Al 
Cunning! . Are jAre jArc. Ar | ALA 
. (cy J|A|ATAIA | 
A pare} A Ware Hare Arc} A) A | A Ar 
* (Mod. C). A Are A lAre| A Ar A\A 
ster. . Are wejArc| A Ar ALA A Ar 
* (Bey) ms Arc Arc] 
. AA c] A Arc) E | E 
Dort A lar A [Arc] A Arc} 

Empire (4cy) A Are A JArc jAre.|Are |Are Are jAre Ar 
(6 cyl) Arc Arc Arc \Arc | | 
Federal Are |Arc e.jAre JArc. Arc jArc. Ar re Are 
Fiat coos BIAIBIA|B/A/I BAI BIA 
> SR Nen E/EJEJ/EJEIEJE\EJEIE 
Franklio......... ALALALA/A/A/A/ AJA Ar 
Grant esqeeeesee] A Aged A Arc jAre. Ar Arc. Ar } 

Hab Twelve... > A|AILAIA | 
Haynes....... ; Ary A |Are| A Arc} A Arc} A |Arc 
(12 cyl). AJATA/ A! | 
Hi Keesecaces . _ Arc }Are. Arc JArc A A jAr 
* (Super Six).....) A Arc} A} A} | 
H dle.....00.---] A Are} A Arc} A A ce} A Arc] A \Ar 
J keweeteecesseef A Are] A Arc} A jArc] AL A] 
* 6... ATAL. J 
© Com'l,.......) A Are] A Arc) A A 
90bectOce ‘ E | Ft k E | 
* Comi...... K base] Blase] A lace] 
Kelly Springfield... AJAJTALASA ALA \r 
eRe ‘ | A Arc] A} AJLA/E 
*" (8cy/)... ATAJA) A lArclArc] | 
e fi. Are |Are Jase Arc |Are Arc {Arc Arc} 
Kissel Kar. ...... A Arc] A jArc}*A Arc} A Arc} AOA 
poe. 1 A A Are} A Are} A jArejArc Ar 
© * Mod. 48). J..b.. JAS ALASATASA| 
nme “Urey sf ATA gt el 
Lesington...-..-.... JArejArcjAre Ave jArc Ar | 
Lppard mart... Arc jArc jAre Arc jAre Arc JA Arc Are A 
cones eae (Mod. MYA Arc) A Arc | | 
OF Mod, MW) A jArch | | 
Locomobille........ EJEJE]E/E|! | E Are /Are 
McFasiea. 0...) A Arc} A} AA Arc] A] A} A Ar 
Marmon......... A\|AITA | A} A Ar A Aref A A 
Maxwell...... PAre.|Are jArc Arc Are Ar i Arc JA 
Mercer...... A\A ayA A Arc] A jAr 
* (#70) | : \ Arc] | 
Mitchell A \Arc] A |Are Are] A Arc} A 
Mitchell (8 cy) A | A | | 
Mobne : 1A 
" AITAIA/AJA/AJA Al 
Moon ( | Arc Arc} A \Arc JArc/A 
sd eed Are Are JArc Are JAre. Arc |Arc Arc} 
National. . ArcjArc| A \Are] A Arc} A} A AL A 
«(acy ATAIAIA | 
Oakland Are JAre fArc ‘Arc JAreArejAre A \ 
* (Sey) AA 
Oldsmobile Arc Arc jAre. ArcjAre Arc }A 
2 (8 cyl) AILAJAIA | 
Overland... Are Are.jArc Are Are. Arc jAre Arc} \ 
Packard o A jArc| A Arc} \ 
*  (1acyD AILAIAIA | 
° Com ALAA! A]A| A JAre Arc}Arc A 
Page e | A \Ar A} A] E 
ah Are jArc JAre./Arc jArc A } 
* (6-36 & 38) A [Arc] A.jArc} A Arc 
P ‘ Are jAre JAre Are jAre. Ar far Arc} A 
¢  (Gag?. A/A/A/A | | 
Peerless Are.|Are JArejAre |Are Arc jArc Arc } 
© Bo... [ALA Al \ 
Prerce TAL ALATA [AreArclAre Arc [Are A 
¢ © Com’t AD Are ‘Are JAre Arc Are. Arc }Arc.A 
Premier AJAIA \Arc| A Ar A A A 
Regal . lArc.|Are JAre.\Arc Are. ArejAre. Arc [Are A 
* (od | 4 | A lArc Ar | | 
Renault (Freach) } A lAre} A Arc] A Arc] AA 
be A \Arc}] A Arc] A |Are} A Arc] A A 
Richmand, AreJArcJArc'Are} A \Arc} A (Arc }Are A 
Riker E EF | 
Saxon EIEJ/E/ E/E, E}EI EI 
Selden Are Arc JAre |Are JAre ‘Are JAre Are Are. A 
Simplex A} AJA! A JAre. Arc lAre Are }Are A 
Stearns-Knight A; A]B/A|B/AIB A| A; A 
‘ eo" @ A'AIBIA 
Studebaker A Arc] A Arc}Are Arc] A ‘Are] A A 
Stutz ALALALAJLA/ALA/A/ArcA 
Velie (4 cyi A \Are} A Are} A OA 
« Geyl Are.JArc [Are Are fAre. Are |Are.|Arc | 
Westcott Arc Are jAre Are jAre ArejArc. Arc] A A 
White Arc. Arc Arc. Arc JAre Are fAre. Are JArc. A 
16 valve) AiA } | 
Willys-Knight ALAIB/AIB/A/A/A 
Willys Six Arc Ar 
Winton Arc jAre JAre Arc JArc Are fArc_Arc } \r 
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Let 


Your 


~ Customers 


Know 


That You 


Sell Chain by the Foot 


Good Chain 
Samson 
Bulldog 
Hodell 
Cleveland Pump 


Chain with a reputation for durability and fine 
finish and guaranteed to give satisfaction. 


Write for samples and prices o2cartons, reels and kegs. 


vu CUTER |G —\I A NIG WOAKS 2. 
CLEVELAND OHIO usa 





HELLER’S 


Sectional 
Cabinets 


for 


Automobile 
Supplies, etc. 
Also 


Hardware 
Shelving 


Send for Catalog 


W.C. Heller & Co. 
Montpelier, Ohio 

















No. 316 
POWER GRINDER 


Patented bronze bearings do away with 
re-babbitting. 


Equipped with Dimo-Grit grinding 
wheels. 


Just the grinder for garages, blacksmith 
shops, work shops and heavy farm 
grinding. 


Write for catalog. 


Luther Grinder Mfg. Co. 


Milwaukee, Wis. U.S. A. 














Athol Iron 
stone 


No. 157 


Wherever tool grinding is of any importance 
there’s a need for this frame. It is strongly 
built, compactly and conveniently designed and 
equipped with every facility for attaining the 
best results and lessening labor. Water pot, 
truing adjustment, babbitt bearing and ad- 
justable tool rests are some of the features. 

Our catalog No. 31 contains full particulars. 


ATHOL MACHINE CO., Athol, Mass. 
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Grand Rapids All 
Steel Sash Pulleys 


Have a reputa- 





tion for quality 
and time-saving 
features. 

Made in fifty 
different styles, 





any finish. 









Your jobber 
can supply you. 
Samples sent 
free on request. 
Get our thirty- 


one-page cata- 









No. &—Ball Bearing 


No. 105—Cone Bearing log. 


Grand Rapids Hardware Co. 


520 Eleventh St., Grand Rapids, Michigan 































INVISIBLE 
HINGES 


mean profits 
; for you and satisfac- 
tion for your customers. 
We want to hear from every live 
dealer who is in a position to sell 
INVISIBLE HINGES. 
We want to acquaint you with the SOSS 
LINE and give you complete information about 
our Dealer policy. 
THE SOSS LINE of hinges is the most widely 
known and popular on the market, and will prove 
a valuable asset to your present line 

SOSS HINGES offer a real opportunity for 
every dealer to add a big profit-producing article 
to his business. 







































Write for our illustrated 
catalogue No. H today 


Soss Mfg. Company 
435-443 Atlantic Ave. 
Brooklyn, N. Y. 















eae St = W hy 
i= 68 Not? 


This is the time to con- 
sider Cobbler Sets, Shoe 
Lasts and Stands and 





Economical 
Shoe Lasts and Stands [Hee] Plates. 


We happen to have The 
Best in the country. 


. a All good sellers that 
bring repeat orders. 


ee Comparison is the only 


proof, and all we ask. 


. A One shipment will 


insure more of the 
same kind. Try it. 


Ask for Catalog 15 


Star Heel 
Plate Co. 


Louis Sacks, Prop. 


Newark, N. J., 
U.S. A. 








Empire 
Heel Plates 






























THE CHAMPION 
Double Fl | | ’ 
Acting Oor Inge 
This handsome hinge of few parts has 
the “call,” and deserves it. 
The entire weight of the door rests on 
a ball bearing and allows the door to 


swing freely and easily without jar or 
noise. 


























And all a carpenter has to do to attach 
this hinge, is, simply saw out a rectan- 
gular piece at the bottom corner of the 
door and make a slight mortise for the 
strap ends of the hinge. No wonder 
it sells. 


Send for our Catalog of Profitable 
Hardware Specialties. 


The Champion Hardware Co. 
GENEVA, OHIO 
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BLACK DIAMOND FILE WORKS 


BSTABLISHED 1863 
Twelve Medals of 
Award at 
INTERNATIONAL 


Expositi 





—  ~ 


INCORPORATED 1895 
Special Grand Prize 
GOLD MEDAL 
Atlanta, 1895 


Copy ef Catalogue will be sent free to amy interested File User upon application. 


G. & H. BARNETT COMPANY 


Philadelphia, Pa. 


Owned and Operated by Nicholson File Ce. 














Push Drill No. 4 


“YANKEE” \\ / 
Saves Time at Every Turn /¢ & 
Here you have a 
rapid fire drill, with, 
adjustable tension, ” & 
for hard or soft €& 
woods and the8 
different size 
Drill Points 








furnished 
\ with it. A turn 
of the cap 
does the trick 


that saves you 
time, labor and 
Drill Points. This 
drill is about as 
valuable to the aver- 
age mechanic as any 
“Yankee” Tool wemake. 
Built for hard service. 


Your Jobber can supply you 


North Bros. Mfg. Co. 
Philadelphia, Pa. 


































QUAN 


The Best The 
Market Affords In 


| a 


Billets, Slabs, 
Sheet Bars, Blue 
Annealed Sheets, 
Black and Galvan- 
ized Sheets and 
Formed Roofings. 


Address all communi- 
cations to our Wheeling 
Sales Office. 

















| 


QUA 
| | 


WHITAKER - GLESSNER 
COMPANY 
WHEELING - - W.VA. 














Ei | 














BIFURCATED RIVETS 


Established 





RIVETS 


Lae 
+“ j pet ee whi - oe ee os 


Main Office and Factory 
JUDSON L. THOMSON MFG. CO. 
Waltham, Massachusetts 
Bifurcated and Tubular Rivets, Metal Specialties and Rivet Setting Machines 
Write for Catalog and Prices 








TUBULAR RIVETS 


Eighteen Eighty-Four 


MANN 


OUTSIDE PRONG RIVETS 
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Urder STANLEY No. 3000 
“Twinrold” Self -Tightening 


Coiled Double Bex _— 


Pat. Sept. 26, 1911; Nov. 


ll —, 
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Nails driven 
obliquely on 
RIB CENTER 
Tighten Strap 


CHICAGO 











The Gate That Makes the 
Barrel Pilfer-Proof 


a” is a big sale in your territory for 


Ciba 


‘‘Lock Fast’’ 
Barrel and Tank Gate 


It absolutely protects oil, molasses, gasoline 
and other barrels and tanks from leakage and 
pilfering. The person who holds the key is 
the only person who can draw out the con- 
tents of a container. 
The profit on each sale is exceedingly liberal. 
Durable. Pays for itself in a short time. 
Three styles— 

“A,” wood thread with tapered shank. 

“B, » inside pipe thread. 

“E,” iron pipe thread with straight shanks. 
COSTS NO MORE THAN ORDINARY 
GATES. 

Write for profit particulars and list price. 


E. C. STEARNS & CO., 





















134 Oneida St., Syracuse, N. Y. 




















Cary’s Universal 
Box Strapping 


In Many Widths and Gauges 
Always Carried in Stock for Prompt Shipment 


The only strapping on 
the market guaran- 
teed to run true to 
width and gauge. It 
is made from an extra 
soft annealed steel of 
great tensile strength, 
and nails can be 
driven thro’ it with 
greatest ease. Each 
reel contains 300 feet 
equipped with patent 
metal reel frame; 20 
reels packed in a case. 
We also manufacture Flat and Twisted Wire 
Box Straps, Box Corner Fasteners, Clasps, 
Seals, Corrugated Joint Fasteners, Hinges and 
Hasps, and Cary’s EVERLASTING FLEX- 
IBLE STEEL MATS. 


SEND FOR PRICES AND LITERATURE 


CARY MANUFACTURING CO. 


Manhattan Bridge Plaza BROOKLYN, N. Y. 











Eastern Branch: 151 Lafayette Street, New York Ci 
M. E. CANFIELD CO., Los Angeles, Cal. 





<&cwe> This is the trademark to look for 
in buying your BOX STRAPPING 


It stands for the BEST QUALITY OF GOODS back of the label. 
ACME BOX STRAPPING means more business and more money to you be- 


cause it's the kind of strapping men want. It's strong to begin with—has smooth, 
round edges—neat and handy to use on patent coil holders containing 300 feet. 


ACME BOX STRAPPING is the kind you want to sell. Order a 20-coil case today. 


ACME STEEL GOODS CO., Manufacturers 


MAIN OFFICE AND WORKS: 2834-40 ARCHER AVENUE, CHICAGO 
Southern Branch: 10-14 Tift Street, Adanta, Ga. 
San Francisco: ‘Sh California Street 
ACME STEEL GOODS OF CANADA, Ltd., Montreal, Quebec 
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BRIGHT WIRE AND 
BRASS WIRE GOODS 


SCREW EYES 
SCREW HOOKS 
GATE HOOKS AND EYES 





+g GROSS. exe, 27 INCH. 








MORGAN SPRING COMPANY 








Bright Wire 


GATE HOOKS AND EYES 


MADE IN U. S. A. 


WORCESTER, MASS. 








A COMPLETE LINE. 
PROMPT SHIPMENTS. 
WRITE FOR PRICES. 








Myers 
Methods 


Modernize 


Myers Cushion Tire 

Ladders are particularly 

adapted for service in most 

retail stores; as boot and 

shoe, hardware, pharmacies, book shops, etc. 

They are also extensively used in factories 

and storage houses where space is valuable 
and every inch must be available. 


You can reach the highest shelves quickly 
with safety and the ladders slide easily and 
without noise. The special construction of 
the ladders permits the use of both hands in 
handling stock at any height. 


Write for our new Store Ladder circular if 
interested. 


F. E. Myers & Bro. 


Ashland Pump & Hay Tool Works 
ASHLAND OHIO 
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Good All Through 


Have you ever sold 
wire netting that 
brought customers 
back with a protest 
like this ?— 


“That wire netting 
ran good for about 60 
feet, but the balance 
was uneven and the 
galvanizing poor!” 

Unless our “P 
fect” Hex Netting 
runs uniformly good 
all through—it never 
reaches the dealer. 


er- 


When you want that 
kind, buy the “Per- 
fect” brand through 
your Jobber. 


Ludlow-Saylor 
Wire Co. 


ST. LOUIS, MO. 














Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you give 
more and get more when 
you sell 


Made a little different— 
a little better than others, 
cost no more, sell easier and 
oftener. Our catalog shows 
a long line of profit makers 
—pumps of special design 
construction and adapta- 
bility. 

















HAYES PUMP & PLANTER CO. 


CALVA PLL 
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This Home Is Equipped 


with a 


LEMMING 


Water 
System 
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Socket Chest No. 300 


Socket Wrenches Long Ago 
Proved Their Wonderful Worth 


Everybody who ever uses one becomes a Remodeled old Dutch When a Deming water system 
. . . . house of red sandstone. . : 
firm believer in the idea. Owned by BE. B. Every 8 installed, flowers and shrubbery 


of Rochelle Park, N. bloom with renewed vigor; vegetable 


They’re the wrenches that sell and we've stem makes it poo gardens try to outstrip themselves; 


devised a way to make them sell more easily. me te a eas the “home folks” secure greater en- 
Our No. 300 chest is the “way.” of Colonial Days, but JOyment from life; and 


with all the home com The Dealer Makes a Substantial Profit 
forts of Modern Times ’ F 3 

You furnish the prospect. 

We plan the installation 


Write for special free offer and our catalog. You pocket the profit. Ask us to 
tell you about it. 


FRANK MOSSBERG CO. THE DEMING COMPANY, Salem, Ohio 


Distributors: Chicago, Henion & Habbell. Pitts- 
Attleboro Mass. burgh, Harris sae & Sepr'z Co. Baffale. Root, 
es in Al rincipal Cities. 


We give it absolutely free with a moderate 
assortment of sockets, handles and accessories. 


Neal & Co. Agenc n 


























IU 


Worth Having! 


THE MATERIAL 


used in the manufacture of 
our wrenches is the best that 
can be obtained. All steel 
BOLTS NUTS RIVETS WASHERS parts with the exception of 
Picks Mattocks and Grub Hoes the springs are forged in our 
Crowbars Wedges Forgings own plant, every piece pass- 
Telegraph and Telephone Pole Lines —& ing a rigid inspection before 
Hardware advancing to the next opera- 

Wagon Hardware tion. 


F. E. WELLS & SON CO. 


Greenfield Mass., U. S. A. 


Oliver Iron & 


PITTS BURCH,PA. 
Established ts 
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Better Coffee for 
Customers—Profit for You 


With so many coffee packers 
advertising to consumers to buy 
coffee ‘‘in the bean’’ there is an 
increasing demand for 


Coffee Mills 


Customers get the full favor 
and aroma of their coffee by 
grinding the bean themselves. 
With a Parker they can do it 
most easily and conveniently. 
After exhaustive tests our Glass 
Cannister mill has been adopted 
by the Nat. Coffee Roasters As- 
sociation as standard. It will 
grind to any size or pulverize, as 
desired. 

Are you displaying our coffee 
mille and boosting the ‘‘grind 
your own coffee"’ idea? 


The 
Charles Parker Co. 


MERIDEN, 
CONN. 


MN 
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NATIONAL 
DRAWING INSTRUMENTS 


Manufactured in this country and made 
of cold rolled German silver and highest 
grade steel. Excellent workmanship and 
finish. Various case assortments. Prices - 
moderate. 


Will meet the precise requirements of 
mechanical drawing, and will appeal to 
schools because of their durability and 
reasonable cost. 


Send for Descriptive Booklet 


EUGENE DIETZGEN CO. 


Manufacturers 


New York 
Pittsburgh 


San Francisco 
Philadelphia 


Chicago 
New Orleans 
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Highest Quality 
REASONABLE PRICES 


SATISFIED CUSTOMERS 
PROFITABLE SALES 


__“STIN Te) eae 


——"] 


| TOOL COMPANY | 


enda ble 
Deliveries 


Union Caliper Co. 
Bates Mfg. Co. 
Tool Business of Hill Standar® Mfg. Co. 


MANUFACTURERS OF 
DIVIDERS, TAP WRENCHES, 
CENTER PUNCHES, 
RULES, 
COMBINATION SQUARES, 
HACK SAW FRAMES, KEY SEAT RULE BLOCKS, 
THREAD GAUGES, THICKNESS GAUGES, 
Complete Line of Tool Holders for 
Turning, Planing, Boring, Shaping, Slotting, Cutting-of, 
Cutting Threading, Key Seating, Lathe Dogs, Drill 
Machine Vises and Screw Machine Products. 


Selling Agents—Surpless, Dunn & Co., 74-76 Murray 8t., 
N. Y. City; 34 N. Clinton St., Chicago, Ill. 


CALIPERS, 
NAIL § STS, 
TEMPERED STEEL 


Side 
Holders, 








iBROUS CEMENT 


Stops Leaks Immediately 


In old foundation walls, around skylights, chim- 
ney flues, cornices, gutters and roofing of all 
kinds, 

Easily applied with trowel or old table-knife on 
any kind of surface. 

A good seller. Comes in big-mouthed cans, one 
pound and up. 

Mr. Dealer! Don’t fail to send for FREE 6 
ounce can TODAY! 

SATISFACTION GUARANTEED. 


THE PHILIP CAREY COMPANY 
222 Wayne Avenue 
Cincinnati, Ohio 
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Cc. E. JENNINGS ARROW HEAD 


-4t EXPANSIVE BIT Par: er. 


WOTE CURVE ON CUTTER; 
PREVENTS HOGGING - IN. 


NOTE CLEARANCE OM FACE OF BIT, PREVENTS DOLUNG OF CUTTER, 
OTE STRENGTH OF CAP. 





SEE THOSE TEETH: CUTTER CANNOT CREEP! 
WOTE BEVELS ON CAP AND CUTTER AND 
7/6" BLARING OF CAP ON CUTTER: / 
CUTTER CANNOT SLIP! / 


/ OTE MICROMETER SCREW ADJUSTMENT 





NOTE TWO BEVELS ON SPUR,TO PREVENT CUTTER BREAKING, 
Cc. E. JENNINGS & CO., 73 Murray St., New York 


Perfect Clinching Hose Mender 


Our Catalog, which also shows an 
line of Hose Couplers and Lawn Sprinklers. 


STUBER & KUCK CO., Peoria, IIl. 


New York Office: 
San Francisco Office Rialto Bidg Wm. P. Horn, Mer 


This is the mender which 
gives satisfaction to the user 
and fair profit to the dealer. 
Nothing else on the market is 
as good. 
Menders are made in all 
common hose diameters 


Dealers are invited to ask for 
excellent 


154 Chambers St... J. M. Sherwood, Mer 




















Quick-Set Steel 
Drive Posts 


These are some of the 
reasons why the demand 
for these posts is grow- 
ing: Cost less than wood 
or concrete, guaranteed 
for 35 years, a few blows 
set them, ted to any 
kind of wire fencing, wire 
strung easily and quickly. 





It will pay you to han- 
dle these posts. i | 
appeal to farmers and all 
property owngrs. Send 
for our catalog. It is free. 


Buffalo Steel Co., Tonawanda, N. Y. 


Rothweiler Pump 














Empties a Barrel or Drum 
Completely. 

No Waste. No Drip. 
Good for Oil, Gasoline, Tur- 
pentine, Light Paint, etc. 
Works Easily, Quickly and 
Efficiently. 


A Great Trouble Saver. 


ROTHWEILER & CO. 
SEATTLE, WASH. 


























Townsend Gave to the World 
The Ball-Bearing Lawn Mower 


Golf 


All other manufacturers now make Ball-Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


S. P. TOWNSEND & CO., Orange, N. J. 











THE GLLBERT & BENNETT 


FAC] RING COMPANY 


BALE TIES 


GRISWOLD PERFECT 


(Standard and half gauge) 


STRONGEST and BEST PACKED tie on the 


market, made from selected wire. 


QUICK SHIPMENTS 


NORTHWESTERN BARB WIRE CO. 
Wire Products 
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Wanted in Every Home somethingNew 


Every man, woman + 
and child is anxious 
to know their correct x 
weight. Thousands 
under medical treat- 
ment must aw their 
correct weight 

The Detecto is the 
scale for them and for 
physicians, gymnasi- 
ums, etc., because it 
has no coil s rings— 
no — ms— 
no loose weights—it is 
inexpensive—a beauti- 
ful fixture—takes only 

2” space—shows 
every pound up to 300 
pounds. Actual weight 
of the scale, 17% 

The demand is tre- 
mendous. 
you to 
Ask for literature and 
prices on Detectos 


THE oy wd wy one Inc., to-day. 
FOI IIIT TIKI KAAS AIS AIS ISAIAAIT 


OOo otto oo A 
FEISS IIIA 
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ADJUSTABLE 
TELEPHONE 
BRACKETS 
ADD TO YOUR SALES 


STOCK THESE NOW 


Big Discounts 
EFFECTIVE SALES HELPS 








A New Broom 


Zeda is not merely another 
broom. It is a new im- 
roved style, and better 
ind of broom—totally un- 
like any other broom on the 
market. 

With its exclusive patented 
features you can readily 
demonstrate to the cus- 
tomer why it outlasts 2, 3 
and sometimes 4 ordinary 
brooms. Write your near- 
est factory. 


Lee Broom & Duster Co. 


Lincoln, Neb. Boston Davenpert, Ia. 


PREPAREDNESS 4v%, 70%, ready .t0 


HORSE SHOE BRAND 





THE AMERICAN WRINGER CO. ye? 92%:,%uey 











SNOW SHOE IRONS 


g The illustration shows our 
AANo. 2 Iron for slate roofs. 


We make a similar one for 
standing seam, corrugated 
and V crimp roofing. 


These are the most substan- 
tial irons made. 


Write for prices and samples, 
also our general Catalog. 


Everything for the 
Roofer. 


BERGER BROS. CO. 
PHILADELPHIA 
Office: 229-281 Arch St; Store: 237 


Warerooms and Factory: 
00 to 114 Bread St. 














MILBRADT 
LADDERS 


will pay for them- 
selves in a short time 
by enabling you - 
wait on more 

save the wear and 
tear on your fixtures 
and goods, as well as 
bring the appearance 
of your store up to 
date. 





















































eile 

sees ei 
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Write for catalogue 
showing a large num- 
ber of styles eeuitable 
_ all kinds of shelv- 
ng. 


Milbradt Mfg. Co. 


2410 N. 10th St. 
St. Louis, Mo. 























Genuine NEY Haying Tools 


graspanD FOR FORTY YEARS 
THE COMPLETE LIN WRITE FOR CATALOGUB 


THE NEY MFG. Co. Canton, Ohio 
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American Barbed Wire 


Both two and four point; Glidden, Baker Perfect, Ellwood 
“Waukegan, American Special, and lowa brands. 





American 
Nails, Tacks, 


Nail and Wire Catalogue sent free for the asking 


AMERICAN STEEL & WIRE COMPANY 
Chicago New York Cleveland Pittsburgh 
Worcester Denver 
Export a ery ed U. 8S. Steel Products Co., New York 
Pacific Coast Representative: U. 8. Steel Products Co. 

Francisco Los Angeles Portland Seattle 
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Are You Prepared? 


to fill all orders for C. & L. Fire 
Pots and Torches quickly? It 
will pay you to look well to 
your stock of Cc. & L. high 
grade Fire Pots and Torches, 
and be prepared for every emer- 
gency. Remember C. & L. Fire 
Pots and Torches are made with 
heavy generators, producing in- 
tensely hot blue flames. In 
these strenuous days it will pay 
to be forehanded. Jobbers sup- 
ply at factory price. Send for 
Catalog—it’s free. 


Clayton & Lambert 
Mfg. Co. 
Detroit, Mich. U. S. A. 


No. 32 Torch 
List Price Each $8.00 
Ask for discount 











Trace Marx 


Diamond Nozzle 


Rea. U. &. Par. Orrict 


The BEST At ANY PRICE 
COST LESS Than Other Good Ones 


Patented 


Spray—Straight Stream—Shutoff, Wrought Brass—Not 
Cast Brass. The only nozzle with pilot to keep spray 
point central one prevent one-sided spray. Stronger, 
lasts longer, er volume of water. Sample sent 
postpaid on baal pt of 35 cents. 


H. B. Sherman Mfg. Co., Battle Creek, Mich. 





“STAR EXPANSION BOLTS” 


A PLEASURE TO SELL 
STANDARD THE WORLD OVER 


Ti 


Screw ben oa gle = 
pe 
STAR EXPANSION BOLT COMPANY 
20 W. Lake St., CHICAGO 147-149 Cedar St.,. NEW YORK 








LEBANON 





Lebanon Machine 


Company 
LEBANON, N.H. 
Send for Catalog 


AUGER BITS 





ARM STRON G 


Genuine Stock and Dies 


Our dies can be adjusted to the variations in the size 
of fittings. They can be worked with less labor and 
the desired result accomplished in less time than with 
other dies. They are interchangeable in the stock, 
sharpened without drawing the temper, easily adjusted 
and kept in condition. Sent on request. 


THE ARMSTRONG MFG. CO. 
290 Knowlton Street BRIDGEPORT, CONN. 














If it’s DROP FORGED 
WRENCHES you're 
after, remember that 
P-S Quality is 
Guaranteed. 


P-3) 


Page-Storms Drop Forge Co. 
CHICOPEE, MASS. 














PROMPT SHIPMENT ON RECEIPT OF 
YOUR ORDER 


Ferrules, Copper; Bars, Copper; Bottoms Copper; Burns, Cop- 
r; Conductor Pipe, Copper; Crimped Sheet, Copper; Eaves 
rough, Copper; Elbows, Copper; Gaskets, Corrugated Copper; 

Hammers Copper; Mitres, Copper; Nails, Copper; Rivets, Cop- 

per; Roll Copper; Shoes, Copper; Sheets, Copper; Soldering, 

Copper: Spikes, Copper; Washers, Copper. 

your selling needs are listed above, write us at once. 


Pittsburgh Copper and Brass Rolling Mills 


C. G. HUSSEY CO. Pittsburgh, Pa. 
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“Commercial” Annular 
—_ Ball Bearings 


These are the bearings 
that take the place of 
cast or plain bearings, do 
the work with a mini- 
mum amount of friction 
and at a fraction of the 
cost. 

Adapted to any mech- 
anism having rotating 
members. Get Catalog 
and Prices. 


THE SCHATZ MFG. CO., Poughkeepsie, N.Y. 

















THIS STICK SHOULD BE IN 
YOUR STOCK 





It is the only brand upon which you can meet 
any competition and still make a good profit. 
a in ph ap Profit, Service, Packages 


WHOLESALER FOR IT OR 
WRITE Us FOR PRICES AND SAMPLES 


THE JOBBER’S MFG. CO. Si2/co™* il: 


















Safety Fuse 


Ensign-Bickford is the ORIGINAL safety 
fuse—tested and tried by time and experience. 


The 
Ensign- 
Bickford 
Co. 


Simsbury, 
Conn.,U.S.A 







































































DID YOU EVER SEE 


Wagners KANT-SUK Calf 
and Cow Weaner? 


IT’S A WONDER 


A perfect humane and effec- 
tive device that sells the whole 
year round. 

The hinge construction of this 
article allows the calf and cow 
to graze in the same pasture, 
yet effectually prevents sucking. 
t is easily applied. Once used 
always used. KANT-SUK Wean- 
ers have no equal. 

We make a complete line of 
Saddlery Hardware, also Hard- 
ware Specialties. 





MANUFACTURED BY 
Imperial Bit & Snap Company, Racine, Wis. 
All the leading jobbers carry them in stock 











THE PEN DAR CONSUMER 


A NEW AND SAFE IDEA 


Made entirely of Galvanized 
Wire and Iron, almost inde- 
structible, used for BURN- 
ING WASTE PAPER and 
other combustible material; 
also a neat Basket for Waste 
caper Leaves, etc. The 
oho | of any material or 
waste has a Cyclonic effect, 
as the open mesh allows of a 
perfect draft from all sides. 


Made in four (4) sizes. 


Send for description and 
prices. 


Pennsylvania Wire Works 
Edward Darby & Sons Co., Inc. 
235 Arch Street, Philadelphia, Pa. 


All Angles and Designs 


Made of best quality material, 29, 28, 26, 24 
gauge; each elbow plainly stamped for quick 
handling over the counter. Accept none but the 
F. Dieckmann kind. 


The Ferdinand 
Dieckmann Co. 


Cincinnati, Ohio 





















THE OILER 
DEMAND 


from your trade is most satisfactorily 
answered with “Wall” Oilers. 

Our copper-plated Steel Railroad 
Oilers are made from seamless drawn 
bodies and are very durable. Copper- 
plated inside and outside and the sur- 
face given a high polish. 

Get our catalogue describing Oilers 
for every use. 


The P. Wall Mfg. Supply Co. 


PITTSBURGH, PA. 















































Robertson Horse Shoe Magnet Hammers 


a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on request. 
Silver Medal (Highest Offered) Panama-Pacific Exposition 


ARTHUR R. ROBERTSON, 144 Oliver St., Boston 




















































September 27, 1917 


HARDWARE AGE 141 








SAMSON CORDAGE WORKS 


MANUFACTURERS OF SASH CORD, CLOTHES 
BRAIDED CORDAGE LINES, SMALL LINES 
AND COTTON TWINES ETC. sexo pa cwatos 


SOSTON MASS. 





IRON FENCE and ENTRANCE GATES 72.!i.2°soer.0%2 


























































































































ELEVATORS AND DUMBWAITERS 


Siete tbo ate ty tho Mecéucpe 
Can be placed in position by 
yy aS, 


Send for Catalog No. % 


ENERGY ELEVATOR CO. 
214-216-218 New St. Philadelphia, Pa. 









KEY 
MAPLE WOOD SOBY HIGHLY POLISHED 









35s Cemrea: A 









ICE TOOLS Séscxirrox 


erles, etc.; aleo for peddling 
and in hotels, restaurants 
and wherever ice ie used. 

Write for Catalg and prices. 


Works: HUDSON. N. Y. 


Gifford-Wood Co., “tx. “Sesse.=- 


R. MURPHY Sore. 
ad KNIVES su 





New Haven Oyster Kaife 
ROBERT MURPHY’S SONS CO., 















PORTER’S “‘NEW EASY”’ BOLT CLIPPERS 


All sizes. 
Big Sellers 


H. K. PORTER 


All parts interchangeable. Jaws Special Steel. 
Good profit. Write for prices. 


Everett, Mass. 





Cleveland Grindstones 


“ithe The Cleveland Trademark as- «itis 


£43 sures you of genuine Heres 3 
Rock We own the quarries 
and are the only producers 

: THE CLEVELAND STONE CO. 


CLEVELAND 


OHIO 














Send for new catalogue No. 10 
WILMINGTON, OHIO 


C-S CO. 
12-Inch 
Hardwood 
Leveis = see 


Peouter Pine THE GHAPIN-STEPHENS (0. 


Ast Your Jobber PINE MEADOW, CONN., U.S. A 
















































MUCH CHEAPER THAN LEATHER 
Send Us Your Order Today 
E. T. RUGG & CO., Mfrs., 


Newark, O. 








8 SOHN HASSALL inc. i 
q Rivets 7 
a EscuTcHEON Pins g 
3 Spee, Mant: Hans 6 
ml <a aan ~* i 
JOBBERS—DEALERS 
PREPARE 


a 


There will be a heavy demand for the famous 
“STORM KING” LANTERN 
Extensively advertised. We help you sell. 
BIG PROFIT. Get Particulars and Prices NOW. 


National & Electric Works 
410-424 S. Clinton St., Dept. 2, Chicago. 











MORRILL PRODUCTS 


Saw Sets 
Benes ea. Se re. 
Stes Lead Nad Pullers 


The apex of quality re ating upen | 2 pévertixing, 
satisfactory service. good ¢ merit 
CHAS. MORRILL 


102 LAFAYETTE ST. NEW YORE 











KEEP 
POSTED 


U. P. C. BOOK COMPANY, Inc. 
241-249 W. 39th St., New York 


You can get the latest prices from 

Hardware Age Standard Lists and 

Directory of Manufacturers. Send 
sli asia 

for circular and specimen pages. 





VICTOR’ BOLT CLIPPER 
Bend {+ Cambeq 
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UF‘N Tm: 


Are made from the highest grade boxwood, well seasoned, accurately graduated and 
securely assembled. The name itself foreruns your selling arguments. 


BOXWOOD RULES)  me/urnmn fue oN. Lend 


Co. New York, N. Ys Y. ain 
Lach heared 























ESTABLISHED 1826 


Round and Oval Punches 


OF SUPERIOR QUALITY 


C. S. Osborne & Co. 
Newark, N. J. 





PLIERS 
NIPPERS 


PUNCHES 


Send for Catalog 














- AMERICAN 


Sickle Edge Hay Knife. 
The original sectional edge 
hay knife. Write for 
prices. They are in- 
teresting. 

















Use No. 1 Extra Quality for filling deck and hull seams of Yachts and Motor Boats. 
Use No. 4 a Qeesty Ship Glue or No. 3 Special Navy Glue for filling deck and hull seams of 
merchant vessels 
Use No. 7 Soft Quality or Waterproof Liquid Glue for filling and waterproofing canvas for 
covering boats and canoes, cabin tops, decks and flying boats. 
No canoeist should be without an Emergency Can of our Special Canoe Glue. 


For Sale by all Hardwere and Sporting Goods Dealers. 


“ifaae aires wut = .L, W. FERDINAND & CO. 2S. Kaseited Sst 


Use and How to U: 


lack and Galvanized Sheets 


APOLLO-KEYSTONE Copper Steel Galvanized Sheets 


Demand this material cog ie FOR gu LVERTS, FLUME, TANKS, ROOFING, SIDING, and all forms of ex: chout motel 

work—highest in p aualits. durability and rust-resista We also manufacture APOLLO Corrugated and Formed ucts, « 

Black Sheets of every description, Electrical Sheets, 8 Special Sheets, E Bright T' Tin Plates, Keystone Copper Steel fing Tin, Etec, 
AMERICAN SHEET AND TIN PLATE COMPANY, ——————-._- General Offices: Frick Building, Pittsburgh, 


~~ 

























tN nati Sear sje anmaape 2 em Sera 


































O. LINDEMANN & CO. EMBOSSED 
iiiitiaaiieaaealiiad SHEET METAL 
: SIGNS 
! =| BIRD o nn) Aluminum, Brass and Enameled Steel. 
CAGES ah Price List No. 16 on Request. 
q Established 1863 
Niagara Falls Metal Stamping Works 
35-37 Wooster Street New York Niagara Falls, N. Y., U. . A. ans 



















The famous ‘‘Gem’’ is 


BROOKS “GEM” NAIL CLIP 


WIRE GOODS GE re 
Bright Iron and Brass. Special proat. We" a 
Wire Goods Made to Order. make & 








M. S. BROOKS & SONS 


CHESTER, CONN. 


















Eyelet Tool Co. Morton Gav Chains 


Manufacturers of Punches and Sets Nothing stronger for hanging sash and 


(Hand Drive and Foot Power) for suspending doors, gates, weights, etc. 
ote, and Dies. te Bunch Tubes, Basiest to, apply. ‘None more durable—some 
me Write jobber. Booklets of my rey a been in use over 25 years. 


de to 
free. Retablished 1858. Bronze and § 


40 Lincoln St., BOSTON, MASS, 











THOS. MORTON, 245 Centre St., New York 

















> 
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TUBULAR AND CLINCH RIVETS 


AR RIVET ANDSTUD Co. 








99 


“Silver Genuine 
BABBITT 


occupies the enviable position of being 
the best Babbitt Metal manufactured. 

Strict adherence to formula, selection of 
best materials and careful supervision of 
manufacture has enabled us to keep the 
quality uniform for the past thirty years. 





The Incentive is Here! 
Touh arp an cunity alee Renenbeutieaten cath this Doenghee wi now comnts tuning Gaseen SEND FOR OUR PRICES. 


agreeable duty the wual cellar or “dart hole” morage wil be chrerased—you wort of VVidarw Chan Poe 

Tools wil be hepe very much sive. auracewe and orderly. The “Vulcan-Rack” duglay. on the floor of more . . 

oF Gis vandom, willbe Galas 0 yoo endidmen We can quote on all grades of Babbitt 
Actual demonstranons of the took are pracncal weh the asd of the Vee \ . M | : 
Heaghe and width of Rack abou 4x4 fr c 1xe Ss 
Rack made of black pipe. ahurrunum pureed 6 self -oupporing m form and M xed Metals. 

ht will be loaned only to the dealers m and for we wah “VULCAN” Chan Pipe Wrenches: AGRIPPAT 
ind Fanngs Wrenches. and VULCAN Chan Pipe V the U Canada 

we Chan Pee Vou. o the U.S. and C Also Manufacturers of 

CONTENTS Evans “Almetl” Fire Doors 
each improved “VULCAN™ Chan Pipe Wrench, Nos. 30, 31 32. 33. 33%, 34 and 35 Fire Retarding “Star” Ventilators 

Ap rst "AGRIPPA” Pore and Fenngs Wrench, Nox. 21, 22. 23 23%. M4 and 25 “Merchant's Old Method” Roofing 
I each “VULCAN” Chan Pipe Vie Nos |. 2 and 4 Tin 


MERCHANT: & EVANS Co 


NEW YORK WHEELING 
BALTIMORE <cHICAGO 
ATLANTA ST. LOUrs 
CLEVELAND KANSAS CITY 





























“Capewell” Nails Will Heip Sales 
Merchants who stock “The i ee Wherever horse nails are used 
wiv is most favorably known ils for which the al ass ne ae 


p rere > most Egan aut Na : 3 pose 8 
throughout e length an . “ee ine. Not the cheapest nail, 
breadth of the land. It’s the demand is greatest regardless of quality, but the 


nail which horseshoers find “The Capewell”’ world’s best at a fair price. 
excels in driving and holding The nail with the Checked 
qualities. Head Trade Mark. 


The Capewell Horse Nail Company 


Hartford, Conn., U. S. A. 
Leading Horse ‘Nail Makers of the World 

















_ Help Wanted 


aa 


Original letters of reference should | 
not be inclosed with replies to ad- 
vertisements appearing in these col- 
umns, as they are frequently mislatd 
and lost. A copy of the reference | 
will serve the purpose. | 





Wanted—Experienced hardware 
salesman with reference. Apply im- 
mediately, stating age, experience 
and salary required. oe Witbeck 
Co., Schenectady, N. Y 





Well established tool manufac- | 
turer desires salesman with high 
standing among Southern hardware 
jobbers and a record of successful 
sales achievement. Must be young 
man of highest integrity and not 
afraid to work. Splendid future for 
the right man who will not put 
salary above opportunity. In answer 
give full information regarding age, 
road experience and minimum salary | 
to start; also send picture. Man 
now employed preferred. Applica- 
tion will be regarded in confidence. 
Address Box A-276, care HaRrpWare | 
Ace, New York. 








Wanted—Hardware man in a New 
England town of 10,000 inhabitants 
to look after stock and to price same 
to conform to market fluctuations 
and to wait on trade when necessity 
demands. Married man with family 
preferred. Good opening to right 
man. Address Box A-319, care 
Harpware Ace, New York. 


- WANTED—Experienced lady book- 
keeper and stenographer; permanent 
position and right salary to one that 
ean do line hardware and furniture 
Address Box A-330, care HarpwarE 
Ace, New York. | 








Salesman wanted who is calling 
on hardware stores, general stores 
and department stores to handle, as 
a side line, a high-grade line of 
metal ware, such as_ galvanized 
buckets, tubs, dairy pails, etc., on 
commission. Great opportunity for 
right man to make ig money 
handling a side line. Address Box 
A-322, care Harpwarge Ace, New 
York, 





Wanted—An experienced hardware 
clerk, one that can do tinwork and 
hot air furnace work; must be re- 
liable, honest, steady, and a good 
stockkeeper. This is a steady posi- 
tion for the right man. One — 
can speak the German language 
Serrel. Give reference and sa an 
expected in first letter. Address 

. Wittmayer, Tripp, So. Dak. 





Experienced hardware salesman 
wanted, married man preferred, fa- 
miliar with kitchen furnishings, 
paints, stoves and general I'ne of 
ardware. Address Box A-339, care 
Harpware Ace, New York. 





Salesman, experienced hardware | 
man, territory Middle Western 
States, salary $1,800 and expenses. 
Excellent opportunity for advance- 
ment by manufacturer of well known 
builders hardware specialty. Head- 
quarters preferably Chicago. Ad- 
dress Box A-342, care Harpware 
Ace, New York. 





| are all big users. t 
| lines handled and territory covered. 


| ware traveling salesman 


| in Middle West. 


| cal 
| campaign 
| Although we have broad 
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Help Wanted 


Situations Wanted 
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Situations Wanted 





MANUFACTURER of full line 
| household specialties wants local rep- 
resentatives in all important cities to 
handle line on commission. Depart- 
ment stores, hardware dealers, in- 
stalment houses, premium concerns 
i State experience, 


We want none but those who can 
“make good.” For such our propo- 
sition is an excellent one. Address 
“S. H.,” care Harpware Ace, New 
York, 


S/ ALESM. AN— Experienced hard- 
to cover 
good territory in New York State. 
Advise age, experience, and give ref- 
erences. Wholesale Department, 
Weed & Company, 95 E. Swan St., 
Buffalo, N. Y, 


WANTED -\ REAL SALES- 
MAN, by a_ well-established and 
progressive manufacturer of elec- 
trical household specialt‘es, located 
Our products are 

the leading depart- 
hardware and electri- 
A national advertising 
starts very shortly. 
distribu- 
there is still some fine, virgin 
in which we want high- 
grade representation. Only  sales- 
men of good character and proven 
ability will be considered. For 
such men we have a rare oppor- 
tunity to offer. We prefer men 
who do not care to limit their 
possibilities by working on any- 
thing but a straight commission 
basis. As soon as such men demon- 
strate their worth to us we will, 
however, be willing to extend the 
privileges of a suitable drawing ac- 
count. If you are looking for an 
out-of-the-ordinary opportunity, write 
us at once, giving full particulars, 
references, etc. Your letter will be 
treated strictly confidential. Address 
President, Box A-267, care Harp- 
WARE AGE, New York. 


| handled by 
ment, drug, 
stores. 


tion, 
territory 





~ Young man pick up buyer experi- 
enced in hardware business, Write 
stating age, any and experience. 
Address A-347, care HarpwArE 
Ace, New ‘York. 





Wanted—Young man, exempt 
from draft, of good character and 
business ability, as manager of an 
established and paying business. Sal- 
ary and percentage of profits. 
Knowledge of hardware required, 
Give experience and_ references. 
Man with some om eee 

dear 6 


Address “Business,” 
Binghamton, N. Y. 
HERE IS THE PLACE FOR 
YOUR MESSAGE, FOR IT WILL 
BE SEEN AND READ BY EXEC. 
UTIVES—THE MEN» TO WHOM 
At MUST SELL YOUR SERV- 











Situations Wanted — 


SITUATION WANTED—Hard- 
ware man, 42, experienced in build- 
ers’ hardware, tools, factory and 
contractors’ supplies, sporting goods, 
etc. Address Box A-324, care Harp- 
ware Ace, New York. 











CREDIT MANAGER and CASH- 
IER, 20 years with prominent manu- 
facturing concern in New York 
State, desires position in like ca- 

city in or around New York City. 
ood accountant, correspondent and 
os aaa office detail man, capable of 

tting in anywhere. Available for 
position where ability and Fg | 
will be appreciated. rried, : e 40, 
and well recommended. Address 
Box A-312, care Harpware AcE, 
New York. 





A resident of, and with a good 
connection among the Hardware and 
Furniture Trade in Montreal is 
open to consider handling, on a com- 
mission basis, any line carried by 
above dealers. Character, ability to 
get business and financial responsi- 
bility, open to investigation, Ad- 
dress RESIDENT, care John A. 
Fulton, Superintendent, The Brad- 
street Co., Montreal, Canada. 





YOU HAVE OF COURSE WL 
NEWSPAPERS IN YOUR CIT 
THAT YOU _ CAN USE TO OR. 
TAIN A POSITION; BUT IF YOU 
WANT TO GO AFTER IT IN A 
NATIONAL WAY USE_ THIS 
SECTION—IT es! Cc 

A “LOWER” IN A 
BU T IT WILL PROBABLY GIVE 
YOU A WORTH-WHILE 
“BERTH.” 


IF YOU hE POSITION 


UTI 1E 
HARDWARE TRADE WHO READ 
THIS PAGE? 





Man thirty-three years of age de 
sires position as manager of pe 
builders’ hardware department of ; 
reliable hardware concern, or posi- 
tion with builders hardware manu 
facturing concern. No offer under 
1,800 yearly considered. Address 
ox A-346, care Harpware Ace, 
New .York. 


BUILDERS’ H ARDWA RE 
SALES _ MANAGER BUYER. 
WELL SCHOOLED IN GENERA 
HARDWARE, WHOLESALE AND 
RETAIL, WANTS. OPPORTU- 
NITY IN BIGGER FIELD. AM 
AMBITIOUS TO DO _ MORE, 
KNOW MORE, AND TO BECOME. 
MORE THAN I I CAN. HERE. 





’ T . Ss 
BOX A-348, CARE HARDWARE 


AGE, NEW YORK. 





Young man experienced in sellin 
desires a road job or several good 
specialties to sell on commission. 
Address Box A-349, care Harpware 
Ace, New York. 








Young man exempt from draft 
wants position as manager or sales- 
man in retail hardware store; best 
of references furnished; six years’ 
experience; , ig Te Ad- 
dress Box care ARDWARE 
Ace, New Yous 





Capable Executive, with 10 years’ 
jobbing experience in hardware, mill 
supplies and machinery, wants a 
good position in which a good man 
is essent‘al. Investigation invited. 
Address Box A-249, care HarpWarE 
Ace, New York. 





Salesman, now employed, desires 
position January Ist; number of 
yearp of experience in hardware and 
metal line, for last three years call- 
ing on retail and jobbing hardware 
trade in U. S. and 3 Goeae for one of 
the foremost hardware manufactur- 
ing concerns of its kind. Address 
Box A-345, care Harpware Ace, 
New York. 





Young man with 12 years’ experi- 
ence in general hardware, tools, 
sporting goods, wants position in 
retail or wholesale store. Address 
Box A-343, care Harpware Ace, 
New York, 

“WE GOT THE MAN WE WANT- 
ED.” IT’S THE SAME OLD RUT 
Seon THAT we GRATIFYING 

STORY THAT IS TOLD TO US 

WEEK IN AND WEEK OUT. 
YOU'LL FIND THAT AN AD IN 
THIS SECTION IS THE EASI- 
EST AND CHEAPEST METHOD 
TO GET COMPETENT MEN. 











Business Opportunities 


Live and experienced man will 
handle good line in Maryland and 
District of Columbia, either com- 
mission or salary. Address 506 Law 
Building, Baltimore, Md. 








For Sale—Here is your chance. 
Oldest hardware business; doing well. 
City 6,000 in good farming country. 
Best location. Must be sold or sell 
an interest. Has done $45,000 busi- 
ness. Stock about $12,000. Price 
right. Address Box A-321, care 
Harpware Ace, New York, 





An established Hardware Specialty 
concern of Chicago desires to secure 
the direct manufacturer’s representa- 
tion of a good staple hardware arti- 
cle. Article must be staple and of 
merit to receive consideration, Ad- 
dress Box 436-A, care Haxpware 
Ace, Otis Bldg., Chicago. 


IF YOU ARE DESIROUS of 
buying, selling or exchanging a stock 
of hardware, we can be of great 
service to you on account of our 
intimate knowledge of these matters 
in every section of the 
States. Address “R. S. W., 
Harpware Ace, New York. 


PROSPEROUS STORE in up- to- 
date Middle West town of 1000, in 
heart of fine farming district, paved 
streets, electric lights, good schools, 
etc.; $10,000 stock of hardware, 
paint, stoves, furniture. Undertak 
ing business combined. Did $35,000 
business last year. Must be cash 
deal. Address “B. F.,” care Harp 
ware Ace, New York. 











Set 


| HELP WANTED 
AND BUSINESS 
OPPORTUNITY 
RATES © 


All 


All 





solid minimum 50 words 


Each additional word 


capitals, minimum 50 words 
Each additional word 4c 

capit la, 
Each additional word 


$2.00 | WANTED 


leaded, minimum 50 words.$3.00 
6c 


| SITUATIONS 
RATES | 


| 


DISPLAY ADVERTISING RATES GIVEN ON REQUEST 


Count Seven Words for Keyed Address 


Do not send original letters of recommendation in replying to advertisements—duplicates will answer the purpose. Letters forwarded without charge. 


ADDRESS MAIL CAREFULLY IN ORDER TO AVOID DELAY IN FORWARDING 


Forms close seven days before date of issue. 


Set solid, minimum 25 words 
Bach additional word 2¢ 


All capitals, 
Each additional word 4c 


All capitals, leaded. minimum 25 words.$1.! 
Ea 6¢ 


Cash must accompany all advertisements. 


minimum 25 words 


ch additional word 














September 27, 1917 HARDWARE AGE 











No. 103 


on 





Notice to Manufacturers—Manu-| PAINT! PAINT!! PAINT!!! 
facturers’ agent, calling on the hard- Fall is the time—Harrisons Town 
ware, department store and house- | gpd Country {s the paint. Backed 
furnishing goods trade in lowa, Ne- | by 124 years’ experience. Sold by 
braska and Kansas, including Kansas | some dealers for over 50 + es 16 
City and St. Joseph, Mo., can handle | years on one store buildi 

one more good line for this trade. New sales plan allows Jou to stoc to stock 
Address Manufacturers’ Agent, | F 12, 18 or 24 

Mason Apartment 10, Omaha, Neb ments."’ Big saving. Get particulars 


—_—_—_—— Lm ge a te Ine.. 
ew ounst lv E. L. Du Post Ge 

Nemours & Co., 

c/o Hazpwaas Aon. 


Boosdie 
Your Vision 














Hardware Store For Sale—Located 
in New London, Henry County, 
lowa, a splendid business town of 
1200 inhabitants, situated in a splen- 


The days of sitting in 


did farming district. Established 
business. Inventory about $10,000. 
Terms made known on application. 
Reason for selling, death of owner. 
Address Mrs. Flossie Peterson, New 
London, Iowa. 





Man with ability, progressive, thor- 
oughly qualified, trained to the minute 
in present day business meth 
Twenty years’ successful record as 
executive in sales, business produc- 
tion, service and purchasing depart- 
ments. Desires to make a change 
and connect himself in similar ca- 
pacity. Large personal acquaintance 
among the trade. Address Box 
A-308, care Harpware .Ace, New 
York. 





INVENTIONS. 
Successful inventions must be 
atented to assure protection while 
Cin perfected. Write for a free 
opinion as to the patentability of 
your idea. Beale & Park, 1422 
F. Street, Washington, D. C 





FOR SALE—In Massachusetts, 
stock of hardware, plumbing, paints, 
oils, etc. Excellent location within 
five miles of State House. Will in- 
voice $9,500. Annual bus‘ness over 
$20,000. Selling price only $8,000 
Established over thirty years. Rea- 
son for selling must retire. A — 
did opportunity for a live re. * 
dress Box A-341, care + lees 
Ace, New York. 





FOR SALE—Cash and bankable 
notes can close a deal. Young man 
of 29, subject to next call in army 
draft—offers you an _ up-to-date 
hardware store—old stand and well 
advertised as the prominent hard- 
ware store. Everything in tip-top 
shape and no dead stock. The 
large part of this stock will be 
priced to you at prices which pre- 
vailed before any advances took 
place. Can be run on a $5,000 
stock and sales will run $20,000 to 
$25,000 when crops are fair. The 
last year run $18,000 and crops 
were poor. Good fixtures. Tin 
shop in connection and equipped 
with good tools. A mighty good 
chance for a branch in plumbing, 
autos and implements. he war 
caused me to offer this for sale. 
Geo. H. Minier, Augusta, IIlinois. 





For Sale—Hardware store located 
in Western Pennsylvania, in town 
of 20,000 population. Good location, 
live town. Good reasons for selling. 
$7,000 cash required. Address Box 
A-344, care Harpware Ace, New 
York. 


| acre tract, 


lyn, 


Partnership interest for sale in a 
well established hardware store, lo- 
cated in central New Hampshire, 
doing a good business Reasons for 
selling, want to go West for health 
of family. Address Box A-166, care 
Harpware Ace, New York. 


J 5. BEAUCHAMP & CO. 
MANUFACTURERS’ AGENTS, 
AND CANADIAN DISTRIBU. 
TORS FOR AMERICAN GOODS, 
20 ST. NICHOLAS ST., MON 
TREAL, QUE., ARE OPEN FOR 
NEW LINES, HAVING SALES 
MEN ALL OVER CANADA. 


-On account of age of 
hardware, paint and 
oil, machinery, seeds and fertilizer 
business, situated about thirty miles 
from New York, in a large town and 
farming community Jusiness over 
seventy-five years old; sales over 
$100,000, and could be made lar rger 
with a young, man; 
$40,000 of stock. 

be given. Address Box / 
Harpware Ace. New York 


For Sale- 
owner, a large 


Largest exclusive manufacturers 
of a “different” line of razor strop 
are ready to engage several busir 
side line salesmen. Line inc 
the “U. S. Service Strops,”” made 
for field use. Samr les wei gh about 
5 pounds, and average 
20 per cent. ( aalee territ ries open 
If you are now calling on the retail 
hardware and kindred trades, get 
in touch with us Advise in first 
letter what lines of merchandise y 
handle Address Box 336, care 
Hargpware Ace, New York 


nissions 





FOR TRADE—Two good farms to 
trade for hardware store; one 60 
acre tract, all black land. well 
ditched, good building, on good stone 
road, 1% miles from town; also 8&0 
all black land, good build- 
ing, well ditched; no better land t 
be had. Will exchange either or 
both for go 90d clean stock of hard 
ware or furniture. Address O. H 
Himelick, Portland, Ind 





Six hundred and fifty gross 
round and oval head solid 
wood screws, Standard make, all 
ori ginal packages. Will close out 
at 75 per cent from Standar: 
S. Nehemiah, 54 Myrtle Ave., 

N. Y. Phone 4344 Main. 


the office continually 
and simply relying 
upon one’s self for 
merchandising ideas 
have gone—gone for- 
ever. 


The successful hard- 
ware man is the one 
who keeps his fingers 
on the pulse of the 
merchandising world. 


In all quarters of the 
country hardware men 
are doing this through 
the medium of Hard- 
ware Age. Its pages 
are constantly present- 
ing the news of what 
other men are doing, 
and suggesting live 
ideas for improvement. 


Acquire broadness of 
vision. Adopt the 
policy of studying 
Hardware Age and en- 
courage your workers 
to do likewise. You'll 
find a big jump in the 
efhciency of your or- 
ganization. 





j, Cut so that all 


The Head Repair 
Man in a 
Garage 


good 
get in touch with 
Think of the dif- 
ferent jobs that he 
is held responsible 
for. His work calls 
for many files. His 
time demands files 
that get right down 
to fast cutting with 
first stroke— 
and keep it up till 
the fin- 
ished. 


is a man to 


the 


filin is 


DELTA FILES 
because of the high 
quality of their cru- 
the fact 
tooth is 
teeth 
do their share of 
the cutting and 
other features 
make them very 
popular with garage 
repair mer, 


cible steel 
that each 


larantee— 
Back if not 
leaves no 
for any 
garage not being 
willing to try them 


Our zg 
“Money 
Satisfied’ 


excuse 


Their sale. which 
is constant, leaves a 
good profit for you. 














Set solid, pee solid, minimum 


| HELP WANTED 

AND BUSINESS 
| ‘OPPORTUNITY 
RATES 





1. i 2 
a = wae 2e | SITUATIONS "aS wore word 2c 
ce 's mini- All capitals. mini- 
words . = 
scr eatiionst sort ie’ | WANTED ro <_ oe 
minimum 80 words:ss.00 | RATES Aimiainem 25 words:$1.50 
Each additional word 6c La ~ Bach additional word 6c 
DISPLAY ADVERTISING RATES GIVEN ‘ON REQUEST 
Count Seven Words for Keyed Address 
De not send original letters of recommendation in replying to advertisements—duplicates will answer the 
purpose. Letters forwarded without charge 
ADDRESS MAIL CAREFULLY IN ORDER TO AVOID DELAY IN FORWARDING 
Forms close seven days before Gate of amr Cash must accompany all adver- 
sements. 
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HARDWARE AGE 





September 27, 1917 





The Classified Directory appears in the first issue of each month 
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Adamson Mfg. Co..... ‘ 121 
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American Electric Co 138 
American Gas Mach. Co -. 24 
American Ring Co.... 29 
American Screw Co... . 45 
American Shearer Mfg. Co.... 48 
American Sheet & Tin Plate Co.142 
American Steel & Wire Co......139 
American Wire Fabrics Co...... 112 
American Wringer Co.......... 138 
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Barney & Berry........-..+--+: 38 
Bartlett All Steel Scythe Co.... 44 
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Billings & Spencer Co.......... 43 
Bishop & Co., Geo. H........... 31 
Black & Decker Mfg. Co........ 125 
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Buffington Wheel Co........... 44 
c 
Capewell Horse Nail Co........ 143 
Carey & Co., Philip............. 136 
CE Bas os de vvesbevawece 133 
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I One Minute Mfg. Co........... 42 
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Sanitary Cloth Window Ventilators 


Finished 
Mission Oak 
Oiled Stain 





























For Sale by 
All Jobbers 
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Soak Air Without Drafts 


out Dirt and Dust, Rain or Snow 


oe SRS Se 


In the Bedroom 


No matter how the wind blusters or how the rain 
and snow beat upon the house, one does not have to 
close the windows, shutting out the fresh air, nor 
sleep in a chilling draft that disturbs the slumber. 
It is especially valuable in the nursery where the 
little ones are likely to kick off the covers and lie 


exposed. 
In the School Room 


Continental Ventilators ought to be used in every 
window in every school room. Plenty of fresh air 
in the room keeps children in perfect health and 
strengthens their resistance to disease germs. Think 
what it means if thirty or more children spend five 
hours a day working together in a poorly ventilated 
room. 


In the Bath 


It is unnecessary to take a bath in a stuffy, steamy 
bathroom with no ventilation. Continental Venti- 
lators insure privacy and at the same time provide a 
means for carrying off unpleasant odors and ex- 
hausted air. They permit just enough fresh air to 
give the room a healthful temperature without dis- 
comfort. 


in the Hospital 

Continental Ventilators find a big field in hospital 
use, where they permit any degree of ventilation with 
perfect sanitation. Patients must, of course, be ab- 
solutely protected against dirt, disease germs and 
draft. The low price permits the generous use of 
Continental Ventilators, which admit light as well 
as fresh air and add to the comfort of the patients. 


In the Living Room 

As its very name implies, the living room, perhaps 
far more so than any other room in the house, is 
more frequently occupied by the members of the 
family, and therefore should be properly ventilated. 
Continental Ventilators insure just the right tem- 
perature in a living room, and bring added comfort 


to every occupant therein. 
In the Office 


Continental Ventilators permit plenty of fresh air 
to enter—fresh air that means clear thinking and 
cheerful energy—and at the same time allow no 
direct drafts, dirt or dust. There should be a Con- 
tinental Ventilator in at least every other window 
in every office. 


SIZES 
No High | Closed | Open 
93 9 inches | 23 inches | 37 inches 
a 1" | 49 
96 9 “ | 34 “ | 59 “ 
183 | 15 (23 “ | 37 « 
154 oo * EE Bw Fite 


he Continental Company 


Manufacturers of Screen Doors, Window 
Screens and Window Ventilators 


DETROIT, MICH 
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Made with 
Special Woven 
Fine Mesh 
Buff Colored 
Cotton Cloth 
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Packed One Dozen 
in a Crate 











